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‘October Volume 
Of 500,000 Sales 
Ts Below Demand 


| - Shortages Crop Up 
After New Compacts 
Spark Buyer Interest 


ULING out the steel strik 
nation’s new-car dealers 
only one major problem, a market 
check showed last week. Simp 
stated, it is this: 

No dealer has been able to 
probe the full potential of the 
new ’60s because so far he hasn’t 

_ been able to get enough units to 
satisfy demand. 

Dealers, nevertheless, are elated. 
Sales have climbed in satisfying 
fashion and many dealers see them 
getting even better once full pro- 
duction and regular factory de- 
liveries are restored. 

a2 + * 

RELIMINARY reports put re- 

tail sales of domestic cars in the 
neighborhood of 500,000 units for 

j October. Many of these, of course, 

' were ’59s. But the combined total 
of 59 and ’60 domestics and the 

estimated 50,000 imports was large 
enough to make last month the 
third best October in history, top- 
ped only by 1950 and 1955. 

A sag is bound to come, how- 
ever, as full effects of the steel 
strike filter down to the show- 
room level. 

As a West Virginia dealer put it 
last week, “We have 10 or 15 more 
New cars alloted to us, and when 
they're gone, we can take a vaca- 
tion.” 

_ In shart supply since introduc- 
tion have been Corvair and Falcon. 
Valiant, introduced only last Thurs- 
day, was spread particularly thin 
with only two cars per dealer in 
Many cases. 






* * * 


RS agreed that although 
there haven’t been enough 
‘compact cars to go around, they 
have done a yeoman job in gener- 
ating interest in all 1960 models. 
They further agree that it is 
“to early to tell” whether com- 
pacts will cut ‘appreciably into 
sales of standard-size cars. 

Some say that the original en- 
thusiasm over the compacts is be- 
ginning to taper off a little; 

In some cities, it is reported that 
Corvair and Falcon. have joined 
Rambler and Lark in cutting into 

‘the sales of imports. Some im- 
' ported-car dealers, however, who 
/ admit that activity in their lines 
Bas slowed up in the last month, 
Say prospects are merely out look- 
ing at the U. S. offerings and will 
“be back.” 

But dealers selling American 
compacts say that just about every 
) buyer has already shopped the im- 
port market and turned down those 

\® offerings. 
>» Spot checks of the market by 
(Continued on Page 49, Col, 1) 








Top Cars 


New-car registrations for eight 
months, plus 30 states for Sep- 
tember: 


1959 1958 
Pos. | Make Pos. 
1—1,079,723' Chev. 920,311— 1 
2—1,042,910' Ford 698,868— 2 
3— 283,861; Pontiac 162,562— 6 
4— 278,939: Plym. 283,599— 3 
5— 266,949 Olds. 221,907— 4 
6— 257,451:' Rambler 116,988— 7 
7— 179,282 Buick 180,467— 5 
8— 108,354; Mercury 99,969— 8 
9— 103,477) : 94,719— 9 
10— 101,419| Cadillac 91,266—10 
1l— 94,526) Stude. 28,671—13 
12— 45,073 Chrysler 44,044—11 
13— 32,354 | DeSoto 35,256—12 
14— 31,992 | Edsel 27,714—14 
5— 19,376 +Lincoln 19,589—15 
11,987 \Imperial 10,882—16 
\ 425,210 | Misc. 247,154 
\ Total All Makes 
\ 4,362,883 } 3,283,966 


— details on Page 47. 
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GM Lines Near Standstill; 


Compacts 25% of Output 


By Martin L. Whitmyer 
Staff Writer 
Cu output in the U, S. will be 
hit heavily this week as Gen- 
eral Motors all but shuts down its 
assembly machinery for lack of 
steel. 

GM’s only hope of getting out 
any cars this week is at Corvair 
plants at Willow Run, Oakland, 
Calif., and Kansas City. A token 
number of Buicks will be built 
at Flint, together with Corvettes 
at St. Louis. Its Oakland plant, 
however, may close tomorrow 
(Nov. 3). 

Pontiac, Cadillac and Oldsmobile 
each closed out production last 





Valiant Wheels In Quietly; 


Dea 


By Robert M. Lienert 
Associate Editor 

HE 1960 new-car field was com- 

pleted last week as Chrysler 
Corp.’s Valiant backed quietly into 
the market. 

Chrysler “had the last word,” as 
its advertisements had been prom- 
ising, but it was virtually a whis- 
pered one. 

Compared with the hoopla and 
high-pressure campaigns that ac- 
companied introductions of the 
other compacts, Valiant sneaked 
unheralded into dealer show- 
rooms. 

In many cities, full-page ads the 
day before introduction day urged 
readers to rush right out to see the 
car at their local dealerships. 

The ads gave no clue, however, 
as to who the dealers were. 

Actually, Thursday was introduc- 
tion day in only 68 marketing 
areas. In 68 other cities, Valiant 
will not be shown until Nov. 5. 

* + * 


ESPITE what sometimes ap- 

peared to be a factory conspir- 
acy to keep the car hidden from 
prospective buyers, the public man- 
aged to track down Valiant on 
debut day. 

They found out then, perhaps, 
one of the reasons for the muf- 
fled shouts. It was impossible to 
buy a Valiant and drive it away. 
In Detroit, Valiant’s own home 
town, most dealers had only two 
of the new models—one for the 
showroom and one for demon- 
strations. Both were securely 
nailed down. 

Valiant’s production, of course, 
has been slow. Chrysler had built 
approximately 3,600 Valiants prior 
to introduction and probably 25 
percent of these were still in trans- 

it to dealerships at the time the 
cars were scheduled to go on dis- 
play. 

The factory apparently has made 
no clear-cut commitments to. deal- 
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s Lack Cars to Sell 


ers on when they can expect more 
cars—or how many they will re- 
ceive. 

In Detroit, dealers were quoting 
waiting periods ranging from two 
weeks to 90 days. | 


NTRODUCTION of the car got 

off to a shaky start from the 
dealer standpoint, too. In the De- 
troit area, one dealer—on the day 
before introduction—said his Val- 
iant franchise was still up in the 
air. 

It fell through. 

Another dealer said all was 
confusion because he didn’t know 
he was going to be a Valiant 
dealer until two weeks ago. 
“And then they wouldn’t let us 
advertise it until announcement 
day,” he said. “I tried to find out 
whether I would be a Valiant deal- 

(Continued on Page 4, Col, 1) 


Valiant Prices 
Close to Corvair 


Dealer Discount 
Set at 21 Percent 


By John K. Teahen Jr. 
Staff Writer 

HE Valiant V-100 four-door 

sedan is priced only $15 above 
the corresponding Corvair 500 
model, and the Valiant V-200 is $27 
higher than its Corvair 700 coun- 
terpart. 

Sticker figures forthe Chrysler 
Corp. compact car which went on 
display in some cities last week 
are $2,053 for the V-100 and $2,130 
for the V-200, including Federal 
tax and suggested dealer-prepar- 
ation charges. 

The Valiant price leader is $79 
above the Falcon four-door sedan, 
which wears a $1,974 sticker. 

Dealer discount on the Valiant is 
the same as on Corvair and Falcon 
—21 percent, including a one per- 
cent holdback. 


* * * 
Gtanson WAGON prices will be 
announced when these models 
go into production. There will be a 
four-door six-passenger and nine- 
passenger wagon in both the V-100 
and V-200 series. 

Valiant’s gutomatic -transmis- 
sion is priced) at $171.55, com- 
pared with’ $145.80 for. Corvair 
and $159.40 for Falcon. Power 
steering for Valiant is $73, and 

(Continued of Page 8, Col. 5) 








week, as did all six Buick-Oldsmo- 
bile-Pontiac field plants across the 
nation. Other makers were curtail- 
ed to some extent. 
* * * 

LAr at GM are expected to 

rise to the neighborhood : of 
175,000 this week. Only four Fisher 
Body assembly units and three 
stamping units will remain in op- 
eration. 

The lack of stampings closed the 
B-O-P field plants by the end of 
last week, Continued operation con- 
tinued on a below-normal basis at 
Fisher assembly units at Flint, 
Oakland, Kansas City and Willow 
Run. 

The Fisher No. 1 plant at Flint 
supplies bodies for Buick, and 
officials of the car-producing 
firms said late last week that 
Buick should be able to continue 
production into this week. 

Chevrolet also is expected to con- 
tinue output of its Corvair, but may 
have to curtail assembly of its 
standard-size car at Oakland and 

Kansas City. 

Elsewhere, Chrysler Corp, report- 
ed it may be forced to reshuffle 
some of its output schedules this 
week, but is expected to continue 
its Valiant production on a five-day 
basis. Imperial worked only four 
days last week due to steel short- 
ages. 

* * * 

HORT workweeks throughout 

the GM assembly network 

made a big impact on the nation’s 
car output last week as assemblies 
dwindled to an estimated 101,358 
units. Of these, 25,345 were com- 
pact cars, or 25 percent. 

That compares with the 112,488 
cars turned out a week earlier, 
including 22,844 compacts, and 
the 97,804 units rolled from U., S. 
assembly lines during the week 
ended Nov. 1 a year ago. 
Chrysler Corp., Ford Motor, 

American Motors and Studebaker 
all showed output gains last week, 
but the decline from 47,411 to 29,988 
units at GM was the crippler. 

ca + * 


BREAKDOWN of GM opera- 
tions showed that Buick, work- 
ing five days, but crippled by steel 
shortages in its field units, was off 
from 6,783 to 5,969 assemblies; Cad- 
illac, closing down Thursday, fell 
from 3,372 to 2,600 units; Oldsmo- 
bile, working all week, slipped from 
8,685 to 7,519 assemblies; Pontiac, 
closing down Wednesday, off from 
8,929 to 6,200 cars, and Chevrolet, 
with its Willow Run lines working 
four days and “big car” plants at 
Bloomfield, N. J., Kansas City and 
Oakland on four days, down from 
19,642 to 7,700 units. 
Chevrolet “big car” output was 
off from 14,672 to 5,100 units, but 





Corvair output rose from 4,970 to 
5,100 units. 
* * 
Comrace car output also held 
up elsewhere throughout the in- 
dustry. 

Falcon, with its Lorain, O., and 
Kansas City lines down one 
each last week, compared wi 
two days each a week earlier, 
rose from 4,119 to 5,675 assem- 
blies; Valiant, working five days 
at Hamtramck, Mich., climbed 
from 1,427 to 1,800 units; Ram- 
bler, working six days, jumped 
from 9,175 to 9,450 assemblies, 
and Studebaker, working five 
days, was up from 3,153 to 3,320 
units. 

Only other makers in addition to 
Rambler that scheduled Saturday 
operations last week were Lin 
and Thunderbird at Wixom, Mi 

Thunderbird production was up 
from 1,719 units a week earlier to 

(Continued on Page 53, Col, 3) 


GM Net Reaches 
$725 Million but 
Long Halt Looms 


ENERAL MOTORS’ profit in 

the third quarter fell below the 
billion-dollar-a-year rate, but the 
company reported Thursday it 
closed the quarter with earnings 
of $135 million and a total profit 
for the first nine months of $725 
million. 

These totals compare with $65 
million earned in the third quarter 
of last year and a profit of $399 
million in the first three quarters 
of 1958. 

GM’s profit topped the billion- 
dollar mark in banner 1955, In 

that year the third quarter net 
was $252 million and the nine- 
month profit was $913 million. ~ 
The GM report, noting produc- 

tion cutbacks because of the steel 
strike, warned it would take “some 
time” to resume assemblies after 
the strike ends. 

Total sales of the corporation 
amounted to $8,857 million in the 
first nine months. This compares 
with $6,744 million for the com- 
parable period in 1958 and $9,544 
million in the like period of 1955. 

~ * * 

HIRD quarter sales were $2,345 

million this year, $1,623 million 
last year and $3,031 million in 1955. 

The company said unit sales of 
cars and trucks in the first nine 
months of this year were the high- 
est since 1956. 

Sales of cars, trucks and 
coaches produced in the U. 8S. to-+ 
talled 2,419,617 in the first nine 


(Continued on Page 4, Col. 5) 








Falcon 
Lark Deluxe Six 

Regal Six 
Rambler American Deluxe.. 1,844 





American Super.... 1,929 
Rambler Deluxe Six ............ 2,098 
Valiant V-100  ................e 2,053 

WA Sa sicaoon i... 2,180 





How Compact Car Prices Compare 


*—Corvair and Rambler American radios are manual-tune, Others are pushbutton. 
**—Corvair heater is gasoline type. Others are fresh-air type. 


2-dr. Automatic 
Sedan Transmission. Radio* Heater** 
$1,984 $145.80 $53.80 $74.25 
2,049 
1,912 159.40 54.05 67.80 
1,976 199.50 70.07 71 
1,795 178.50 57.70 72 
1,880 
iaieoss 199.50 75.65 16 
shea 171.55 58.50 74.40 
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Fading World. Market tae American Cars .. . 





U.S. Exports at Low, Imports at Peak 


By Martin L. Whitmyer 
Staff Writer 

XPORTS of cars from the U. S. 

to foreign ports reached a post- 
war low during the 1959 model run. 
The 114,406 cars shipped repre- 
sented only 2.05 percent of the 
5,568,055 produced during the 1959 
model run and continued a down- 
ward trend in exports which 

began in 1956. 

That was the year of the first big 
influx of cars from European and 
other world markets. 

+ * 


i 1956, U. S. MAKERS exported 
207,990 cars, or 3.30 percent of 
total industry output, to stay well 
ahead of the foreign-car makers, 
who sent 107,675 units into the 
American new-car market. 
But in 1957 the tide began to 
— with the foreign-car 
makers bringing 259,343 cars into 
the U. S., while American manu- 

facturers’ exports slipped to 154,- 
142 units, or 2.52 percent of total 
1957 run assemblies. 

The import-over-export ratio in- 
creased to nearly 3 to 1 in 1958, 
with 430,808 cars coming into the 
U. S., and only 131,944 units, or 
3.10 percent of total 1958 model-run 
— leaving the domestic mar- 

et. 


In 1959, the ratio was farther 
spread as imports outstripped ex- 
‘ports by a count that may reach 
5 to 1 proportions by the end of 
the year. Imports for the first eight 
months of this year totalled 446,981 
units, compared with the 114,406 
cars shipped to foreign ports by 
U. S. manufacturers during the ’59 
model run. 

*” * 

at THE early postwar years, 

when European and the United 
Kingdom makers were still recov- 
ering from the devastation of 
World War IJ, exports from U. S. 
Plants accounted for better than 7 
percent of total assemblies. 

In 1946, the first year after 
U. S. makers returned to car pro- 
duction, the industry exported 
144,803 cars, or 6.52 percent of the 
2,221,222 cars assembled during 
that model year. 

The eo ay year, 1947, marked 
the highest level U. S. makers 
reached on a_percent-of-industry 
basis, as 244,061 cars were shipped 
to foreign markets. That accounted 
for 7.31 percent of total industry 
output—the highest percentage of 
total factory assemblies that were 
ever shipped out of this country. 

High mark from a numerical 
standpoint came in 1951, when 262,- 
471 cars, or 4.38 percent of total 
industry assemblies, were shipped 
into foreign countries. 

In 1955, the last year before the 
influx of imports and the biggest 


up their third highest year in ex- 
ports, with 231,453 units being 
shipped away from the domestic 
market. 

The only other postwar years 
that saw more than 200,000 cars 
exported from the U. S. were 1956, 





Franchise Board 


Voided in Tenn. 


Judge Upholds Ford 
In Dealer Appeal 


NASHVILLE, Tenn.—The 1955 
act creating the Tennessee Motor 
Vehicle Commission is unconstitu- 
tional, according to a ruling last 
week by Chancellor Ned Lentz. The 
Lentz ruling came in a test case 
brought by Ford against the com- 
mission and the owners of a, Ford 
dealership in Newport, Tenn. 

As noted, the franchise owners, 
E. R, Walker and E. R. Walker jr., 
had appealed to the commission 
after Ford revoked the franchise. 
Chancellor Lentz ordered the com- 
mission to take no action pending 
his decision on Ford’s suit contest- 
ing the constitutionality of the 
commission. 

“The act imposes unreasonable 
and unnecessary restrictions upon 
common, lawful occupations and 
does not contain adequate stand- 
ards to guide and control the board 
created under the act,” Lentz said 
in a memorandum opinion. 

“Limiting the right of manufac- 
turers to weed out inefficient deal- 
ers and those who ' fail to offer 
proper service to customers would 
certainly harm the public.” 

The chancellor also said in the 
opinion: “The contention is made 
by the defendants that the act is 
in the interest of the public safety 
in that without the act, improperly 
serviced cars would be sold to the 
public, thereby endangering the 
public. 

“However, the act in no way 
regulates or controls the servicing 
power given to the commission to 
revoke a dealer’s license for failure 
to service or inspect a new vehicle. 
A licensed dealer is not required by 
the act to be a mechanic, or even 
to employ a mechanic. 

“Thus, it could only be by a far 
stretch of the imagination to say 
that the act had any reasonable 
relationship to public safety.” 

General Motors and Chrysler 
joined in the suit with Ford as 
friends of the court, Joining as 
defendants were the Tennessee 
Automobile Auction Assn. and the 


with 207,990 units, and 1948, with 
201,121 car shipments. 
a = * 


| tnenetel U. S. exporter on a 
corporate basis in the postwar 
years has been General Motors, 
with 1,109,823 cars shipped to for- 
eign ports in the last 14 years. 
That’s an average of 79,273 exports 
each year. 
Second largest exporter over 
the years has been Chrysler 

Corp., which has shipped 529,207 

cars to foreign countries in the 

postwar years. Its average is 37,- 

801 exports annually. 

Ford Motor Co. shipped 503,826 
units over the 14-year period for 
an annual average of 35,988 exports. 

Among the smaller makers, 
Studebaker-Packard Corp. shipped 
159,108 units for an 11,365 yearly 
average; American Motors export- 
ed 155,917 cars for an average of 
11,137 shipments annually, and 
Kaiser-Willys, prior to cessation of 
car assembly operations in 1955, 
came up with an average shipment 
of 6,306 cars with a nine-year total 
of 56,755 exports. 

Altogether, the U. S. car industry 
exported 2,514,636 cars during the 
last 14 years for an average of 
179,617 shipments yearly. The aver- 
age shipment represents 3.6 percent 
of the average yearly model-run 
output for the industry, which was 
5,046,736 assemblies. . 

oe + 


sw the individual makers, 
Chevrolet has led the industry 
in exports in every postwar year 
except 1946. In that year, Ford divi- 
sion outshipped Chevrolet by a 31,- 
218 to 27,561 margin. 

Over the 14-year period, how- 
ever, Chevrolet has shipped 623,- 
526 cars to foreign ports, while 
Ford’s exports over the same pe- 
riod totalled 396,508 cars, Plym- 
outh is close on Ford’s heels with 
322,610 car shipments. 

Total exports by other makes, in 
numerical order, during the post- 
war era were: Buick, 173,870; Olds- 
mobile, 130,609; Studebaker, 124,893; 
Pontiac, 106,505; Dodge, 103,015; 
Mercury, 86,737; Cadillac, 75,313; 
Hudson, 66,523; Nash, 61, 523; Chrys- 
ler, 58,617; DeSoto, 41,279; Packard, 
34,215; Rambler, 27,423; Kaiser, 24,- 
917; Lincoln, 18,324; Henry J, 15,- 
562; Willys, 10,102; Frazer, 6,174; 
Imperial, 3,686, and Edsel, 2,257. 

Average exports for the years 
they have been shipping cars to 
foreign markets were: 

Chevrolet, 44,538; Ford division, 
28,322; Plymouth, 23,044; Buick, 12,- 
419; Oldsmobile, 9,329; Studebaker, 
8,921; Pontiac, 7,608; Dodge, 7,358; 
Rambler, 6,856; Mercury, 6,196; 
Hudson, 5,581; Henry J, 5,187; 
Cadillac, 5,180; Nash, 5,127; Chrys- 
ler, 4,187; Kaiser, 3,115; DeSoto, 
2,949; Packard, 2,851; Frazer, 2,058; 








output year in U. S. automotive 
history, ee waren chalked 


Tennessee Independent Automobile 
ccc Assn. 





Willys, 1,443; Lincoln, 1,309; Edsel, 

















How Industry Fared in Postwar Era... 
U. S. Cars Exported—' 46—'59 
Cars for Pet. of Pet. for 
Moael Domestic Output Sale 
Output Ruported Market Exported in U.S. 
TOG. crcrecissinscore 5,568,055 114,406 5,453,649 2.05 97.95 
1958 . .. 4,256,002 131,944 4,124,058 3.10 96.90 
|, rn 6,127,527 154,142 5,973,385 2.52 97.48 
WTB ..cccvscrccccece 6,295,212 207,990 6,087,222 3.30 96.70 
BIRO | ccstveccectecnse 7,146,119 231,453 6,914,666 3.24 96.76 
FS * erttincivoorsove 4,846,324 177,676 4,668,648 3.67 96.33 
BIO» scvieveccecsvoee 6,086,975 177,082 5,909,893 2.91 97.09 
IUD. sntenstetissece 3,799,701 147,126 3,652,575 3.87 96.13 
__ ee 267 262,471 5,731,796 4.38 95.62 
BDO ovcesssccveseves 6,458,305 139,689 6,318,616 2.16 97.84 
EE. vereescseseenee 5,382,597 180,672 5,201,925 3.36 96.64 
CC —— 3,134,611 201,121 2,933,490 6.42 93.58 
BEDS scerecsenseecess 3,337,393 244,061 3,093,332 7.31 92.69 
BD sccsctcesvcsweee 2,221,222 144,803 2,076,419 6.52 93.48 
Total: 70,654,310 2,514,636 68,139,674 
Data on Continental is omitted since these cars were not designated by model year. 
Crosley and Checker Cab model-year data were not available. 
Source: Automobile Manufacturers Assn. 











LOS ANGELES.—“We expect 
every model of imported car sold 
in Southern California to be en- 
tered in this year’s Mobil Mileage 
Rally,” says Joe Petrali, chief stew- 
ard of the event and an official of 
the United States Auto Club. 

The Rally, set for Nov. 8, is a 
350-loop from Los Angeles to 
Santa Monica, over which stock ’59 
imported cars will be driven for 
maximum gasoline economy. 

Twenty-six local dealers and 
distributors have already entered 
40 cars in the event. The field is 


* * + 





Renault's Ready— 


John Lance, general manager of Bur- 
bank (Calif.) Renault Center, registers the 
car he'll drive in the annual Mobil Mile- 
age Rally with Chief Steward Joe Petrali 
of the United States Auto Club. 








PH ae and Imperial, 922. 


All Imports Will Compete 
In Mileage Rally Nov. 


limited to 60 cars, with private 
owners entering remaining mod- 
els. 

Dealer and distributor entrants 
include 17 English models, nine 
Italian cars, six German jobs, five 
French models and one each from 
Czechoslovakia, Sweden and Japan. 

The event is open to two-seat 
sports cars as well as economy and 
luxury sedans. 

Italiano Motors, Burbank, led the 
dealer list with six entries ranging 
from a Fiat 500 to an Alfa Romeo. 
The Burbank Sports Car Center 
has the second top entry number 
with five imports, including an Aus- 
tin-Healey Sprite and a Morris Ox- 
ford. 

Dealers entering at least two 
cars include Citroen Cars Corp., 

Beverly Hills; Auto Works, Gra- 
nada Hills; Henry S. Perren, Los 
Angeles; Holiday Motors, Van 
Nuys, and Olympic International 
Motors, Monterey Park. 

Dealers entering at least one car 
will include Nick Pastor, South 
Gate; Peter Satori, California, Inc., 
Pasadena; Willie Witkin, Los An- 
geles; Burbank Renault Center; 
Prima Motors, Whittier; Colonial 
Imports, Glendale; Competition Mo- 
tors, Hollywood; O’Connor Lincoln- 
Mercury, Los Angeles; Hamer Im- 
ports, San Fernando; Tom Ray 
Pontiac, Glendale; Lloyd Pearson, 
Pasadena; Ed Shuey, Burbank; 
Torino Motors, Fullerton; Bill 
Corey, Pasadena, .and Claude Short, 
Santa Monica. 

Two-seater sports models will be 
bracketed by those under and those 
over 1,600 c.c. Four-passenger mod- 
els will compete in four divisions: 
Under 750 c.c., 750-1,099 c.c., 1,100- 
1,599 c.c. and over 1,600 c.c. 





EXPORTS from U.S. Car Manufacturers—1946 to 1959-Model Runs 


(Including Shipments to Canada) 








Average 
prone! Bn say J. 
1959 1958 1957 1956 1955 1954 1953 1952 1951 1950 1949 1948 1947 1946 Sours 1946. 989 - 
AMERICAN MOTORS .......... 12,853 7,970 3,380 5,161 6,976 7,878 6,431 7,499 14,293 8,022 9,897 19,775 24,501 21,281 155,917 11,137 
SION sh 6d o> tls nc ece ease Bake eet 413 688 3,278 4,315 3,831 2,930 5,314 2,382 4,725 10,893 14,915 13,287 66,971 5,581 
SE elias bods ok'> o'a.vn ab ke Poe Sart 332 508 3,698 3,563 2,600 4,569 8,979 5,640 5,172 8,882 9,586 7,994 61,523 5,127 
Pe aviv eae ee shee 12,853 7,970 2,635 3,965 aie sin’ who we aon se ate eee aie <a i eae 27,423 6,856 
CHRYSLER CORP. ............. 21,467 29,253 36,840 44,720 48,754 41,828 36,347 25,228 62,275 30,040 37,556 44,123 47 Alé 23,360 529,207 37,801 
MES 868 wichec vecvbeced ces 1,657 2,117 3,238 2,786 4,008 3,365 3,817 2,993 7,595 3,032 4,765 6,310 9,203 3,731 58,617 4,187 
ER  Waicicoptccadecvenes 824 1,025 1,221 616 ry! eae ees wea rene Sees Jose es ea eh ‘oe 3,686 922 
SS Oe 6s 0s oboe eb ee ue 857 1,143 7,231 7,549 1,041 1,258 1,580 1,510 3,918 1,471 2,456 4,189 4,914 2,162 41,279 2,949 
A Ca aie vo i oa Cree co 2,297 2,979 11,340 14,976 3,247 2,982 3,761 2,222 7,505 3,331 6,667 16,245 17,149 8,314 103,015 7,358 
EEE) i5°S 5 6's 40a Orele'e 6 15,832 21,989 13,810 18,793 40,458 34,223 27,189 18,503 43,257 22,206 23,668 17,379 16,150 9,153 322,610 23,044 
FORD MOTOR ............00, 23,845 30,356 38,108" 42,134 43,108 39,323 39,242 34,248 45,281 21,203 51,118 20,394 36,869 38,597 503,826 35,988 
is i 3 cs > eek ease 2 69% 409 1,848 wy HRS odes Eva's re08 onas Doe sees Sawa ows abate Mee saa 2,257 1,129 
I NG weccet betes s eee 20,688 23,933 31,209 33,420 35,751 30,319 31,793 27,051 33,829 15,728 36,496 16,677 28,396 31,218 396,508 28,322 
EE niin ood Su ah isd ¥ oe 0s 820 1,662 1,077 2,261 548 1,009 826 874 1,120 558 2,712 613 2,547 1,757 18,324 1,309 
nan akg a d.c.ovicn so 6 1,928 2,913 5,822 6,453 6,809 7,995 6,623 6,383 10,332 4,917 11,910 3,104 5,926 5,622 86,737 6,196 
GENERAL MOTORS ........... 52,017 61,629 70,571 107,391 111,353 75,708 74,038 62,866 110,177 71,665 68,257 90,345 97,317 56,489 1,109,823 79,273 
IN ti dG. 8.s 5 yao 088 Ge od 5,389 6,235 7,875 16,603 15,327 10,709 13,408 10,661 14,658 11,029 10,221 14,658 23,911 13,186 173,870 12,419 
ED COL Gs oa 6 c'6.c'm'e clea 5,11 5,532 7,014 8,523 7,878 6,612 7,096 5,364 7,016 3,837 2,794 2,345 3,966 1,925 75,313 5,180 
SD S's wise s 50 sikbisc saws 32,660 40,788 45,236 62,227 66,036 42,770 35,953 30,630 64,221 39,368 40,054 50,301 45,721 27,561 623,526 44,538 
NN. VG ap .be na case os 6,392 6,727 7,437 12,639 12,825 8,590 8,685 8,138 11,101 8,640 8,154 11,100 12,733 7448 130,609 9,329 
Saw wes eee we 0 2,165 2,347 3,009 7,399 9,287 7,027 8,896 8,073 13,181 8,791 7,034 11,941 10,986 6,369 106,505 7,608 
Kaiser-Willys .............. ive wile oat “ee 1,706 3,526 9,506 7,100 15,619 261 5,762 3,055 10,220 a 56,755 6,306 
ESAS 3 ae te pele 1,006 495 1,652 1,726 7,890 mre 4,931 2,156 5,061 24,917 3,115 
EY Ss whi Ba eldbeaewkerce de neve" 6% pecee wide ery 355 660 5,159 6,174 2,058 
EE wad i cE dle sb a clee ae bread 3,093 4,740 7,729 er eo%'s le gt née 15,562 5,187 
RES cba das Aaa aces cee Lie dee Poise Pcie 700 3,031 4,761 634 ind 261 476 239 pause hae 10,102 1,443 
NS oe bite s'a ks 06g 345 010 4,224 2,736 5,243 8,584 19,556 9,413 11,518 10,185 14,826 8,498 8,082 23,429 27,738 5,076 159,108 11,365 
EERE ae a ae Pir 54 peed 1,358 2,062 1,631 2,934 2,340 5,489 1,285 3,368 5,972 5,536 2,186 34,215 2,851 
Bee PE AIT 4,224 2,682 5,243 7,226 17,494 7,782 8,584 7,845 9,337 7,213 4,714 17,457 22,202 2,890 124,893 8,921 
Total Exports ...........: 114,406 131,944 154,142 207,990 231,453 177,676 177,082 147,126 262,471 139,689 180,672 201,121 244,061 144,803 2,514,636 
Source: Automobile Manufacturers Assn. 


xports 
Data on Continental is omitted since these cars were not designated by model year. 


Crosley and Checker Cab model-year data not available. 
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Dealer Forum 


by Robert M. Finlay 











[ADA is working on a long-termed out in considerable detail by 


|‘ program to strengthen auto re- 
tailing. Directors hope to do this 
by writing into selling agreements 
certain basic obligations on the 
part of the maker and the dealer. 
If the program is to succeed, these 
will have to be obligations in the 
public interest, or the buyers’ in- 
terest. Essentially, this would put 
teeth into a code of ethics, rather 
than seek to use a code of ethics 
as something to hide behind. 

From what we hear, NADA is 
proceeding carefully but deter- 
minedly on this front, and, with 
the cooperation of the factories, 
may succeed in elevating the 
standing of auto retailing with 
the public. This is something 
much to be desired and much 
needed. 

An essential part of any program 
to elevate the standing of auto re- 
tailing must be a program to en- 
courage auto salesmen to take 
pride in their work and to strive 
to serve the public, rather than 
operate as minor but deceptive con- 
fidence men, We all know fine auto 
salesmen who do operate in a man- 
ner designed to win respect. But 
all who work in this field agree 
that, as a general thing, the indus- 
try is one held in disrepute by the 
public. In addition, there is wide- 
spread discontent among the sales- 
men themselves. 

This makes salesmen the object 
of sharpshooters and union organ- 
izers. There have been various 
schemes designed to organize auto 
salesmen, either from a business or 
a union standpoint. 


How to Meet Problem 
OME dealers argue that to meet 
this challenge the industry 
should help salesmen organize on 
a professional basis, We mentioned 
some weeks back a program work- 
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John Williamson, a Pontiac dealer 
of Birmingham, Ala., who also has 
made a reputation in the field of 
sales training. 

Williamson suggested an organ- 
ization patterned after the Million 
Dollar Round Table of the National 
Assn. of Life Underwriters, This 
has done much to elevate the sta- 
ture of insurance salesmen, or “cer- 
tified life underwriters.” 

You may recall that William- 
son suggested as the name for 
the auto organization the Circle 
of Professional Automobile Re- 
tailers, or Circle PAR for short. 
The group would set up reason- 
ably high standards and give 
auto salesmen something to 
shoot at. 

The other day we checked with 
Williamson on how the idea was 
coming. He said that it had at- 
tracted interest from individual 
dealers and salesmen, but that 
there were hurdles in the way of 
organization. For example, this is 
a@ program calling for united action 
by the industry, Both maker and 
dealer organizations would find it 
profitable for the industry as a 


whole. 
* * +. 


Factory Reaction 


ON THE manufacturing side, 
those familiar with the work of 
Williamson favor it. Where he is 
not known well, the factory execu- 
tives tell him they have their own 
similar program. The individual 
factory programs do not, of course, 
do the job of an all-industry pro- 
gram. Salesmen are suspicious of 
the standards of individual factory 
programs. They cite the high per- 
centage of dealer relatives who win 
their way into the top sales organ- 
izations of the factories. 

However this may be, there is 
widespread feeling among sales- 
men that the dealer has a strong 

(See FORUM, Page 8, Col. 1) 


No Death Knell 
For Big Cars Seen 


At Canada Parley 


But Speakers Expect 
Compacts, Imports to 
Influence Market 


By Jules Larochelle 
Staff Correspondent 

MONTREAL.—Neither the small 
foreign car nor the new U. S. com- 
pact cars will displace the big car 
in the Canadian market. That was 
the concensus of three speakers at 
the annual convention of the Fed- 
eration of Automobile Dealer Assns. 
here. 

The new compacts will make 
the public more small-car con- 
scious and should even help boost 
the sale of European cars in Can- 
ada, said George Henderson, 
Montreal. 

“The small-car maker doesn’t ex- 
pect to take over the big-car mar- 
ket but he does intend to hold a 
good part of the entire market,” 
said Rudolph Schury, European 
dealer who has been selling Volks- 
wagens in Toronto for six years. 

Clarke Simpkins, a big-car dealer 
who gave up his franchise in Van- 
couver to sell imports, said he has 
detected a “groundswell against the 
big cars.” 

Predicting the compacts will sell 








Clarke Simpkins Rudolph Schury 


in big volume, Henderson said the 
low initial price and low operating 
costs are turning the average buyer 
toward smaller vehicles. 

“The small car fills a real 
need,” said Schury. “It makes no 
claims that it is superior to the 
conventional car.” 

He said it still is too early to 








(Continued on Page 8, Col. 3) 





Monroney Plan Backed 
At Oklahoma Parley 


By Margaret J. Shea 
Staff Correspondent 

TULSA.—By resolution at a busi- 
ness session last week at the 
annual convention of the Oklahoma 
Auto Dealers Assn., dealers reaf- 
firmed support of the Monroney 
proposal for permissive legislation 
to restore territory security. 

Dealers voted 55-10 in favor of 
Monroney’s “Oklahoma Plan” 
under which manufacturers 
would pay a bonus on each car 
a dealer sold in his territory. 

The vote followed a heated de- 
bate which split the dealers into 
two camps—big and little cities. 

Some weeks earlier 200 Okla- 


* * * 





Oklahoma Dealers Elect Officers— 


Judson Bryan, Stillwater, far right, congratulates his successor, Frank Kitchens, Law- 


fon, as president of the Oklahoma Automobile Dealers Assn, 


Looking on are Jack 


Clork, Oklahoma City, left, who was reelected treasurer, and Harvey Cobb, Ponca 


City, vice-president. 





homa dealers had signed a resolu- 
tion voicing opposition to Senate 
bills clearing the way for a restora- 
tion of territory security. 

New officers elected at the OADA 
convention are Frank Kitchens 
(Buick-Cadillac), Lawton, presi- 
dent; W. H. Cobb (Pontiac-Cadil- 
lac), Ponca City, vice-president; 
Jack Clark (Dod ge-Dart-Simca), 
Oklahoma City, secretary-treasurer. 
Reelected secretary manager was 
Roy Tant, Oklahoma City. 

Senator A. S. Mike Monroney, 
who was the principal speaker at 
the dealer meeting, said that he 

did not feel his plan would injure 
a@ dealer in a small town. 

He said bonuses. will help if the 
dealer concentrates on his own 
market, but it does not force him 
to stay in his territory, However, 
he won’t make as much on an out- 
side sale as on home ones, the 
senator admitted. 

Calling the car industry the No. 1 
victim and an innocent bystander 
of the steel strike, Monroney said 
both the steel companies and the 
union should make an agreement 
now instead of waiting through the 
80-day Taft-Hartley injunction. The 
senator said he did not feel that 
either side had actually engaged in 
bargaining as yet. 

Senator Monroney’s legislative ef- 
forts in behalf of the automobile 
industry including sponsorship of 
the price labelling law drew high 
praise from NADA President 
H. L. Galles, Albuquerque, who was 
an opening-day speaker at the con- 
vention. Galles said the law is 
working well, chiefly because deal- 
ers who have broken the law have 
been prosecuted promptly, and pen- 
alized. 

Galles explained to his fellow 

(Continued on Page 53, Col. 1) 


Under the Hood— 


Dealers Brief Teachers 








When the Mi polis Chamber of C 
10 dealers in the city participated. Here, 
service department of Stephens Buick Co. 


Dealers Host 
To Educators 


In Minneapolis 


By Donald M, Lyons 
Staff Correspondent 

MINNEAPOLIS.—Active interest 
in Minneapolis and its school sys- 
tem was shown by the Minneapolis 
Automobile Dealers Assn. when it 
took part in the Minneapolis Cham- 
ber of Commerce’s Business-Educa- 
tion Day. 

Of the 164 Minneapolis business 
firms who were host to some 2,400 
teachers from the school system, 
10 were automobile dealers repre- 
senting the 46-member association. 


Each of the 10 dealers was as- 
signed 11 educators. Elaborate 
plans were drawn up by Ray Mon- 
nahan, of J. N. Larson Chevrolet, 
Inc., B-E Day chairman; Harold 
Larson, of Harold Chevrolet, Inc. 
association president, and Leo B. 
Faricy, association general man- 
ager. 

The educators were met at the 
Minneapolis Auditorium in the 
morning by officials of the firms 
and taken to the dealerships in new 
cars. 

At the facilities a briefing ses- 
sion was held in which dealer pol- 
icies were explained. Financing, 
sales, repair orders, new-car de- 
livery and general problems were 
discussed. Following these sessions 
the teachers were given a tour of 
facilities. 

At noon all dealers brought their 
groups to the Curtis Hotel where a 
luncheon and afternoon session 
were held. E. William Boyer, an 
active MADA member and presi- 
dent of the Chamber of Commerce 
here, gave a talk on the importance 
of the auto industry to the nation’s 
economy and the role local dealers 
play in each community. 








how a tuneup specialist goes about his work. 


ce staged its “Business-Education Day,” 
four of the city's 2,400 teachers visit the 
where Harold Babineau, left, shows them 





It's a Grind— 

Al Shogren demonstrates body-work tech- 
niques to educators visiting his company's 
dealership. 





Rounding Up— 


At luncheon, dealers’ program for ed- 
ucators was discussed by, from left, Har- 
old Larson, president of Harold Chevrolet, 
Inc. and of Mi polis Aut bile Deal- 
ers Assn.; Harry Hall, execytive _ vice- 
president of the Mi polis Chamber of 
Commerce, and E. William Boyer, presi- 
dent of Boyer Gilfillan (Ford) and the 
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M polis Chamber of C ce. 





On the House... 





sales volume for 


auto dealers as 
(Chrysler), 1954; 





Wemhoft 


association . . 
Washington dealer group: “Let’s 
profits of the retail business” ... 


. . . Marvin Hartwig is chairman 


Long Island association. ; 








Due to a sharp drop in July, the average nine- 
month net profit (after taxes) for members of the 
Chicago Ford dealer association fell to $52 per new 
vehicle, compared with $63 in the first six months 
and $69 for the first three months of 1959. Total 


in the nine months. . 


57, and O. B. Donaho (Buick), 1957-1959 . . . 

Do not remove the price stickers from any new 
car, regardless of its vintage .. 
lets are now members of the Pittsburgh dealer 

. Words of Wisdom, from Don Miller, president of 


life with free enterprise. Let’s not devour it by destroying the 
Advance-fee loan operators are on the prowl in Minnesota again 
Ray Rebsamen, Little Rock Ford dealer, has been named a director 


of Action, Inc., which encourages better city environments . . . Eugene 
Malice and Neil Spare have been elected directors of Brooklyn and 


the group amounted to $84,654,237 
. Bryan, Tex., has had three 
mayor since 1954: Bob Bernath 
Harry Dishman (Pontiac), 1955- 


. All DeSoto out- 


preserve the American way of 


of the 1961 Iowa convention ... 


—Prre Wemuorr, Editor, 
Automotive News 
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Introduction Split .. . 





Valiant Bows Quietly; 
Selling Cars Scarce 


(Continued from Page 1) 


er, but all the factory told me was 
not to worry about it.” 

At one dealership, where the two 
Valiants were not cleaned up for 
showing on the morning of intro- 
duction day, and had no stickers, 
a spokesman was asked, “How 
come?” 

“We'll have ’em ready when they 


Valiant ‘Got Lost,’ 
So Dealer Lacks Demo 
DETROIT. — 


Case of the Missing Valiant.” 





1,000 cars on a lot, a Valiant 
would be easy to spot.” 


go on display Friday,” he said. 
He acted surprised when told 
that Thursday was the day. 


UTOMOTIVE NEWS shoppers 

on introduction day were un- 
able to find a single Valiant in the 
Detroit area with a price sticker 
attached. 

Salesmen at some dealerships, 
however, were verbally quoting 
correct prices to shoppers, al- 
though in other showrooms cus- 
tomers could get only vague 

tions. 


quota 
Several dealers said their office 
crews were preparing stickers to be 
affixed to the cars later in the day. 
* 7 


ALIANT dealers on main thor- 

oughfares in Detroit were pull- 
ing showroom traffic literally off 
the street. 

From the showroom, it was 
possible to watch drivers moving 
past suddenly slow down as they 
spotted the Valiant on display, 


More ’60 Models 
Reported Sold in 


Auction Arenas 


DETROIT. — Among ’60 models 
reported sold at various wholesale 
auctions last week were the follow- 








ing: 

Chevrolet Corvair, $2,000, two at 
$2,250, $2,300, $2,310, $2,405 and 
$2,420. Chevrolet Impala convert- 
ible, $2,985. 

Ford Falcon, $2,020. Ford Fair- 
lane, two-door, $1,900, $1,920 and 
$1,950. Ford Fairlane 500 two-door, 
$2,020 and $2,470. Ford Galaxie 
four-door, $2,675 and $2,725; Ford 
Galaxie four-door hardtop, $2,800. 
Ford Starliner, $2,490, $2,700, $2,780 
and $2,900. Ford Skyliner, $3,005 and 
$3,030, and Ford Thunderbird, 
$3,825 and $4,020. 

Plymouth four-door, $2,616. 

Buick Invicta four-door hardtop, 
$3,430. Cadillac, two-door, $5,240; 
Cadillac Coupe de Ville, $5,550 and 
$5,825. Dodge two-door hardtop, 
$2,840; Dodge four-door, $2,950. Im- 
perial Crown, $4,600. 

Oldsmobile 88 two-door hardtop, 
$3,485; Oldsmobile 88 convertible, 
$3,580. Pontiac Star Chief two-door, 
$3,210; Pontiac Catalina convertible, 
$3,330. 





Hawaiian Dealers, Press 


Preview Chrysler Cars 


HONOLULU—A week-long 
program to introduce Chrysler 
Corp,’s 60 cars and trucks to the 
Hawaiian Islands today (Nov. 2) 
at the Pacific Club here. 

The first event of the week’s 
activities was to be a breakfast 
and car preview for Hawaiian 
newspaper, radio and television 
representatives. E. C. Quinn, 
Chrysler Corp. sales vice-presi- 
dent will speak. 

Hawaiian dealers and dealer 
personnel will preview the ’60 
models tomorrow (Nov. 3) at the 
Princess Kaiulani Hotel. 








circle the block to park and come 
in to look over the car. 

Shoppers in general were most 
impressed by the interiors, the 
trunk space with its hidden spare, 
the car’s roominess and its Euro- 
pean styling flair. 

Customers were split in their 
opinion of the floor shift. 

“A step in the right direction,” 
said one shopper. 

But another visitor was unhappy 
with the stick. “Look,” he said to 
his companion, “We're going back 
to ’39. Now, if the price would, too, 
we'd be all set.” 

* *” a 
T ONE showroom a man who 
said he operated a fleet of taxis 
was sizing up the Valiant from 
the standpoint of economy and 
roominess. 

whe interested in any car that 

will give me even five more miles 
per gallon, but it has to have 
some room to carry passengers,” 
he said. “The unease is too small 
inside, but the Falcon and Val- 
iant both look like good bets for 
my fleet,” 

Both Rambler and Lark, of 
course, have been used by taxi 
operators in the past. 


Harvey to Manage 
Motors Holding 


DETROIT.—Appointment of Wil- 
liam Harvey III as general man- 
ager of the Motors Holding division 
of General Motors was announced 
by John F.. Gordon, president. 

Harvey succeeds Herbert M. 
Gould, who is retiring Dec. 31 after 








W. Harvey III H. M. Gould 

33 years of service with General 
Motors. He has been general man- 
ager of Motors Holding since Feb. 
1, 1949. 

Harvey, whose appointment was 
effective Nov. 1, had been manager 
of branch operations for Motors 
Holding since October, 1953. 


It’s Falcon vs. Valiant 
Outside Detroit Deal 


DETROIT.—A curious Falcon 
owner helped set up an im- 
promptu “comparison clinic” out- 
side a Valiant dealership on in- 
troduction day. 

He parked his Falcon at the 
curb and stepped into the show- 
room to see the Chrysler com- 
pact, A few minutes later, a 
Valiant returned from a demon- 
stration ride, and onlookers had 
a chanee to compare the cars, 
feature for feature. 














Business Barometer 
Automotive News Economic Index — 
98.0 Percent of Last Week 
106.1 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ............... 112,488 84.3 158.6 
Truck Production .............. 20,803 86.8 128.0 
Auto Registrations—Year to date.. 4,362,883 yacue 132.6 
Truck Registrations—yYear to date. 681,619 son) 134.8 
Steel Production—tTons ......... 371,000 100.8 18.3 
Paperboard Production—tTons.... 317,823 95.5 103.3 
Soft Coal Output—tons ........ 7,875,000 101.9 90.5 
Oil Refinery Output—tBarreis .... 48,063,000 100.7 100.2 
Electric O #—Kilowatt hours.... 12,762,000,000 99.2 104.8 
Barometer ight Cer Loadings 351,130 101.9 90.0 
Department Store Sales Index .. 160 106.0 109.6 
Stock Market Price Index..... os 412.4 98.6 110.2 
U.S. haope myrage oe 
—Fiscal year to date ........- «++ $30,240,760,000 awn 102.8 
Commercial wot ‘edastvict Loans $29,715,000,000 100.7 cae 
Savings lL vaerdesssessaces $30,621 ,000,000 100.0 101.4 
Used-Car Prices—Average....... P $954 100.7 104.7 
Business Failures ................ 250 99.2 90.9 
Common Comm 
Stocks Oct. 28 Oct.21 1959 Range Stocks Oct. 28 Oct. 21 1959 Range 
AMC....... 78% 67% 82-25% Wis écteeces 51% 52 57% -39 
Chrysler... 57% 62% 72%-50% Mack...... 45%, 41%, 49%-324% 
PON. bccas's 82% 83 85-50%, Me ccsacies 28% 21% 29%- 
Geers beses 52% 53% 58%-45 White...... 58% 54%, 60 -40% 
(Nov, 2, 1959) 











Chrysler Realignment Cuts 
Chicago Franchise Total 


CHICAGO.—Auto-dealer fran- 
chises in Cook County declined 
from 519 to 494 during the third 
quarter of this year, with the 
Dodge-Plymouth splitoff being re- 
sponsible for more than half the 
loss, according to the Chicago Au- 
tomobile Trade Assn, 

The number of dealer establish- 
ments also dropped during the 
quarter. There were 402 dealer- 
ships in operation on Oct. 1, com- 
pared with 409 on July 1 and 411 
at the beginning of this year. 

There were 48 Plymouth fran- 
chises in effect in the county on 
Oct. 1. Three months earlier, the 
total was 62. 

The CATA said there were 35 
franchise cancellations or resigna- 
tions during the quarter, while 10 
new franchises were awarded, re- 
sulting in a net loss of 25. 

Sixteen of the cancellations or 
resignations were in the City of 
Chicago, and 19 were in the sub- 
urbs. Four new franchises were 
awarded in the city and six in the 
suburbs. 

As usual, there was no change in 
the General Motors franchise total 
for Cook County. The quarter ended 
as it began with 33 Buick fran- 
chises, 14 Cadillac, 51 Chevrolet, 32 
Pontiac and 32 Oldsmobile. 

Ford division also was un- 
changed with 54 franchise hold- 
ers at the end of. the quarter. 
Mercury and Edsel closed the 
period with 24 apiece, and Lin- 
coln had 14. This was a loss of 
three each for Mercury and 
Edsel and a decline of two for 
Lincoln. 

Dodge and Chrysler were un- 
changed at 27 and 24, respectively. 
DeSoto ended the quarter with 20 
outlets (down one), and Plymouth 
fell from 62 to 48. 

Rambler lost one outlet to end 








Florida Dealers Elect Officers— 


New officers of the Florida Automobile Dealers Assn. are, from left, Earle B. Lokey 
(Oldsmobile), Clearwater, secretary-treasurer; James L. Ferman (Chevrolet), Tampa, 
president, and M. R. Young (Chrysler-Plymouth), Ft. Lauderdale, first vice-president. 
Joe Blank (Dodge-Chrysler), right, West Palm Beach, is the immediate past president. 





the three-month period with 47, 
and Studebaker lost two to wind 
up with 36. 

Willys, which CATA considers a 
passenger-car, showed the only 
gain. Willys now has 14 outlets, 
compared with 13 at midyear. 


6 Ohio Parleys 
To Stress Theme 
Of Four ‘PRs’ 


COLUMBUS.—The “three R’s” 
will be supplanted by the “four 
PR’s”—Progress, Promotion, Pros- 
perity and Profit—in a series of six 
regional meetings scheduled dur- 
ing the first two weeks in Novem- 
ber by the Ohio Automobile Dealers 
Assn, 

The format of all the sessions will 
be similar, according to R. H. Zim- 
merman, executive secretary of the 
association. However, in addition 
to a guest speaker and a general 
program, each meeting will have 
a different dealer chairman and 
also a different moderator, 

Meetings will be held from 10 
a.m, to 3:30 p.m. on the following 
schedule: Nov. 4, Mansfield, Mans- 
field-Leland Hotel; Nov. 5, Colum- 
bus, The Neil House; Nov. 6, Cin- 
cinnati, Carrousel Motel; Nov. 10, 
Findlay, The Elks Club; Nov. 11, 
Cleveland, Hollenden Hotel, and 
Nov. 12, Canton, Mergus Restau- 
rant. 

Featured speaker at Mansfield, 
Columbus and, Cincinnati will be 
Edward Wimmer, vice-president of 
the National Federation of Inde- 
pendent Business. Headliner for the 
Findlay, Cleveland and Canton ses- 
sions will be Walter B. Cooper, of 
Fort Collins, Colo., past secretary 
of NADA and chairman of the 
NADA Advertising Ethics commit- 
tee. 

Chairman and panel moderators, 
respectively, at the meetings will 
be: Mansfield—R o bert Moorhead 
and John T. Glackin. Columbus— 
Ray Brandenburg and John B. Bar- 
ton. Cincinnati—W. J, Sander and 
Charles A, Cronin. Findlay—A. W. 
O’Rourke and Edward P. Trepin- 
ski. Cleveland—C. T. Mack and 
John L. Rodenfels. Canton—Max J. 
Birzer and Mike Turk, 








Valiant Debut a ‘Hiv’ 
At Detroit Dealership 


DETROIT.—A Valiant was in- 
volved in an accident 15 minutes 
after it was placed on display at 
a dealership here. 

The car, on display outside the 
dealership, rolled down a drive 
and crashed into a parked car 
when an interested looker re- 
leased the hand brake. The car 
Was one of two the dealer had on 
hand for introduction day. 








GM Net Reaches 
$725 Million but 
Long Halt Looms 


(Continued from Page 1) 


months, up from the 1,757,437 in 
the like period of last year. 

Third-quarter sales were 579,475 
this year and 341,118 last year. 

GM said that the steel strike did 
not hamper third quarter produc- 
tion but said production now ig 
coming to a halt due to the steel 
shortage. 

* . * 
T= company explained: “Gen- 
eral Motors’ supplies of stcel, 

which were as large as it was pos- 
sible to accumulate, have been sub- 
stantially exhausted; operations at 
plants producing automotive com- 
ponents, parts and accessories have 
been halted, and GM’s production 
of cars and trucks in the U. S. is 
approaching a virtual standstill.” 

As steel production is resumed, 
GM will make every effort to re- 
sume normal car and truck pro- 
duction with a minimum of delay, 
the company said, adding: 

“It will take some time before 
General Motors plants and those 
of their suppliers will receive the 
many types of stee] they require 
to fabricate the thousands of 
parts that go into a modern auto- 
mobile. 

“It will take still longer to fill 
all the ‘pipelines’ that lead to the 
plants where final assembly takes 


place.” 
s * * 


White Net, Sales Break 
Records for Nine Months 


CLEVELAND.—White Motor Co. 
established new nine-month rec- 
ords for net income and sales dur- 
ing the period ended Sept. 30, it 
was announced by Chairman Rob- 
ert F. Black and President J. N. 
Bauman. 

White Motor’s net income for the 
first three quarters of 1959 rose 
to $10,018,420, approximately 2% 
times the $4,088,249 for the cor- 
responding 1958 period. Net sales 
for the first nine months of 1959 
were $253,526,537 compared to $189,- 
078,584 a year ago. 

The company’s third-quarter fig- 
ures for 1959 also were above 1958, 
with net income of $3,225,415 com- 
pared to $1,545,041 and net sales 
of $79,235,624 as against $63,867,141. 


VW Distributor 
Wins Dealer Suit 


NIAGARA FALLS, N. Y.—In a 
lawsuit involving George Lenz, im- 
ported-car dealer of Niagara Falls, 
and World-Wide Automobiles 
Corp., Volkswagen distributor, the 
jury decided in favor of World- 
Wide. 

Lenz had sued World-Wide in the 
amount of $100,000, charging breach 
of contract based upon the termin- 
ation of their business relationship 
in 1956. 

Trial was conducted in Niagara 
County under Supreme Court Jus- 
tice Noonan, 








Valiant the First— 

First Valiant off the assembly line is in- 
spected by three top Chrysler Corp. ex- 
ecutives. From left are B. J. Nichols, group 
vice-president — automotive sales; W. C. 
Newberg, executive vice-president, ond 
L. L. Colbert, president. This photo was 
taken Sept. 21, when production of Chrys- 
ler's economy car was started at the Ham- 
tramck (Mich.) assembly plant. The 106.5- 
inch wheelbase Valiant was introduced to 
the public lasf Thursday (Oct. 29). 
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Holiday in 1959 will 
carry 106 pages of auto- 
mobile advertising — a 
new high! This is 16% 
above Holiday’s pre- 
vious high last year, 
more than twice the 
number of pages carried 
in 1957-and more pages 
of automobile advertis- 
ing than any consumer 


monthly since the 
1920’s! This record is 
evidence that adver- 
tisers know Holiday’s © 
900,000 on-the-go fam- 
ilies are today’s most 
responsive market for 
new cars. Be sure they 
see your make—and see | 
it often—in Holiday’s 
exciting pages in 1960! © 





MORE 
AUTOMOBILE 
ADVERTISING 
PAGES 
THAN 
ANY 
CONSUMER 
MONTHLY 
SINCE 
THE 
1920's! 
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Plans Bared at London Show .. . 





British Makers to Boost Output 


By George L. Glaser 
E Pp Corr Pp d t 
ONDON.—It seems likely that 
1959 will go down in history as 
a banner year for the British motor 
industry. 





thing holding back 


makers announced at the open- 
ing of the London Motor Show 
that increased facilities would be 
made available. 

British Motor Corp., now capable 
of making 500,000 units a year, said 
that within 24 months it would be 
able to produce a million vehicles 
annually. 

Ford announced plans for an- 
other investment of $150 million in 
its British factories, also in order 
to increase output. 

Among JU. S. visitors at the Lon- 
don Show were General Motors 
President John F. Gordon and 
M-E-L General Manager Ben D. 
Mills. . 

. * 


INCE most new 1960 models 

came out before the London 
show opened, only a few new items 
can be reported. 

Austin, being very happy with 
the Farina lines of its vehicles, 
added another version of the 
A-40, called the Countryman. On 
this car the rear window can be 


regular A-40 has only a lower 

tailgate and the window remains 
stationary. 

The English Citroen distributor 
displayed a two-cylinder Citroen 
with a British-made fiberglass body 
which gives this little car a mod- 
ern look. It is a two-door coupe 
with lines which remind somewhat 





Aluminum Trim 
Estimated at 10 
Pounds Per Car 


DETROIT.—New aluminum au- 
tomotive trim alloys have consum- 
ed 150 million pounds of the light 
metal over the past four years, ac- 
cording to Robert E. Conlee, auto- 
motive development engineer for 
Aluminum Co. of America. 


Conlee told the American So- 
ciety of Body Engineers that, since 
1956, when aluminum trim use 
averaged a mere 2.8 pounds, ton- 
nages specified for this purpose had 
risen to a point where 1959 trim 
uses are estimated at 10 pounds 
= car, or 55.1 million pounds in 


The development of a “family” of 
new bright sheet alloys has closely 
paralleled the increased trim mar- 
ket, he said. He noted about 70 per- 
cent of the aluminum sold for trim 
was used for exterior use. 

“There is no hiding the fact that 
aluminum bumpers are under ac- 
tive investigation by many auto- 
mobile manufacturers,” he said. 

As many as four ’61 model cars 
sear: f have aluminum bumpers, he 


Light Decor— 


The aluminum autos shown represent 
the increasing tonnage of the light metal 
used for decorative trim. Alcoa compiled 
the statistics, and Valiant provided one 
of its aluminum grilles for background. 





of the larger Citroens. Production 
will be on a small scale, 


Most of the so-called bubble cars 
have disappeared. Only Berkeley 
remained in this field at the show. 
The QB-95 is a new Berkeley with 
a soft top which can be opened. 

Disc brakes, pioneered in Britain, 
are going forward and Jaguar’s 
new Mark 2 series are thus 
equipped without extra charge. 

The Russians displayed the Mosk- 
vitch and the Volga. 

* * 


* 


One for Everyone 


NGLAND is the land with the 

largest choice of models and 
series and there are cars for every 
purse. 

In the low-priced field, the new 
Ford Anglia with the inverted- 
slope rear window seems to be a 
hit. While most persons are star- 
tled when taking a first look, 
Ford reported that a number of 
dealers have to close their order 
books, since available quotas 
have been filled. 

The Rootes Group, after two ser- 
ious fires in production plants, is 
back with better than 4,000 units 
per week. 

The Sunbeam Alpine by this 
group is said to have found the 
best acceptance ever given to a new 
British sports model in the U. S. 

For those who need cars as a 
“status symbol,” the British have 
a good choice to offer. Along with 
the Rolls-Royce and Bentley, which 
cost up to $25,000, there are other 


fine prestige cars which are made} gi 


On small-production schedules. 
+ * + 


AIMLER CoO., LTD. (no relation 

since the earlier days to Daim- 
ler-Benz of Germany), has now also 
a larger car with a new V-8 engine, 
the 4.5-liter “Majestic-Major” sedan. 
It has 220 horsepower, two carbure- 
tors, one for each bank of cylin- 
ders, hydraulic servo-assisted disc 
brakes and Borg-Warner automatic 
transmission. 

The 2.5-liter smaller V-8, a gen- 
uine sports car in British char- 
acter and styling, has now gone 
into production and can be de- 
livered as coupe or roadster. 

Alvis, a lesser known make in 
the U. S., offers a new three-liter, 
six-cylinder sedan with coachwork 





by Park Ward styled by Graber, 
whoever Graber may be. 

Another luxury car would be the 
new Armstrong-Siddeley six-cylin- 
der Star Sapphire sedan, also with 
Borg-Warner automatic transmis- 
sion and disc brakes in front. 

* * + 


Sports Cars, Too 


[paler is also the country of 
genuine and semi-sports cars. 
From the sports car champion 
Aston Martin Lagonda, Ltd., to 
Bristol, with the 2.2-liter, six-cylin- 
der sport sedan styled by the Ital- 
ian firm Zagato, which still shows 
signs in the powerplant of the old 
connection with BMW before the 
war, we find such cars as Jensen. 

Jensen offers a six-cylinder 
sports sedan with disc brakes and 
body made from synthetic resins. 

Lotus is another maker offering 
genuine sport jobs with modern 
wheel suspensions, plastic bodies 
and victorious Climax engines, 

Morgan continues the classical 
look in lower-priced four-cylinder 
sports cars which can be had in 
roadster, coupe and four-seater ver- 
sions. 

Peerless has again the interesting 
sports chassis which is made in 
race-car fashion from a webbing 
of tubes and rods. Peerless also 
uses a fiberglass body shell. 

I have mentioned a few of the 
lesser known sports cars, to which 
also AC must be added. AC Cars 
is looking for U. S. representation. 
Their new model is the Greyhound 
sport sedan with six-cylinder en- 


ne. 
Fairthorpe also makes smaller 
sports cars with plastic bodies. 

The sports cars by the larger 
makers are too well known, and do 
not need to be mentioned here. 

* 
Clouded Outlook 
> on the surface every- 
thing looks fine indeed, there 

are some things which cloud the 
outlook for the British maker, In 
the first place the British makers 
noticed the more rapidly expanding 
home markets of France and Ger- 
many while in England the heavy 
burden of the purchase tax is still 
being felt, 

Road building needs to pro- 
gress at a faster pace, so it is 
(Continued on Page 51, Col, 1) 





3 Dayton Shops Unionized 
In 6 Dealer Elections 


By Frank Gawronski 
Staff Writer 
QCRGANIZED labor has gained a 
foothold in the ranks of dealer- 
ship shop employes in Dayton (O.) 
by winning three out of six repre- 
sentation elections. 

The elections, conducted by the 
National Labor Relations Board, 
are said to be the 
first among Dayton 
dealerships. T hey 
are part of a drive 
by the Machinists 
District 13 to organ- 
ize all service and parts depart- 
ment employes in Dayton-area 
dealerships. The drive was launch- 
ed six months ago. 

Employes voted for the union as 
bargaining agent at Cantrell & 
Guy, Inc. (Chrysler), 10-to-7; T. D. 
& P. A. Peffley, Inc. (Ford), 26- 
to-8, and at Hart Plymouth. 

The union lost elections at 
Davis Buick Co., 35-to-7; Michael 
Motor Sales, Inc., 13-to-13; and 
at Shannon Buick Co., 12-to-11. 
Two votes in the election at 
Shannon Buick are being contest- 
ed by the union. 

In Walla Walla, Wash., the 
NLRB has ordered a representa- 
tion election among mechanics at 
Tex Brotherton, Inc. (Chrysler). 
The workers will vote for or 
against Machinists Local 1361. 

The NLRB also has ordered an 
election among mechanics, lubrica- 
tion men, wash men, partsmen and 
janitors at Hoyt Motor Co., Inc., 
Anchorage, Alaska. The employes 
will vote for or against Machinist | 
Local 1735, the Anchorage Automo-| 
bile Mechanics Assn., Inc., or for| 
neither. . | 

On the factory front, General Mo- 
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tors Corp. announced last week it 
will make advance payments for 
life insurance and other group cov- 
erages, as well as Blue Cross and 
Blue Shield hospital and medical 
expense benefits on behalf of its 
employes laid off because of the 
current steel shortage. 

GM and its employes contribute 
to the cost of these coverages. 
Such payments as are required to 
keep these programs in force for 
employes will be made GM, Re- 
payment will be made by payroll 
deduction after laid off employes 
return to work. 

* ok a 
Late Steel Developments 


THs United States Third Circuit 
Court of Appeals in Philadel- 
phia, in a two-to-one decision last 
week, upheld a Taft-Hartley in- 
(Continued on Page 53, Col, 4) 








Toledo Dealers Elect Officers— 

Newly elected officers of the Toledo Automobile Dealers Assn. are, from left, 
Richard W. Moore (Ford), president; John J. Grimley (Chevrolet), first vice-president, 
and Willis E. Brown jr. (Pontiac), second vice-president. Other board members in- 
clude D. N. Banham (Oldsmobile), Robert H. Eddy jr. (Buick), David D. Smith (Cadil- 
lac), and A. W. O'Rourke (Buick), who also is president of the Ohio Automobile Deal- 


d treasurer. 





ers Assn. Edward P. Trepinski, executive 


, wasr 





At ATA Parley ... 








By Jack Weed 
Truck Editor 

LOS ANGELES.— The trucking 
industry needs a code of ethics 
“strictly enforced and strictly ad- 
hered to” in its dealings with 
unions, Robert Kennedy told the 
26th annual convention of the 
American Trucking Assns. 

Too many employers have suc- 
cumbed to the temptation to 
make a deal, to seek an advan- 
tage over their competitors, said 
Kennedy, former counsel for the 
McClellan subcommittee, Senate 
group investigating labor rack- 
eteering. 

Such deals may be advantageous 
financially, he declared, but they 
constitute an unfortunate debasing 
of legitimate business transactions. 

Kennedy asserted that if indus- 
try leaders would demand that all 
labor-management dealings be over 
the top of the table, much of what 
the McClellan subcommittee turned 
up would never recur. 

Wherever there is union corrup- 
tion, there is also industry corrup- 
tion, he observed. 

Kenneth H. Tuggle, Interstate 
Commerce Commission chairman, 
told the truckers that 125 “inspec- 
tion clinics” will be held next year, 
compared with 94 in 1959. The clin- 
ics are held to familiarize truckers 
with ICC safety regulations. 

He said there have been indica- 
tions of improvement in highway 
safety and that ICC road checks 
this year have shown better re- 
sults than in 1957 and 1958. 

Tuggle noted that the percentage 
of vehicles inspected which show 
four or more defects has been cut 
in half. This is true of authorized 
carriers, private carriers and ex- 
empt carriers. 

“However,” he said, “the percent- 
age in the latter two categories is 
considerably higher than for au- 
thorized carriers.” 

ICC Commissioner Charles A. 
Webb warned that truckers can ex- 





Late Report... 





unchanged. 


"57s and $2 on ’54s. 
At a group of representative 


cent a week earlier. 


Used-Car Market 


With the short-term outlook for new-car availability uncertain, 
the wholesale prices of used cars rallied last week. 

The overall average price of used units sold at auction rose $7 
to $954, according to Automotive News’ index. 

The price of ’56s, which was reduced $5, was the only average 
below that of the preceding week, although °55s and ’53s held 


Gains amounted to $21 on 59s, $16 on ’52s, $14 on ’58s, $6 On 


consignment was %25.4 units, compared with 247.6 the previous 
week. The sales ratio was 65.2 percent, compared with 65.1 per- 


Auction reports begin on Page 41. 


auctions last week, the average 














Trucking Code Urged 


pect more price competition in the 
transportation market. 

He visualized sharper competition 
between various modes of trans- 
portation and told the truckers not 
to expect the ICC to adopt a pater- 
nalistic attitude toward their in- 
dustry. 

“Today,” Webb said, “the Amer- 
ican people have at their disposal 
the largest and best system of 
motor freight transportation the 
world ever has known. Members 
of the Regular Common Carrier 
Conference of ATA are the back- 
bone of that system.” 

Two vice-presidents of B. F. 
Goodrich Tire Co. told the conven- 
tion that the tire industry is ex- 
pecting the greatest period of 


(Continued on Page 51, Col, 2) 





Makers Report 
Rising Sales 


Dodge, Rambler, 
Lark Optimistic 


DETROIT.—Modesty ran a poor 
second to optimism last week as 
auto makers issued reports on new- 
model sales. 

In general, the factory accounts 
confirmed rosy field reports that 
had been received earlier. The ’60- 
model reports follow: 

Dodge 

Sales of 1960 Dodge cars have 
established “a modern sales rec- 
ord,” M. C. Patterson, general man- 
ager, said last week. 

Sales in the 10-day period fol- 
lowing public announcement, Oct. 
10-20, were 72 percent greater 
than the comparable period for 

1958, he said. 

The margin over 1956 was 115 
percent, 6 percent over the top in- 
dustry sales year of 1955, and 98 
percent over 1954. 


Studebaker 


A 46 percent increase in new 
Lark retail deliveries in the first 
10-day period following public in- 
troduction Oct. 15 was announced 
by S. A. Skillman, sales vice-presi- 
dent of Studebaker-Packard, 

Skillman said the number of new 
cars delivered by Studebaker deal- 
ers to their customers was the 
largest during any 10-day period 
since June, 1955, 


Rambler 


Rambler retail sales in the sec- 
ond 10-day period of October rose 
to 10,235 units, a gain of 36.6 per- 
cent over the 7,494 delivered in the 
corresponding period a year azo, 
according to Roy Abernethy, vice- 
president of automotive distribution. 





















288 


ers 
PRE 














RAMBLER’S PRICES START ‘117 BELOW 
THE LOWEST PRICED COMPETITIVE CAR 





New lower prices on the Rambler American 

and Rebel V-8 Models put Rambler dealers 

in a position to cash in on the high volume 

of showroom traffic generated by the 1960 
. Rambler introduction. 


Rambler dealers will tell you, ‘““Buyers 
who have seen the new entries in the 
Rambler field are switching to Rambler 
in even greater numbers.” 


Why Not See How You Can GO And GROW With RAMBLER? 


Rambler’s New Lower 1960 
Prices Put Rambler Dealers 
In The Strongest 
Sales Position In Their History 












HERE’S WHY— 


@ Rambler buyers don’t want to be the “Guinea Pigs” for new 
untried cars. Rambler is proved by 10 years’ experience 
and 25 billion owner-driven miles. 


@ Only Rambler offers a complete line of Compact Cars. . . 
3 wheelbases. 


@ Rambler’s low first cost, top economy and high resale value 
make the Rambler buyer’s dollar even bigger in 1960! 








We Have the Proved Product for the 
Exploding Compact Car Market... 
YOU Have the eppertanit y! 


Rambler Franchises Also Available in and | Export Markets. 
In Canada Write to: American Motors teunond Led., 2951 Danforth Ave., Toronto. 











MAIL THIS COUPON TODAY 






Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


! 

| 

| 

| 

l 

| 

| 

| Dear Sir: Will you please provide me with more complete informa- 
| tion about the Rambler franchise. | understand that | am under no 
| obligation and my inquiry will be held in the strictest confidence. 
| 

| 

| 

| 

| 

| 

| 





ADDRESS 
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Dealer Forum 


(Continued from Page 3) 


influence here. This is something 
that has to be faced in forming 
a professional organization. It 
must have the confidence of the 
salesmen, That is why William- 
son’s list of standards would rule 
out relatives of dealers. 

And, of course, even if an individ- 
ual factory were able to form an 
organization which did live up to 
professional standards, it would 
still fall short of meeting the chal- 
lenge. No factory can shore up its 
own salesmen from the general 
standards of the industry. 

+ * ca 


Dealer Reaction 


_ has been the progress on 
the side of dealers? The pro- 
gram has been submitted to NADA, 
but so far it has not made the 
agenda of any of its committees. 
We feel that this program could 
have such far-reaching public-rela- 
tions possibilities for the auto in- 
dustry that it deserves strong sup- 
port from all dealers. In the end, 
it would be money in the pocket 
for both dealers and factories. 


Any suggestions? 








Heads Canadian Group— 


Sam J. Parkinson, Calgary (Alta.) deal- 
er, is the new president of the Federation 
of Automobile Dealers Assns. in Canada. 
He succeeds Russell Newell. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


Parkinson Elected .. . 





All-Size Car Market 
Sighted for Canada 


(Continued 


determine what impact the new 
compacts will have on the smaller- 
foreign-car market in Canada, but 
there definitely is a market for 
both. 

Simpkins told the convention that 
small foreign cars now account for 
25 percent of sales in Canada and 
40 percent in the Pacific Coast 
province of British Columbia. 

In one month 54 percent of total 
sales in British Columbia were 
small imports, Simpkins added. 

“We've found it easier to sell 
small imported vehicles,” he con- 
tinued. “The four biggest dealers 
in Vancouver, including myself, 
all lost money in 1958. Now we 
are making profits with the im- 
ports.” 

He said European makers are 
five years ahead of U. S. manufac- 


from Page 3) 


turers in car design, and added that 
he can get new parts quicker from 
European firms than he can from 
American makers. 

“Imports are here to stay and 
in growing volume,” Simpkins said, 
“because European makers have a 





'9 Inspection Stations 
Suspended in Vermont 


MONTPELIER, Vt.—Nine auto- 
mobile inspection stations in the 
Burlington area have been sus- 
pended as the result of reports that 
some stations were making im- 
proper vehicle inspections. 

Motor Vehicle Commissioner H. 
Elmer Marsh ordered the suspen- 
sions and said several] other sta- 
tions had been warned to improve 
their practices. A total of 20 sta- 
tions in the area were investigated. 








<> | SARAN FIBERS 





Fishin’ 


Expert 


... it’s easy to show him why saran seat covers are a prize catch for rugged 
service and long wear. Time-tested saran seat covers fit better, look better and 
last longer because they resist wear, tear, spills, sagging and cupping. 


The most salable seat covers are SARAN 


. . « She'll quickly approve the tasteful, attractive appearance of saran seat covers. 


Fashion Expe 





y 


Tt Then explain that saran weaves stay colorful because the color is built into every fiber. 
Woven to “breathe”, saran fabrics are more comfortable, summer and winter. 





Yes, America’s favorite seat cover fabric is time-tested saran. Saran seat covers offer all 
your customers the ultimate in value. Stock them, display them and you’ll see how profitable 


it is to sell what most people want. . . saran. 
For information write Plastics Sales Dept. 2140U11-2 


THE DOW CHEMICAL COMPANY : MIDLAND, MICHIGAN 





more mature approach to the busi- 
ness.” 

Discussing automotive leasing, 
Sam J. Lee, president of Lee Ficet 
Management, Inc., Cleveland, said 
leasing “one day will become an 
integral part of the auto retailing 
business.” 

But he warned that a leasing 
operation could be profitable only 
if a dealer exercised “extremely 
careful and watchful manage- 
ment.” 

“The dealer who goes into the 
leasing business should make sure 
that he has enough equipment on 
hand and yet make sure that he 
hasn’t a lot of equipment that isn’t 
working,” Lee continued. 

“As a general rule a daily rental 
business requires 70 percent usage 
before breaking down,” he added, 

No dealer should go into the 
leasing business if he is not sure 
of long-term financing, Lee said. 
Russell Newell, retiring presi- 
dent, urged the federation to 
strengthen its financial position and 
continue its fight to reduce excise 
taxes on autos. 

R. D. Scott, reporting for the 
federation’s business manage- 
ment committee, said that as of 
June 30 the average net profit of 
dealers, before taxes, was 2.65 
percent of sales. It was the best 
showing since 1956, he added. 

Other speakers included Donald 
Fleming, Canadian finance minis- 
ter; Dave Reese, Drexel Hill (Pa.) 
Oldsmobile-Rambler dealer; A. E. 
McCullough, chairman of the fed- 
eration commission on freight 
rates, and W. H. Gove, Coral Gables 
(Fla.) sales expert. 

S. J. Parkinson, Calgary, was 
elected president of the group, suc- 
ceeding Newell. Other new officers 
are: 

A. E. Stedelbauer, Windsor, treas- 
urer; Howard B. Moore, Toronto, 
executive vice-president, and W. B. 
Ledingham, Regina, secretary. 





Valiant Prices 
Close to Corvair; 
Discount 21 Pct. 


(Continued from Page 1) 


power brakes are $40.60. These 
latter items are not available on 
Corvair and Falcon. 

Buyers will pay $58.50 for a Val- 
iant radio and $74.40 for a heater. 
These options are priced the same 
as on Plymouth and Dodge. 

A “convenience group” for the 
Valiant V-100 retails at $22.80 and 
includes front arm rest, right visor, 
cigaret lighter, dual horns, front 
bumper guards and courtesy lights. 
These items are standard equip- 
ment on the V-200. 


* * * 


A DELUXE trim package is of- 
fered at $29.85 on both series. 
It consists of a deluxe steering 
wheel, carpets and upper-door 
chrome moldings. 

Other Valiant equipment prices 
are: Windshield washers, $11.80; 
white sidewall tires, $29.10; padded 
instrument panel, $12.85; tinted 
glass, $36.95; backup lights, $10.70; 
wheel-trim rings, $12.10, and under- 
coating, $12.85. 

Dealer display of the Valiant was 
postponed until this week in cer- 
tain areas because of low deliver- 
ies from Detroit. 





Washington State 


Rules on Tax 


OLYMPIA, Wash. — Addition of 
the State business and occupation 
tax as a separate item in the sell- 
ing price violates the intent of the 
law, according to William S. Schu- 
macher, State Tax Commission 
chairman. 


Customers may refuse to pay the 
tax if it is billed separately, he said. 
Unlike a sales tax, the business and 
occupation tax is imposed directly 
on the seller and not the buyer. 

It should be paid by the seller as 
part of his overhead, Schumacher 
said, and may be included in the 
price but should not be billed as @ 
separate item. 

He said he has one complaint 
that a used-car dealer had. been 
listing the business tax as an item 
in the selling price of cars. 
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Because it electronically tests a whole set of spark 
Champion Plug-Scope gives you six 
—in both your Service and 








ary 








The Champion “Plug-Scope” is a portable transistorized oscil- 


loscope. Small and light, it can be used anywhere, because 
it’s powered by the car’s battery. The ‘‘Plug-Scope”’ elec- 
tronically measures the voltage required to fire each spark 





NEW SPARK PLUGS 


New plugs make fairly 
even traces, well below the 
warning line. As gaps grow 
through wear, the amount 
of voltage required grows 
greater and the traces be- 
come higher. 








am 





SATISFACTORY 


The plugs making this pat- 
tern probably have several 
thousand miles on them, but 
their gaps are not yet so 
wide as to put the traces 
above the red warning line. 


2. Then insert third connector into the center tower 
of the distributor or the coil. This allows all plugs 
to be analyzed at the same time. 





UNSATISFACTORY 


Traces above the red warn- 
ing line indicate plugs with 
excessive gaps—or other 
trouble in the ignition sys- 
tem. Low trace (3rd from 
right) is caused by fouled 
spark plug. 








plug and shows it as a line or trace on the screen. (You test 
a whole set of plugs at once after making just four fast 
connections.) And these traces are easy to read, even for 
your customers. The basic patterns are shown below. 





OTHER PATTERNS 


The “Plug-Scope” also has 
other uses, such as indicat- 
ing reverse coil polarity 
(above), loose or broken 
cables, and checking volt- 
age available from the 
ignition system. 


3. Then you snap the fourth connector around any 
spark plug cable. If you know the firing order of 
the engine, you can pinpoint which plugs need 


service or replacement. 





1. It’s fast and easy to connect the ‘‘Plug-Scope” 
and test a set of plugs. Snap leads onto each battery 
terminal. This gives the “‘Plug-Scope”’ power. 





4. Start engine. Suddenly floor accelerator and 
release immediately. Read traces at instant of 
acceleration. ‘‘Plug-Scope’”’ connected, ready to 
read in just 33 seconds! 











kK} plugs in less than 60 seconds—right in the engine... 


X| new ways to save time and make sales 
1/Used Car departments ! 


The “‘Plug-Scope’’ does something no other tool can do. 


—" 


It makes anyone a plug-testing expert after just 10 minutes’ practice— 


able to analyze a set of plugs in seconds—without pulling 
a plug! Here are 6 profitable ways you can put 
this amazing tool to work for you... 


IN YOUR SERVICE DEPARTMENT. . . 








Cut time and labor by using ‘‘Plug-Scope”’ as a “‘trouble- 
shooter’ on engine jobs to quickly find out if ignition 
system is working properly. It helps locate trouble in 
the ignition system. And it gives you an excellent way 
of quickly “double checking”’ finished jobs. 


Sell more spark plugs by using ‘‘Plug-Scope” on every 
car brought into the Service Department. This can 
really increase plug sales—because half of all cars in 
use need new spark plugs right now. 


Sell more tune-ups by pointing out to customer—after 
“Plug-Scope”’ has sold him on installing new plugs— 
that by spending just a little bit more he can get a 
complete tune-up, and “like-new’”’ engine performance. 


IN YOUR USED CAR DEPARTMENT... 


6. 


Save time and labor in appraising prospective trade-ins, 
by quickly checking condition of spark plugs and 
general condition of ignition system with “‘Plug-Scope.” 


Cut labor costs in reconditioning used cars by eliminat- 
ing any unnecessary removal of spark plugs. The “Plug- 
Scope”’ tells you in seconds if plugs need service or 
replacement. 


Help make sales by using ‘“Plug-Scope”’ to convince 
prospect that a used car’s spark plugs are good and its 
ignition system in good working order. 


As you can see, the Champion ‘“Plug-Scope”’ is one of those rare 
profit-makers that can help you improve your net profit both ways. fi 
That is, by increasing your sales and by cutting your costs. And the > 


price of the “Plug-Scope”’ is surprisingly low! 


DEPENDABLE 


Right now, during the introductory period, you can get a “Plug- 


Scope” for only $49.95* with any purchase of 50 Champion spark 
plugs. Call your Champion supplier today and tell him you want at 
least two “Plug-Scopes”—one for Service and one for Used Cars— 
so you can take full advantage of the “‘Plug-Scope’s”’ profit potential 


right now. 


*Suggested dealer price for iabliched by only. Spark plugs at regular 50-lot dealer price 


(minimum dealer price established 


Fair Trade agreements in Fair Trade States). 


SPARK PLUGS 





CHAMPION SPARK PLUG COMPANY - TOLEDO 1, OHIO 
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Capsule Comment 


New-car registrations for 1959 reached the five million 
mark Oct. 26, which is well ahead of the pace needed to 
attain the goal of six million before year’s end. 


But the shortage of steel holds little promise that the 
goal will be reached. 


* * * 


Major equipment options on 1960 models have de- 
creased slightly in price, with radios taking the biggest 
drop, an AUTOMOTIVE NEWS survey shows. 


But it still will cost the buyer of a low-priced car about 
$550 to get automatic transmission, V-8 engine, power 
brakes and steering, radio and heater. 

* * * 


With eyes centered on the 1960 presidential election year, 
congressmen will undoubtedly do little on controversial 
issues during their next session, believes William Ullman, 
Washington bureau chief for AUTOMOTIVE NEws. 


Will this do-nothing policy affect legislation on territo- 
rial security, dealer reserves, auto safety and minimum 
wages? 

* * * 

NADA President Herb Galles believes that dealer 
profits will continue their upward trend but warns that 
autos “must be sold on a quality basis” to insure sur- 
vival of the franchise system. 


It’s up to you and you. 
* * * 


Distribution and marketing of imports in the U. S. must 
be improved greatly if foreign makers are to survive the 
challenge of America’s new compact cars, declares J. Bruce 
McWilliams, vice-president of Saab Motors. 


But, he says, there is a great future for importers if 
they lick such problems as spare parts availability, sales 
training and dealer guidance. 








Coming 
Events 


Dealer Conventions 


lov, 10—Connecticut Automotive Trades 
Assn, Statler-Hilton, Hartford, 





Automotive Cartoon 


Week 





Nov, 15-17—Mississippi Automobile Deal- 





ers Assn., Buena Vista Hotel, Biloxi. 


Nov, 21-23—Arkansas Automobile Dealers P 

Assn., Hotel Arlington, Hot Springs, Bi 
Dec. 2—Utah Automobile Dealers Assn., 

Utah Hotel Motor Lodge, Salt Lake Ps 


ity. 

Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., 13th Annual 
Convention, Eden Roc Hotel, 
Beach, 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn, of 
ene, Buena Vista Hotel, Biloxi, 
iss, 

Apr. 24-24—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 
ay |I-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 

— 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and eo ~ 

Hote 


Miami 


Automobile Dealers Assn., 
Muehlebach, Kansas City, Mo, 
May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
oo @. 19 


Auto Shows 
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Oct, 29-Nov. 8—St. Louis Outdoor Auto 





Show, Westroads Shopping Center, St. 
Louis (includes imports). 
Oct, 30-31 — Wilkes-Barre Outdoor Auto 


wre Letterbox 


Show, Gateway Shopping Center, 
Wilkes-Barre, Pa, 

Oct, 31-Nov, lI—4Ist international Motor 
Show, Turin, Italy. 


Nov. 6-15—World Premiere Auto Show of 
‘00, Seattle Armory, Seattle. 
Nov, 11-15—Baton Rouge Auto 

Baton Rouge, La. 


Show, used if you so request. 


Lowdown on Volkswagen...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 











Nov, 12-22—San Francisco Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 13-22—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles (in- 
cludes imports). 

Nov, 14-2i—Philadelphia Auto Show, Phil- 
adelphia, 

Nov. 19-21 — Salisbury Auto Show, Civic 
Center, Salisbury, Md. 

Nov. 25-29—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, S, D. 

Nov. 25-30—Phoenix Auto Show, Phoenix. 

Nov, 30-Dec, 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Nov. 30-Dec, 5—Tampa Auto Show, Fort 
Homer Hesterly Armory, Tampa, 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan, 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo. 
Jan. 9-17—Buffalo Auto Show, 

Avenue Armory, Buffalo. 

Jan, 9-17— Upper Midwest Auto Show, 

Auditorium, Minneapolis (includes im- 


ports). 

Jan, 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D. C. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan, 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami, 
Jan. 21-23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


s. ¢, 
Jan. 30-Feb, 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 


Checking Lienert 

Two remarks to Robert M. Lien- 
ert’s visit in Germany: 

In Oct. 5 edition of AUTOMOTIVE 
News it says on Page 2: “Standard 
Vw” DM 3,790.00. This may make 
some dealers wonder and ask for 
this car. However, the standard is 
not only a stripped-down version 
of the export or deluxe VW, but 
also features a non-synchronized 
transmission and steel cable-oper- 
ated, non-hydraulic brakes. 

It is not exported, and sales in 
Germany are below 7 percent of 
total. This price of about 190 dol- 
lars below the export job is more 
a come-on pricing scheme than a 
promotion of the car. 

“Auto-jammed streets in West 
Berlin” certainly do not irritate 
East-Berliners. I am talking fre- 
quently to East-Berliners and what 
irritates them is the dire fact that 
they still have to, 15 years after 
the war, buy a useless commodity 
called “Communism” while they 
too would like to have an equal 
chance as their countrymen living 
under a democratic government in 
the West and in West Berlin, and 
be able to buy a useful commodity 
such as a low-priced car. 

Nordhoff’s using West Berlin as 
a test market for VW is wrong. 
Many Berliners would buy a larger 
car if the area within which one 
can drive was not so restricted 
and very many cannot use the 
three autobahn roads which lead 
through the Soviet zone. The better 
than 50 percent VW penetration in 
Berlin is not a true example and 
has had other reasons also. If Ber- 


Maston 


(includes imports). 
Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N.Y. s , 


General 


Nov. 2-6—4Ist Annual National Metal Ex- 
position and Congress, International 
Amphitheatre, Chicago. 

Nov, 5-6—23rd Annual Industrial Enqineer- 
ing and Management Clinic, Conrad 
Hilton Hotel, Chicago. 

Nov. 12-13—The American Society of In- 
dustrial Designers Oven Meeting, Hotel 
Statler, New York City, 

(See CALENDAR, Page 48, Col, 4) 














The Big Stories 
34 Years Ago 
A provisional agreement has been reached under which General 


Motors Corp. will acquire control of Vauxhall Motors Co. of Great 
Britain, The agreement calls for GM to put new working capital into 


the business. 
20 Years Ago 


Development of low-cost housing, decentralization of industry, de- 
clining installment charges and lower prices for motor cars will 
strongly influence automobile sales in the coming decade, possibly 
increasing car ownership by as much as 15 million, Joseph W, Frazer, 
president, Willys-Overland Motors, Inc., predicted. 


10 Years Ago 
Of .the nation’s 43,800,000 families, 24,500,000 own at least one auto- 
mobile, a University of Michigan survey revealed. Roughly 2,000,000 of 


these families own more than one car, according to the survey. 
—From Automotive News Files 











lin were free, the VW share would 
sink immediately, I am sure— 
Georce GLaser, European Corres- 


pondent. 
* * x 


Challenge 

This is a 1948 Plymouth deluxe 
two-door sedan and proves two 
things: 

1. Automotive trade association 
managers are not influenced by in- 





Can You Beat It? 
* *” * 


flation. On the contrary, their earn- 
ings go DOWN in inflationary 
times rather than UP and there- 
fore they have to drive cars that 
last. This Plymouth just turned up 
100,000 miles. 

2. If you take care of a car and 
it is a good car to start with, you 
can drive it “until death do us 
part.” New cars were not too 
plentiful in early 1948 and I had 
some trouble getting it. It was 
earefully broken in and properly 
cared for, consequently it has never 
been necessary to even remove the 
top from the motor. 

It is still clicking right along, 
getting about the same mileage as 
it did when new, burning but little 
more oil than a car of 50,000 miles. 
I would not hesitate to get in it 
and take off for the West Coast 
with no fear of road trouble. 

Now, how many of our trade 
managers can match that one?— 
Georce H. BensaMIn, executive 
vice-president, Arkansas Automo- 
bile Dealers Assn., Little Rock. 


* * * 


A Plea for Pockets 


Since Chevrolet has adopted the 
features of the Volkswagen—rear 
engine, suspension, etc.—why don’t 
American makes put some open 
pockets in the dash panel or a few 
slots above like the Mercedes for 
maps, flashlights, etc. — F. GLaser, 
United Motors, Inc., 914 Spring St., 
Elizabeth, N. J. 
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Published monthly by Universal C.I.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 





Survey Shows 
99% Approval 


of Service Fire 


Car Buyers Like 
Coverage, Service 


Surveys conducted during the past 
three years covering more than 45,000 
policyholders who filed physical dam- 
age claims with Service Fire Insurance 
Company reveal that more than 99% 
of the claimants were entirely satisfied 
with the way their claims were handled. 

“So far as we know,” said a Service 
Insurance Company spokesman, “‘ours 
is the only company in the field which 
regularly conducts such ‘surveys’ 
among its policyholders. We feel it is 
an integral part of our operation, which 
depends upon satisfied auto buyers and 
satisfied auto dealers for its existence. 
When the auto buyer is satisfied, so are 
the dealers and salesmen who sold the 
cars.” 

During the past three years more 
than 9 out of every 10 of the claimants 
surveyed indicated at once that their 
claims had been promptly and satisfac- 
torily adjusted. A thorough follow-up 
procedure is observed in all cases where 
policyholders report some complaint or 
misunderstanding. As a result of this 
follow-up, more than 99% of the ap- 
parent difficulties were adequately ex- 
plained or rectified, leaving only an 
irreducible minimum who were not 
fully satisfied. 


Fast Settlements 


Speed in handling claims gave claim- 
ants additional reason for approving 
Service Fire service. Eighty percent of 
all claims were paid within five days 
after the policyholder reported the loss, 
and 92% of the claims were closed 
within 10 days. 

An initial survey is conducted by 
means of a letter to customers asking 
for “comments, suggestions or criti- 
cisms” and posing specific questions 
about various phases of the company’s 
claims service. Replies are tabulated 
and any individual complaints turned 
over to field representatives with in- 
structions to contact the claimants and 
straighten out misunderstandings. 

Typical comments are: ““Why do I 
have to pay the Deductible amount?,” 
“Why was the Deductible subtracted 
from the cost of repairs?”’ This sort of 
misunderstanding is easily cleared up. 
Occasional complaints can be highly 
involved, but every effort is then ex- 
erted to be sure the customer receives 
satisfaction. 


Report Released 


A report on the program to assure 
policyholders’ satisfaction was released 
in the form of a booklet titled “The 
Voice of Service Fire to You.” Ask 





MANAGEMENT CONFERENCES 
—SECRET OF SERVICE 





# 


Two-week sales conference brings together Universal C.I.T. Branch Managers from 


coast-to-coast in training program at the company’s headquarters in New York 





Money for Christmas? 
Here’s a $50 Idea... 


Have you any pet sales idea that has 
proven successful for you—and that 
might be used to advantage by other 
dealers, salesmen or shop personnel to 
help them increase their sales? 

If so, jot down your idea and send it 
in to The Sales Ticker. We will pay $50 
in cash for all acceptable sales stories 
that appear in The Sales Ticker. Don’t 
worry about style or grammar—just 
give us the basic facts. We’ll rewrite 
it into final form. 

For example, here’s one from a suc- 
cessful franchised dealer: “I mark my 
used cars prominently with the selling 
price and the price when new. My sales- 
men are instructed to emphasize the 
saving and the value to the customer 
in getting all the car’s original superior 
features at the new low price.” It’s 
easy as that! 

Address your $50 idea to: Editor, 
Universal C.I.T. Sales Ticker, 650 
Madison Avenue, New York 22, N.Y. 





your C.I.T. representative for a copy. 
This report includes actual examples of 
the congratulatory letters from satis- 
fied customers. Typical letters read: 
“The service and courtesy I got from 
Service Insurance Co. has been excep- 
tionally good. It has sold me on your 
insurance. I don’t plan on being with- 
out it.” 

“‘We were very pleased with our set- 
tlement. You folks were awfully nice 
to do business with.” 

“The claim was handled very effi- 
ciently. Your speedy settlement is an 
inducement for future business.” 





Turning a Profit 
with Walk-Aways 


“‘Walk-aways” drive any salesman 
crazy, especially when they say—‘“I 
think I’ll drive the old jalopy another 
season.” And yet, many dealers have 
been making a profit from these keep- 
the-old-car hold-outs by using the Uni- 
versal C.I.T. Car Repair Plan. 

One dealer explained it this way. 
“When a prospect says, ‘I’m not ready 
to buy . . . plenty of mileage left in my 
car’ we don’t stop there. We agree he’s 
got good transportation and then as- 
sure him,that we want to be sure he 
has safe transportation. Then, we offer 
to have our service department give 
his car a complete checkup at no cost 
—which nobody can turn down. 

“Generally, this car needs lots of 
work so the free inspection turns up all 
kinds of major repair or replacement 
jobs that mean a big bill for us—and 
for the customer. We tell him he can 
handle the bill—with no problems—on 
the Universal C.I.T. Car Repair Plan. 


“But this profit-plan for our service. 


department pays off only because it is 
an essential part of our showroom 
strategy on walk-aways.” 

Posters for both the showroom and 
service department which will help you 
make maximum profits from the Car 
Repair Plan are available from your 
Universal C.I.T. representative. Your 
Car Repair Plan customer produces 
not only on-the-spot income as a serv- 
ice department customer but also as a 
new car prospect because C.I.T. re- 
minds you via the PFY Prospect Card 


when he is about to complete payments : 
on his repair job and is in need of a, 


better car. 








C.1.T. Local Managers 
Get Two Weeks 
Intense Training 


Last month, the Atlanta airport 
buzzed with activity as George Ferrell 
boarded a plane for New York. He was 
leaving for a trip to New York that 
was serious business. Ferrell and sixteen 
other Branch Managers were coming to 
a full-time executive training conference 
at the New York headquarters of Uni- 
versal C.I.T. Credit Corporation. 

Far from being a “‘school’”’ session, 
this conference turned out to be a down- 
to-earth shirt sleeve program that will 
last for two weeks, from 9 A.M. to 5 
P.M. each day, with plenty of evening 
assignments. 

These C.I.T. conferences started 
back in 1950, when over a thousand 
U.C.I.T. managers attended a series of 
meetings on successful selling tech- 
niques. Since that time, more than 
1100 men have attended a tailor-made 
Branch Manager program, while 750 
additional men have attended subse- 
quent District Manager conferences. 


Unique in the Industry 


Asked just what value these confer- 
ences are to Universal C.I.T. and its 
dealers, Alan G. Rude, president of 
Universal C.I.T. said:—“‘We recognize 
that one of the most valuable services 
we can provide to our dealers is a well- 
trained group of people who are alert, 
aggressive, up-to-the-minute, and thor- 
oughly familiar with the operations of 
a successful automobile dealership. 

“For that reason, we have invested 
hundreds of thousands of dollars in this 
continuous training program. We bring 
our people together from Canada and 
our territorial operations as well. In 
this way, these executive conferences 
serve not only as information centers, 
but as a forum where successful selling 
and management techniques can be ex- 
changed and discussed, and later pre- 
sented to all our dealers. 

“This is one of the ‘exclusives’ a 
dealer gets when he does business with 
Universal C.I.T.” 

Topics discussed at these confer- 
ences, in addition to current dealer 
problems, range from:—the responsi- 
bilities of a sales finance company to 
sound car merchandising, successful 
salesmanship and human relations. 

Those attending the current confer- 
ence came from Aurora, IIl.; Milwau- 
kee, Wisc.; Atlanta, Ga.; Hickory, 
N. C.; Monroe, Mich.; Lansing, Mich.; 
Camden, Ark.; Nashville, Tenn. ; Hack- 
ensack, N.J.; Jamestown, N. Y.;Shaw- 
nee, Okla.; Idaho Falls, Idaho; Cedar 
Rapids, Iowa; Jefferson City, Mo.; Pu- 
laski, Va.; Cumberland, Md.; Brantford, 
Ont.; St. Jean, Que.; New York, N. Y 
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Ad Agency Celebrates Anniversary— 


As part of the firm's 25th anniversary observance, employes of D. P. Brother & Co., 
Detroit, advertising agency, presented a bound and individually signed congratulatory 
message to D. P. Brother, the agency's founder and president. Looking on during the 
presentation are members of the company's executive committee. They are, from left, 
Sheldon Moyer, senior vice-president; Carl J, Rudesill, secretary-treasurer; Brother; 


Highways & Safety ... 


Auto-Inspection Delay 
Unwise, Experts Say 


——. value of periodic motor- 
vehicle inspection in promoting 
traffic safety is not fully appreci- 
ated, the American Assn. of Motor 
Vehicle Administrators was told by 
its committee on engineering and 
vehicle inspection at its annual 
conference in New Castle, N. H. 


On other fronts, William S. | 


Hults, New York State motor 
vehicle commissioner, announced 
he wants the State’s inspection 
program to cover all cars. And 
Michigan is considering installing 


safety belts on all State-owned | 


vehicles. 
The AAMVA committee said in 


tics continue to point out a very 
definite need for this phase of traf- 
fic safety and also clearly indicate 
that the average motorist will not 
voluntarily exercise preventive 
| maintenance control over his vehi- 
| cle,”. the report continued. 
The committee said it will con- 
tinue to work with auto makers 
on development of an inspection- 
procedure manual “which might 
be used as a basis for uniform 
| regulations on how to inspect a 
| vehicle and when it should be 
rejected.” 
The report also recommended a 
revision of policies to permit con- 


Kenneth G. Manuel and Victor W. Canever, both senior vice-presidents, Not present is| its report that officials should aban-| struction of police stations and 
Frank E. Egan, senior vice-president and head of the agency's New York office. Inj don their position that a state 
addition to Oldsmobile and AC Spark Plug, its first advertising accounts, D. P.| Should not establish a vehicle-in- 


| service facilities along the rights- 
| of-way of the 41,000-mile interstate 


ordinary highways having unre 
stricted access and where gasoline 
stations and garages are more 
readily available,” the committee 
said. 

In New York, Hults said his 
proposal for extension of the in- 
spection program would bring 
under the law more than a mil- 
lion car owners not included 
under the three-year-old safety 
program. 

The State now requires annual 
inspection only of cars at least four 
years old and used cars, regardless 
of age, when ownership is changed, 

Hults said he plans to extend the 
program to require more equip. 
ment to be checked as part of all 
auto inspections after Feb. 1. 

Dr. John Roger, of the American 
Medical Assn., made the suggestion 
that State-owned cars in Michigan 
be equipped with safety belts. A 
further study of the proposal wags 
ordered by the Michigan State 
Safety Commission. 

Michigan State Police vehicles 
already are equipped with the belts, 


spection program until all phases| highway system. 
of its traffic setup have reached an| “The incidence of disabled vehi- 
cles on expressways and limited- 


Brother handles national advertising for General Motors Corp. “Guardian Mainte- 
nance" service program, Guide Lamp, Hyatt Roller Bearings, Saginaw Power Steering, 
Harrison Radiator, New Departure Ball Bearing, Rochester Products and Brown-Lipe- 


Tex. Study Shwe 





Chapin. 


acceptable level. | 


“Accidents and inspection statis- 


access highways is higher than on 


NEW Answer to a Want of 7 in 10 Motorists 


a 


LOW IN COST... 
EASY TO INSTALL 


TINY SCANNER ALWAYS REMEMBERS TO DIM YOUR LIGHTS .. . 
AND TO RETURN YOUR BRIGHT FULL VISION PROMPTLY 


Automatically your headlights courteously low-beam themselves for 
oncoming cars . . . and + te approaching a tail light in the lane 
ahead. Variation in the operating distance is determined by you and 
regulated by knob on the thumb-size scanner. 

Within one-half second after oncoming lights are passed, or you cut 
into passing lane away from a tail light ahead, your bright high 
beam flashes on again. 

You drive more relaxed. All tension caused by continual worry 
about dimming and the strain of frequent operation of a foot switch 
are eliminated. Other drivers respond to your courtesy and save you 
from blinding, dangerous glare. 


Street lights will not actuate THIS automatic beam changer. 


This remarkable advancement has been 
tested, proved and adopted by leading car 
manufacturers. Hi-way-i works, always. In- 
stallation is simple, profitable. One model 


Manufacturers of 
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ADJUST INSTANTLY 
TO SUIT ROAD CONDITIONS 


As you turn the little knob on rear end 
of scanner to right or left you change 
sensitivity of scanner . . 
lights to dim for a shorter 
period according to road conditions 
and your preference. 


END THE STRAIN 
OF NIGHT DRIVING 


i-wwau-i gives you AUTOMATIC NIGHT VISION 


. cause your 
or sistors eliminates delicate pa: 
tube is rated at 2500 hours 


» 100,000 miles of driving. 


AVOID NUISANCE OF FOOT-SWITCH DRIVING 

WITHOUT LOSING PERSONAL CONTROL OF LIGHTS 
You get all the advantages of automatic headlight 

. ++ yet whenever you wish you can work 


your foot switch as usual. Depressing it will instantly 
take over from the automatic control. 


contr 


suits all cars. It is one of th 
with’a waiting 
owners of older cars as well 


of 1960 cars. Call] vour }j: 


accessories, 


bbe 


Product of ELECTRONICS CORPORATION OF AMERICA Cambridge 42 


Electronic 


Industry 


since 


(Orelaiace)i-mie)i 


NO DELICATE PARTS TO GIVE TROUBLE 


The modern, compact transistorized design is a 
major advancement in beam changers. A thumb- 
size scanner and a little amplifier box make up the 
control, which operates from the 12 v. car battery. 
Use of a photo-conductive light detector and tran- 
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Driver Training 


Boosts Accidents 


A preliminary survey by the 
Texas Board of Insurance showed 
that driver education graduates in 
the state have had 12 percent more 
accidents than untrained young 
drivers since initiation of the driv- 
ing program three years ago. 

This is not in line with reports 
from other states. Surveys there 
showed youngsters who have had 
driver education had 50 percent 
fewer accidents than those without 
training. 

The Texas statistics were prem- 
ised on records of youngsters under 
the driver training program and 
eligible for a 10 percent reduction 
in insurance rates, Almost 3,000 
automobiles were driven and in- 
sured by Texans in this group last 
year, 

On a three-year average, the 
board reported, drivers with edu- 
cation credits reported 7.78 acci- 
dents per 100 insured vehicles, com- 
pared with 6.83 for drivers without 
the school training. 

* * * 


Women Plan Safety School 
With $20,000 Allstate Grant 


The National Home Demonstra- 
tion Council, association of rural 
women’s groups, has been awarded 
a $20,000 grant to conduct a traffic 
safety school at Michigan State 
University, East Lansing, Mich. 
The grant was announced by Agnes 
Beaton, director of women’s serv- 
ices, Allstate Insurance Companies, 
Skokie, Ill. 

The course will offer instruction 
to officers, state leaders and traffic- 
safety chairmen of NHDC and to 
representatives of the Agriculture 
Department’s extension service. It 
is scheduled to begin next January, 
and more than 100 women are ex- 
pected to attend. 


pee “ae 


Ontario Group Urges 


Governors for Cars 


Automobile manufacturers 
should be forced to install “real” 
emergency brakes and speed gov- 
ernors on all cars, Long Branch 
Council said in Toronto. 

The recommendation came in a 
resolution to be forwarded to the 
Ontario Safety Council. Elimina- 
tion of all hood and fender orna- 
ments and door handles also was 
urged. 

cK ok + 
Toronto Opens Center 
To Test Cars, Drivers 


A new inspection center for driv- 
ers and vehicles has been opened 
in Toronto. 

Innovations include an off-street 
test area and a modern vehicle test 
system. Ten inspectors will be able 
to pass a car through each of the 
two lanes every five or six minutes. 
It will be inspected for tire wear, 
defects in suspension or steering, 
efficiency of lighting, electrical sys- 
tem and brakes. The center will 
process daily more than 400 appli- 
cants for drivers’ licenses. 


Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 
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AUTOMOTIVE WASHINGTON 








How U.S. Auto Agency 
| Serves the Industry 





By William Ullman 
Washington Bureau Chief 
UCKED away on the fourth floor of the huge Commerce 
T Department building is the automotive and transporta- 
tion equipment division of the Business and Defense Serv- 





ices Administration. It is not® 


an agency that produces fre- 
quent headlines. Out of the lime- 
light most of the time, its essen- 

tially quiet oper- 


theless of im- 
mense importance 
to the automotive 
industry. 

As its name 
suggests, explains 
George R. Davis, 
the amiable and 
capable director 
of the division, 
" BDSA performs 
William Ullman two functions — 
planning defense preparedness and 
serving and promoting private in- 
dustry. 

Under the first category, Davis’ 
division sees to it that in event of 
a war, limited or allout, resources 
of automotive and transportation 
equipment producers will be put to 
maximum use quickly and effici- 
ently. 

Under the second heading, the 
division aids the industry by dis- 
seminating factual information 
and representing its viewpoint in 
government. 

The division’s national defense 
functions take several forms, In 
line with its task of doing the 
mobilization planning for the indus- 
try, the division has stand-by or- 
ders on the shelf ready for imme- 
diate invocation in event of a 
Korean-type emergency, or worse. 

Prepared in consultation with the 
industry, the orders spell out what 
the industry will do, what it will 
produce, and how much. 

Production scheduling and con- 
trol, materials allocations—all the 
tough problems of directing a war 
effort are dealt with. 


Subject to Review 


HE mobilization orders are sub- 

ject to periodic review in light 
of changing conditions. For this 
purpose the division works with 
industry advisory committees rep- 
resenting all segments of the indus- 
try—the producers of cars, trucks, 
truck-trailers, truck body and 
equipment, buses, replacement 
mas, internal combustion engines, 
e 





The orders for auto and truck 
manufacturers, prepared five 
years ago, have proven durable in 
their conception and there has 
been no modification, Davis notes. 
The advisory cammittees repre- 
senting these segments haven’t 
been called in to discuss a prob- 
lem with Government for three 
years, he adds. 

The logical assumption behind 
these stand-by mobilization orders, 
which have been formulated for all 
essential industries, is that modern 
warfare gives no time for hit-or- 
miss preparation after the fact. The 
absence of comprehensive prepared 
orders led “to a lot of delay, con- 
fusion and waste” after the out- 
break of World War II and the 
Korean conflict, Davis says, Uncle 
Sam wants to be sure the experi- 
ence isn’t repeated. 

The division’s defense planning 
also embraces what is known as 
the National Defense Executive Re- 
Serve. This is a group of about 
1,000 of the best industrial brains 
now actively engaged in the auto- 
motive transportation business. 

These private industry execu- 
tives, Davis explains, have all been 
cleared by the FBI to handle se- 
curity material “and can be put on 
the government payroll in one min- 
ute” to help direct operations in 
event of a national emergency. 
The executive reserve list con- 
Stantly changes as new men take 
the place of those who have retired 
or died. 

Davis expresses pride in the cali- 
bre of the automotive reserve mem- 
bership. “All are men who com- 


ations are never-| 


” 


mand the respect of the industry, 
he says. 
a” * * 


Expedites Materials 


HE BDSA unit also expedites 

materials purchasing for de- 
fense contractors, During the steel 
strike it aided aircraft producers in 
their steel buying. Interestingly 
enough, the division also reported 
each week to the President on how 
the strike was affecting the auto- 
motive industry. The reports are 
based on confidential data sub- 
mitted by the makers. 

The division also makes recom- 





mendations to the Office of Civil 
and Defense Mobilization on the 
handling of tax amortization 
cases involving military produc- 
tion. 

“We've handled 300 cases in the 
past 18 months,” Davis says. “About 
95 percent pertain to missile and 
rocket contractors.” 

Recommendations on the stock- 
piling of raw materials used by the 
transportation industry also are 
made by the division, So are rec- 
ommendations on surplus disposal, 
with the view of easing the impact 
on private industry. 

Turning to non-defense services 
performed by BDSA for business, 
Davis describes his division as a 
“home for industry in government.” 

“Our job is to represent the in- 
dustry’s viewpoint here. . . get it 
across,” he says. “I believe that 
good business and the public wel- 
fare are compatible. What is good 
for business is good for the public. 
But sometimes it’s not good poli- 
tics.” 

- * * 


Worldwide Reports 

OE important service performed 
by the division is compilation 

of reports on worldwide motor ve- 


hicle registrations. 
“The industry likes these re- 





ports,” Davis states. “They show 
where the markets are and can 
be used as a management tool to 
expand exports.” 

Another report studied closely by 
the industry is the division’s annual 
forecast of production for the com- 
ing year. Issued in November, the 
report is based on information 
from all possible sources. The out- 
put forecast includes autos, trucks 
and truck-trailers and. railway 
freight cars. 

“Except for 1958, when everyone 
was wrong, the forecasts have 
turned out to be very accurate,” 
Davis says proudly, “Proof of the 
accuracy of the reports is the great 
industry demand for them, Other 
Government agencies concerned 
with the economy also are inter- 
ested, for the automotive industry 
is the largest durable goods indus- 
try in the country.” 

The BDSA division gets all pend- 
ing automotive legislation sent 
down from Congress for the views 
of the Commerce Department. The 
division sounds out the industry on 
the impact of the bills and then 
submits its recommendation to the 
Secretary of Commerce. 

The secretary can reverse the 
recommendation, but he has never 





failed to go along with the divi- 
sion’s view on a bill, Davis asserts. 
* * * 

LA but not least, the division 

serves as an informational 
clearinghouse for industry, press, 
public, and government agencies. 

“This is a focal point in govern- 
ment for anything automotive,” 
Davis states. “There’s more infor- 
mation in this office on the auto- 
motive industry than anywhere 
else in the world.” 

Chatting generally, Davis takes 
issue with reports indicating a 
scarcity of workers in years to 
come, He says automation and bet- 
ter manufacturing methods are 
going to aggravate the already ser- 
ious unemployment problem, De- 
spite increased production, he says, 
automation will keep down the 
number of workers in the auto and 
other industries. 

Davis says that during a tour of 
one of the Big Three’s engine 
plants he was impressed with the 
fact that “there was almost no one 
around,” 

The answer, as he sees it, is the 
four-day workweek. “It’s an actu- 
ality that is already coming to 
pass. It has to.” 





protection le senda steel 


Summer or winter the car with plenty of Stainless Steel 
is easy to clean and keeps its good looks 
under the roughest conditions of driving and weather. 





No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves 


and sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for automobiles 
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TURNINGS ... 
Steel Springs to Retain | 
Key Role in Future Cars 


By Joseph M. Callahan 


Engineering Editor | 


ESPITE the fact that the fickle auto suspension engi- 
neers have just recovered from their affair with air sus- 
pension and are currently flirting with hydro-pneumatic | 
suspension, Eaton Mf g. Co. sia oT 
is convinced that steel|gram for the development of new 
springs will be as important in the| suspension proposals. 
future as they are at present. 
Eaton, one of the top suppliers 














‘larly liked is the flat-leaf torsion 

, ; _| bar spring for front suspension. 

hue tant ee stiags are| chrysler Corp., of course, uses the| 
. ‘ ae te § ' 

hard to beat because of their low | — poeery4 "% — bse ae 


cost and efficiency. MS bow. flat torsion bars offer space 

However, Eaton engineers, ever | saving and economy, providing 
mindful of the auto industry’s urge|a soft ride. Inherently, they are 
to change, have a continuing pro-’ shorter than the round torsion bars 


| One new spring that is particu-|} 





i’ 


gineers feel that the two-leaf rear 
spring offers many advantages, in- 


and this advantage may be further | 
exploited by’ using two or more 
bars in parallel. These bars can be 
as short as 16 inches, There is no 
rubbing since the bars are separat- 
ed about % of an inch. 

These bars are easily installed 
by inserting the ends in V-shaped 
blocks, avoiding gripping stresses 
and almost eliminating inactive 
material. Only slightly more steel | 
is required for the flat bars. 

Eaton also “feels that they are| 
appealing because 
they are less ex- 
pensive to manu- 
facture than 
round bars since 
the expensive 
forging operation 
can be eliminat- 
ed. One drawback 
is that they must 
be two to four} 
inches wide,| 
much wider than| 














J. M. Callahan 


|the round torsion bars. 


For rear suspensions, Eaton en-| 


Sus tapering the springs, resulting ig 

2 uniform stress throughout the 
length of the leaves. This increased 
efficiency also cuts costs. 

Another spring that has been 
given considerable attention by 
spring makers is the single-leaf 
spring because it can reduce 
weight, labor and, consequently, 
costs. 

The single leaf has two major 
disadvantages. One is that it 
doesn’t have the dampening ability 
- = which other leaf springs get by 
/ rubbing two or more leaves to- 
gether. The other disadvantage isa 
psychological one—motorists would 
be reluctant to have all the weight 
at one wheel carried by a single 
piece of metal. 

This leaf spring, as well as the 
multiple-leaf springs used by most 
car makers, has the builtin ability 
to transmit power directly from 
the chassis to the rear wheels, 
without the heavy, expensive and 
space-consuming trailing arms that 
other suspensions require. 
Efficiency Cuts Costs ge ae 
MAXIMUM efficiency with this Cp Se 788s ee 


type of spring is achieved by]. worked diligently to improve 
—_—_____________|its leaf springs, employing shot 





Eaton's Flat Bar— 


A drawing shows an experimental flat 
torsion bar front spring developed by 
Eaton Mfg. Co. Beyond the dark flat bars 
is a drawing of the round torsion bars, 
showing how much longer they would be. 


cluding cost savings and the reduc- 
tion of unsprung weight. 
* * * 





LOOK AT ATLANTA 
elejeoleir-iifelamared 4 


Atlanta now has one million people. This capital of 
the expanding Southeast has hit the million mark 
eleven years ahead of what was an enthusiastic pre- 
diction by the Atlanta Chamber of Commerce in ’52. 


Che Allanta Zournal 


Covers Dixie Like the Dew 


THE ATLANTA CONSTITUTION 


The South’s Standard Newspaper 


Represented by Kelly-Smith Co. 


Circulation: 456,167 daily °« 


but one medium is. 





Atlanta, commercial, 


513,930 Sunday (A.8.c. 3/31/59) 


industrial 
headquarters of this area, is dependent upon no 
single factor or payroll. Compare the market... . 
then compare the media. No one industry is king 
The Atlanta Journal 
Constitution completely dominates the market. It 
is the only medium that does. Circulation now over 
half a million families. 


peening (to improve their fatigue 
life), rust proofing (to make them 
more weather resistant) and pre- 
stressing (to prevent them from 
“settling” after they are on a car 
for a while). 

An important area of develop- 
ment concerns the inserts which 
are placed between the leaves in 
some springs to reduce friction, 
wear and noise. 

Some manufacturers have used 
polyethelene inserts or liners. Ny- 
lon inserts also have been used 
with good results in the laboratory, 
but they often begin squeaking 

after three or four days of dry 
weather. Wax-impregnated fibers 
are probably the most common leaf 
spring insert at present. 

While almost every car has 

* aa * 





Cadillac Leaf-Coil— 


A cantilever leaf spring has been added 
to the lower control arm of the 1960 Cad- 
illac rear suspension, permitting a quieter 
and softer ride. The regular coil spring 
is to the left of the tire. 

«x * + 
either a leaf, coil or air spring at 
the rear, the 1960 Cadillac is unique 
in that it has both coil and leaf 
springs for its standard rear sus- 
pension, 

Basically, the Cadillac employs 4 
coil spring and four rear trailing 
arms. But this year a cantilever 
two-leaf spring has been added to 
the end of the lower control arm, 
providing a softer, quieter and 
more improved ride. 

7 * + 


Diesel Engine for Cabs 
97-HORSEPOWER diesel en- 
gine suitable for a taxicab has 

been developed by the Detroit Die- 

sel engine division, General Motors 

Corp., and has been installed in @ 

taxi now operating in Detroit. 

The engine, which is a three- 
cylinder model of the “53” series 
of small diesels introduced re- 
cently by the division, hag ex- 
ceeded 24 miles a gallon and has 
demonstrated idling, acceleration 
and engine speed characteristics 
contributing to better economy. 
Robert E, Hunter, Detroit Die- 
sel’s general sales manager, pre- 
dicted that within five years rising 
fuel and repair costs will put 
diesel engines in 20 percent of the 
nation’s cabs. 

Commenting on the feasibility of 
diesels for regular passenger cars, 
Hunter said that this engine is 
basically a “workhorse,” paying off 
mostly in 12 to 24 hour-a-day con- 
tinuous operations and the average 
car doesn’t approach this use. 
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Now any car manufacturer can have need for springs, insulators, auxiliary 

expensive-loaking “custom” seats—even padding materials, etc.—and wiped out —First in Luxury. The 

th t d-setti rt t “buck | | bl ti prospect who relaxes on 
ose trend-setting sports-car-type “buck- several complex assembly operations. full-depth AIRFOAM 


ets"— without stretching cost figures way More important, you have the eye-widening luxury sells himself! 


put of tine. luxury of full-depth AIRFOAM in your cars. 
AIRFOAM engineers work right with your = You have precious inches of extra space, 
design men on this. Then Goodyear builds too—for AIRFOAM packs its matchless 
full-depth AIRFOAM seat-and-back sets to comfort into far less bulk than conven- 
your specs. You can have seats with the tional seat construction. 

molded look, sculptured look or what Why not let AIRFOAM help make you a 
have you — ready to set in the seat shell. trand-sathar ~ eel aaes Mann alae 
What's more, this fresh, new styling can appeal to every model you turn out. For 
actually save you money. For with full- full information, contact Goodyear, Engi- 
depth AIRFOAM you've eliminated the neered Products Dept., Akron 16, Ohio. 


-GOODSYEAR 


The Foam Rubber-Latex cushioning of cars with a Future 
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AITRFOAM 


—First in Spaciousness. 
Full-depth AiRFOAM 
gives you more comfort 
in less space— adds 

to the legroom. 
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AIRFOAM 


First in Quietness. AIRFOAM 
seats are not only squeakless seats —they 
help muffle other car noises, too! 
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Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 





Every American-make of car contains essential parts by Borg-Warner. Often, 
they're under the hood—the clutch mechanism, the radiator, a timing 
chain. You find them within the chassis —transmission, universal joint, 
the differential. And many parts in plain view are made of Borg-Warner 
material — the dash panel, radio speaker grille, crash and kick pads. 
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TION 


BY BORG-WARNER 


A revealing look at the many ways 
in which a vigorous corporation helps 
you get from place to place 


Ours is a nation of over 80 million vehicles—every- 
thing from automobiles to ambulances, from taxis to 
tractors, from cross-town busses to cross-country 
trucks. And Borg-Warner Corporation makes parts 
that help keep these wheels rolling. 

Take the automobile. We’ve been working hand- 
in-hand with the manufacturers of cars since the 
running-board era. Over the years, our search for 
better automotive components has produced exactly 
that—like the first standard transmission and an im- 
proved automatic transmission, development of a 
universal joint and a spin-resistant differential. Today, 
we’re busy researching still better products into reality 
—for the models of ’62, ’66, ’70. 

Every Borg-Warner part that goes into an automo- 
bile is, in itself, quite a remarkable piece of machinery 
—and it’s made of more than metal. In Detroit, Flint 
and Lansing and in Kenosha and South Bend, car- 
makers know that Borg-Warner delivers parts with 
built-in quality. 

Borg-Warner Corporation contributes to far more 
than the automotive industry alone. We supply parts 
to the aviation and oil industries. We make industrial 
machinery, farm equipment and products for the 
home. We’re deeply involved in national defense. And, 
in each area of Borg-Warner’s activity, you and your 
family are the final beneficiaries. 


| wecetion 
. BORG-WARNER 


200 South Michigan Avenue « Chicago 4, Illinois 
It's a better product when Borg-Warner makes it 


OFF AN ASSEMBLY LINE at the 
Warner Gear Division plant come auto- 
matic transmissions which, by action 
of your fingertip, transmit power from 
engine to axle. 


READY FOR SHIPMENT by Mech- 


anics Universal Joint Division: drive 
shafts and universal joints with fewer 
parts for easier assembly and service. 


“EXCLUSIVE ROLLER ACTION of 
this clutch,”’ says an engineer of the 
Rockford Clutch Division, “requires 
less foot-pedal pressure from the driver 
of a truck or a bus.” 


J = 
SMOOTH OPERATION of engine 
depends on a perfectly balanced clutch 
—assured in a Borg & Beck Division 


clutch by tests on this sensitive, spe- 
cially designed machine. 


TINY ASIT IS, the Spring Division's 
full-phasing one-way sprag clutch is 
vital to the smooth, reliable performance 
of a modern automatic transmission. 


FLUID TORQUE CONVERTER, 
built with the superior engineering of 
Long Manufacturing Division, delivers 
a smooth flow of power from the very 
instant of acceleration. 


OTHER DIVISIONS AND SUBSIDIARIES serving the automotive industry: 
Borg & Beck do Brasil, S.A. e Borg-Warner Ltd. (England) e Borg-Warner 
(Australia) Ltd. e Calumet Steel e Franklin Steel e Ingersoll Products e Ingersoll 
Steel e Long Manufacturing Company Ltd. (Canada) e Marbon Chemical e Marvel- 
Schebler Products e Morse Chain Company e Morse Chain of Canada Ltd. e 
Warner Automotive e Warner Gear Company Ltd. (Canada) e York 


WHAT BORG-WARNER MEANS TO YOU! 


Behind the wheel or beside the driver? City boulevard or country highway? Com- 
muting to work or vacation-bound? Mechanical-minded or not? You experience 
the joy of a comfortable ride, the anticipation of a safe journey, the assurance of 
dependable and responsive machinery—thanks, in part, to essential automotive 
products made by the divisions and subsidiaries of Borg-Warner Corporation. 
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Lawsuits Affecting Dealers — 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

FRALER J. L., of Bowling Green, 

Ky., wrote: “It seems to us that 
some months ago there appeared in 
your column a report to the effect 
that recently 
higher courts had 
reversed deci- 
sions concerning 
theft of automo- 
biles. 

“We mean spe- 
cifically where a 
dealer is induced 
to voluntarily 
part with the 
possession of a 
car by fraudulent 
scheme, trick, de- 
vice or false pretense of a prospec- 
tive purchaser. 

“Our insurance company denies 
liability, If you have any informa- 
tion on the above, we certainly 
would appreciate your reply.” 





L. T. Parker 





I have written of higher court 

cases which held that one who 
“tricks” a dealer out of an auto- 
mobile is responsible as a thief. 
This, however, is not the usual 
rule of law, unless the person ac- 
tually gets into the car and drives 
it away without authority of the 
automobile dealer. Under the lat- 
ter circumstances he is a thief. 

Of course, if a dealer purchases 
a stolen automobile and he honestly 
resells it to a customer, the insur- 
ance company which paid the theft 
insurance can collect this amount 
from the dealer. 

For instance, in Queen Motors, 
Inc., v. Glen Falls Insurance Co., 
311 S. W. (2d) 550, the testimony 
showed that a dealer purchased an 
automobile from the Louisville 
Auto Auction. 

The dealer sold the automobile to 
one William. Later it was revealed 
that the automobile had been stolen 
from a Mr. Brinkman. Before the 





]| car was known to be in possession 


of William, the insurance company 
paid Brinkman the value of the 
automobile. 

In subsequent litigation, the 
higher court held that the Louis- 
ville Auto Auction must pay the 
insurance company the amount it 
paid to Brinkman; William can re- 
cover from the dealer the amount 
he had paid for the stolen automo- 
bile; and the dealer can recover 
this same amount from the Louis- 


ville Auto Auction. 
* a 2 


Salesman Joins Rival Deal 


L., OF NEW YORK, wrote: 

* “Do you know of any clause 
that can be written in employment 
contracts that will prevent em- 
ployes from taking employment 
with my competitors? I take on an 
experienced salesman and about 
when he gets so he can be valuable 
to me, he will go and take a job 
with a competitor.” 

It is true that some higher 
courts have held that a contract 
between an employer and em- 
ploye is valid where the latter 
agrees not to enter into a com- 
peting business, or take employ- 
ment with a competing firm. 

See the leading case of Ligel- 














“You'll be happy to know, dear, 
—I looked at all the new cars 
and decided to buy from you.” 





bach v. Boone, 287 S. W. 225. A 
contract was signed by an employe 
and his employer. It contained this 
clause: “That, in the event of ter- 
mination of my employment for any 
reason, I will not engage in the 
same or similar line of business in 





Hypoid Single-Reduction 
Gears Make 


TIMKEN-DETROIT 
LGHTWEIGHI 
TANDEMS 


HAST 


CHOIC 


for plug-protit payloade! 


DRIVER CONTROLLED 
INTER-AXLE DIFFERENTIAL 








Yhither Lhodity.. ROCKW 


For more than three years Timken-Detroit Light- 


weight Tandems with Hypoid 


Single-Reduction 


Gears have been first choice with over-the-highway 
operators. Here are some of the reasons why: 


Up to 700 Ibs. lighter. Lighter in weight than other 
tandems currently available, Timken-Detroit’s effi- 
ciency of design is unmatched in the industry. This 
not only means lower initial cost but greater revenue 


from every payload. 


Hypoid gearing. Provides up to 30% more strength 
than spiral bevel gearing of the same size. Stronger 
design gives longer life and lower maintenance costs. 
To match hypoid gear performance, a spiral bevel 


gear must be larger and heavier. 


Widest choice of axle ratios. Because of the stronger 
hypoid gear set, it is practical to provide high numeri- 
cal axle ratios up to 8.6 to 1. To provide axle ratios 
greater than approximately 7 to 1 with spiral bevel 
gearing, some form of auxiliary ratio multiplication 
is required. This increases both weight and cost. 


“In-Line” through drive. Eliminates compound 
angles, and reduces drive line wear and maintenance. 
Differential carriers are centered to permit common 


axle shafts. 


HYPOID 


Driver controlled inter-axle differential. Divides 
torque equally between axles, yet compensates for 






any differential of speed between the axles. Both 
axles are always doing equal amounts of work. Can 
be locked out at any speed when poor traction con- 


ditions exist. 


Tough, Torsion Flow Axle Shafts Are Best By Any Test. 
Don’t be misled . . . patented Torsion Flow Axle 
Shafts are still the best available to the American 
Trucking Industry. Comparison tests prove that 
Timken-Detroit Axle Shafts, spline diameter for 
spline diameter, are the toughest ever made. 


World’s largest manufacturer of axles ©1959, R-S Corp. 


for trucks, buses and trailers 


CORPORA N 


ELL-STANDARD 






the same city or county, either for 
myself or another person, firm 
or corporation, for the period of 
one year immediately following the 
termination of my employment by 
you.” 

In subsequent litigation the 
higher court promptly granted an 
injunction against the ex-employe 
taking employment with his ex. 
employer’s competitor, The same 
law is applicable to partners. 

Of course, to be valid such a con- 
tract must be reasonable. The time 
restriction should not exceed five 
years, and the area should be no 
larger than the territory covered 
for you by the employe. 

+. * ” 


Ex-Worker Sues Dealer, 
Charges False Arrest 


CLEVELAND.—Charging he was 
falsely arrested and fired from his 
maintenance job, William Jordan 
jr. has filed suit for $75,100 against 
Central Cadillac. 

Jordan charged that two men 
who said they were detectives took 
him from work to his home and, 
without a warrant, searched the 
premises for stolen tires. They 
found none, he added. 

In addition, he continued, they 
called him a “thief and robber” in 
the presence of neighbors and 
threatened to give him “the 77 
treatment.” He said he did not 
know what the treatment was but 
that it instilled great fear in him. 
A spokesman for the dealership 
denied the charges. He said Jordan 
agreed to the search, saying “I 
have nothing to hide.” Jordan quit 


admitted no tires were found in 
Jordan’s home. 

He called the search a routine 
investigation because all dealer- 
ships “are subject to having auto 
accessories stolen.” 


60 Pct. of Cars 
Found Defective 
In Pa. Inspection 


DETROIT.—Nearly 60 percent of 
the cars required repairs to pass 
inspection in a three-month cam- 
paign, according to the Pennsyl- 
vania Highway Safety Bureau. 

A spokesman said almost 40 per- 
cent of the cars had faulty lights 
and 29 percent had defective 
brakes. Most of the cars required 
correction of one or more features 
before being passed, he added. 


The bureau selected 5,000 cars at 
random for the inspection, he said. 
Meanwhile, the officer in charge 
of the Utah State Highway Patrol’s 
inspection patrol said the licensed 
inspection stations did a better job 
this year than last, but still not 
good enough. 

“Too many stations failed to 
make proper reports or make ade- 
quate inspections,” he said. 

He added that the patrol issued 
407,200 stickers this year to 1,076 
stations and that the stations re- 
ported issuing 305,896 between May 
15 and Aug. 15. 


The Brighter Side 


S-P Finds Buyers Like 
Light Colors Best 


SOUTH BEND. — Lighter colors 
dominate selections of Studebaker 
Lark buyers, according to S. A. 
Skillman, Studebaker-Packard 
Corp. vice-president. 

The favorite color choice 
“white sand” and 
it accounts for 
23 percent of the 
orders for ’60 
models, Skillman 
said. It marks an 
increase of 4.33 
percent over or- 
ders for the same 
color on ’59 mod- 
els, he added. 
“It’s usually a 
sign of consumer ui 
optimism when 8. A. Skillman 
light color preferences show gains,” 
Skillman commented, 

“Sandalwood beige,” a light tan, 
showed the biggest gain over 1959 
models with a 4.40 increase to 16.10 
percent of the first 50,000 models 
surveyed, Skillman continued. 
“Oasis green” and “gulfstream 
blue,” both light shades, rank third 
and fourth, with the old standby, 
black, dropping from fourth to fifth 
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his job voluntarily, he added. He © 
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ATA Study Sheds 
Light on Cost 
Of Maintenance 


Points to Possibility 
Of Savings Through 
Improved Practices 


OST of repairing and servicing ‘ 


over-the-road trucks ranges 
from two to 10 cents per mile with 
a nationwide average of five cents 
per mile, according to a study by 
the research department of the 
American Trucking Assns. 

The study, to determine main- 
tenance costs on a vehicle-mile 
basis, is the first phase of a long- 
range project to develop a “main- 
tenance yardstick” for the truck- 
ing industry, ATA said. 

Edward V. Kiley, ATA research 
director, said the cost figures point 
up the possibility of huge savings 
through improved maintenance 
practices. 

“Since the intercity vehicles of 
the Class I and II trucking com- 
panies alone operated eight million 
miles in 1958, a savings of as little 
as One-half cent a mile on the 
overall mileage would amount to 
$40 million per year,” he said. “This 
is equal to about half of the net 
profit after taxes earned by these 
companies in 1958.” 

The findings, covering only cost 
of repairs and servicing of line- 
haul vehicles, were developed from 
an analysis of data taken from an- 
nual reports to the Interstate Com- 
merce Commission of Class I and 
II carriers of general freight, Kiley 
said. 


* * * 


Was the national average cost 
was five cents a mile, the study 
shows that average costs varied 
substantially from region to region 
with a range from 3.8 cents per 





mile in the Southern region to 7.6 





Hercules Diesel Line— 

William L. Pringle, president of Hercules Motors Corp., is shown with the new 
line of Hercules diesel engines designed specifically for light and medium-duty trucks. 
Included in the new line also are two new aluminum V-8 engines incorporating the 


new Hercules ‘ bination ch 


kh 





‘Polydiesel"’ « 


fuel versatility, makes these engines the first to « 
ness of carburated engines with the greater economy of direct-injection diesels. 


* * * 


. This feature, in addition to providing 
bi smokl and isel 





* * * 





Light Units in New Line... 





Hercules Unveils Diesels 


ANTON, O.—Hercules Motors 

Corp, has introduced a line of 
diesel engines designed specifically 
for operation in light and medium 
trucks. 

The new engines, priced com- 
petitively and the result of an 
extensive research and develop- 
ment program, are part of a com- 
plete new line of diesels that also 
includes engines for heavy 
highway trucks. 

Several of the new engines in- 
corporate a new concept of a diesel 
combusion chamber that permits 
operation with a wide variety of 
fuels—including all grades of diesel 
fuel, kerosene, lubricating oil, gaso- 
line and jet aircraft fuel. 

While designed primarily for au- 
tomotive applications, according to 
William L. Pringle, Hercules presi- 
dent, the new diesels—ranging in 


size from 50 to 350 horsepower in 
a> 








(Continued on Page 24, Col, 1) 
* * 


ports are for carriers with 





Costs of Repairing and Servicing 
Equipment 


Average Average 
length Average Expense per vehicle mile expense 
Region of haul load Average per ton-mile 

(miles) (tons) (cents) (cents) (cents) 
New England .«...... 239 9.6 4.8 3.0-7.9 -50 
Middle Atlantic ...... 296 10.0 5.5 2.0-9.9 58 
I ccseses soisssinoreces 249 1L4 71.6 4.0-9.9 67 
Southern .................. 4 10.5 3.8 2.0-5.9 36 
Northwestern. ........ 172 8.9 5.4 2.0-7.9 -60 
IID ccncioccess ossivese 323 9.0 4.3 2.0-5.9 50 
Southwest. ................ 397 11.3 4.5 2.0-5.9 40 
Rocky Mountain .... 1,232 13.3 6.0 4.0-6.9 36 
SI 62 sal ss ctaaghadesesie 447 12.7 5.4 3.0-7.9 42 
2 348 10.9 5.2 2.0-9.9 48 


Note: All expenses are for line haul equipment, repair and servicing only; all re- 
5 percent or leage. 
Source: Annual Reports of motor carriers to Interstate Commerce Commission (1957). 
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three, four, six and eight-cylinder 
models—will also find use in a wide 
variety of materia] handling, agri- 
culture, construction, marine and 
other industrial applications. 

* a * 


OWEVER,” Pringle said, “the 

major significance of these 
new engines is that now, for the 
first time, owners of light and me- 
dium-duty trucks will find it eco- 
nomically feasible to re-power their 
fleets with diesel power. To date, 
there have been no automotive die- 
sels specifically designed for truck 
requirements in the light and me- 
dium range.” 

Pringle said Hercules’ new diesels 
for light and medium trucks—rang- 
ing from 50 to 180 horsepower and 
capable of handling loads up to 
55,000 pounds gross combination 
weight—are “light in weight, short 
in length and carry a low price 
tag.” 

“They are new engine s—not 
scaled-down versions of large 
truck diesels that are too heavy 
and too expensive for the light 
or medium size truck,” he added. 

As replacements for “the thou- 
sands of gasoline engines in the 
light and medium truck class ready 
for overhaul or replacement, this 
new line of diesels is expected to 
create an entirely new market for 
Hercules,” according to Pringle. 

. co * 


Fast, Easy Conversion 


genes engines are designed to per- 
mit fast, easy conversion from 
gasoline to diesel operation in al- 
most any light or medium truck. 
Because of their high-speed opera- 
tion, “little or no changes other 
than replacement of the engine it- 





(Continued on Page 32, Col. 3) 


1959 Sales, Profits 
Top 1958 Figures, 
Truck Dealers Say 


Jpn out of every five truck dealers in America sold more 
trucks this year and made more money doing it than 
they did last year or in any recent year, according to a 





survey of combination and® 


exclusive truck dealers in all 
sections of the country. 

Slightly over 82 percent of the 
dealers told Automotive News that 
they had sold more trucks this 
year. Most of those who failed to 
up their sales are located in the 
Northeast and Middle Atlantic 
states. 

Dealers reported greater profits 
in 71 percent of the replies, with 
24 percent saying their profits 
had been about the same. Only 
5 percent admitted making less 
money on their truck franchise 
this year. 

Showing a distinct reversal of 
trend over the last 10 years, 85 per- 
cent of the dealers said they had 
received good cooperation from the 
body and equipment distributors in 
their areas. 

* * 

Ut TO the current report, every 

truck dealer survey has shown 
at least half of the dealers saying 
the distributors were selling to the 
retail trade at the same price they 
sold to the truck dealers. In far 
too many cases, they complained 
that the distributors would “ped- 
dle” the prospects that dealers 
brought them. 

Well over half of the dealers re- 
ported that used trucks moved well 
all year and 83 percent said that 
used-truck prices held up well. 
Used trucks moved good in their 
areas said 59.5 percent, while 33 
percent said they had but a normal 





Records Broken 
At Body and 
Equipment Show 


F THEY were not convinced be- 

fore, the Truck Body & Equip- 
ment Assn. now knows that Chi- 
cago is the city that will provide 
the biggest attendance at its meet- 
ings and the best and most active 
attendance at its show. 

The convention held Oct. 5-7 at 
the Hotel Sherman in Chicago 
had 2,087 registered as against 
the former highest registration of 
1,250 at the 1956 convention, also 
held in Chicago. The association 
also notched a 30-percent increase 

(Continued on Page 24, Col, 1) 





Ford Heavy-Duty Setup Called 


HEN Ford Motor Co. intro- 

duced its current line of super 
heavy-duty trucks in 1958, it recog- 
nized that it also would have to 
develop a new type of merchandis- 
ing program to cope successfully 
with builders who had been in this 
field for years. 

Ford knew, as do all makers of 
both cars and trucks, it couldn’t 
expect all its dealers to step up 
to selling and servicing these 
heavier jobs as they must be 
sold and serviced if the truck 
were to make any headway in the 
heavy-duty market. 

Selling heavy-duty trucks takes 
knowledge of product, stocks in the 
field consistent with the demands 

of the area and service facilities 





and manpower to handle all service 
needs of the owners. 

The company faced making one 
of four choices: 

It could establish factory 
branches, provide a subsidy to a 
selected group of dealers who 
would perform certain wholesale 
functions as distributors, reduce 
and strengthen the number of deal- 
ers authorized to sell the new line 
of trucks, or continue to market 
all heavy-duty trucks through all 
its dealers. 

* * * 
vez designated heavy-duty truck 
dealer plan was selected, While 
it allowed all dealers to sell heavy- 
duty trucks, it put the responsibil- 
ity for their merchandising and 


service squarely on a relatively few 
truck-minded dealers who had or 
could provide the facilities and 
stock enough units to meet the 
need of the sales area. 

It was a radical step, entirely 
new in concept and one that 
would take some time to get 
working smoothly in order to 
give Ford the heavy-truck repre- 
sentation it needed. 

Ford started to assemble this 
dealer body in December, 1957, and 
after nearly two years, the plan 
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Success 


still is being operated practically 
as it was conceived. 

Of course, in putting such a radi- 
cally new merchandising program 
into action, all dealers appointed on 
the first analysis could not possibly 
step up to the program in its en- 
tirety. 

The factory could and did over- 
estimate the absorption of some 
areas, and some dealers who 
thought they would like to become 
heavy-duty dealers did not realize 
fully the amount of work and cap- 
ital it would take to get such an 
operation under full steam. 

* ok * 


T IS remarkable, however, that 
there have been so few changes 
(Continued on Page 26, Col, 1) 





movement and only 7.5 percent said 
that used vehicles moved slowly. 
Only 5 percent said they had 
but a normal used-truck price 
situation and 12 percent, again 
mainly on the East Coast, said 
used-truck prices were down. 
Used-truck stocks were normal to 
low, according to the survey, with 
43 percent reporting low stocks, 45 
percent reporting normal stocks 
(Continued on Page 25, Col, 1) 


Truckin’ 





by 
Jack 
Weed 














BA in the early ’teens when I 

edited the Timken magazine, 
we carried a story about Went- 
worth & Irwin, Inc., Portland, Ore., 
known then as GMC’s earliest dis- 
tributor and the truck center of 
the Northwest. 

The story was fabulous and the 
picture of the plant excited my 
curiosity, it was so large and well 
equipped, I made up my mind 
then that if I ever got the chance, 
I was going to see this operation 
with my own eyes and see if 
any one deal could be as good as 
this one was cracked up to be. 

It took me 43 years to do it but 
two weeks ago I finally made it. 
And I can say right now that any- 
thing I have ever read about this 
operation was done modestly. If a 
writer wished to splurge in super- 
latives, this operation gives him 
earte blanche to blow his top. 

Wentworth & Irwin started in 
the transportation business in 1903. 
They took on the distributorship of 
GMC in 1912 and were the last of 
the distributors to be knocked 
down to a dealership basis, 

Charlie Fancher, general man- 
ager ard my guide through the 
works, admits that they fought this 
move valiantly and with all the 
force they knew how to muster but 
finally had to conform to “factory 
policy.” 

aw oo 7 


At THAT I expect it was a little 
hard to have to give up author- ~ 
ity over a territory that not only 
encompassed several states but 
what is now our biggest state. 
But being located at' the door- 
step to the Orient and Alaska, 
they still do an international 
business that has been built up 
with countless customers in this 
area and Canada over the years. 
Many of these old customers still 
rely on Wentworth & Irwin be- 
cause they live up to their slogan, 
“If it moves on wheels, Wentworth 
& Irwin will build it.” And they 
could add “as well as the finest 
production shop in the nation.” 
My gander through this block- 
(Continued on Page 27, Col, 1) 









Columbium makes the difference 


in this new fine-grained carbon steel 


The new GLX-W steel offers a unique combination of characteristics—the formability 
and weldability of mild carbon steel plus greater tensile strength and notch toughness. 


The addition of small amounts of columbium gives 
GLX-W the finer grain structure that makes this possible. 


Where design permits, the use of GLX-W can result in weight savings up to 35%, compared 
with mild carbon steel. With yield strengths ranging from 45,000 to 60,000 psi, GLX-W 
steels are recommended for a broad range of applications. For technical information, 

write to our Product Development Division, Department R. 


GREAT LAKES STEEL ’ 


Detroit 29, Michigan 


A DIVISION OF NATIONAL STEEL CORPORATION 
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Records Broken at Chicago .. . 





Body-Equipment Show a Smash 


(Continued from Page 21) 


in exhibitors at the equipment 
show. 

Exhibitors were well pleased with 
the type of persons who came to 
see the displays and many said that 
this year, for the first time at a 
TBEA show, they actually made 
sales during the show. 

Among those who thronged the 
show during its three days, accord- 
ing to association executives, were 
500 to 600 fleet-operator and truck- 
dealer guests. 

* 


* * 


T THE business sessions, Thom- 

as J. O’Neil, of Ford Motor 
Co.’s dealer policy board, told dele- 
gates that “barring a long delay 
in settling the steel strike or some 
other serious dislocation, a $500 
billion national economy should be 
a part of our American economic 
history by this time next year. By 
the end of the ’60s, we can reason- 
ably expect a $700 billion level,” he 
added. 

“As you all know,” he said, 
“sales of new trucks are boom- 
ing. For 1959 it appears that a 
million truck year is assured. We 
expect 1960 to be even better. 





Repair Costs Put 
At 5 Cts. a Mile 


Maintenance Yardstick 
Is Goal of ATA Studies 


(Continued from Page 21) 


cents per mile in the Central re- 
gion. 

These cost differences could be 
accounted for in part by differ- 
ences in operating conditions 
such as the types of commodities 
transported, terrain, and average 
length of haul but, the study 
pointed out, these did not seem 
te be the controlling factors. The 
spread in average cost for all 
carriers within the same region 
was found to be greater than the 
spread for all carriers between 
regions. 

The second phase of the overall 
project will be to pinpoint the rea- 
sons for these variations and the 
third phase will be to determine 
allowable vehicle failure rate per 
vehicle, Kiley explained. 

Work under way on the second 
phase includes interviews with car- 
rier executives and maintenance 
personnel and on-the-spot inspec- 
tions of maintenance facilities and 
Operations have been made. Par- 
ticular attention has been given to 
the kinds and types of records kept 
by the carriers, he said. 


Six More Dealers 
Named by FWD 


CLINTONVILLE, Wis.—Six more 
dealers have been appointed by 
FWD Corp. They are: 

D GMC Truck Co., Inc., 224 Jef- 
ferson Hwy., New Orleans; Booth 
Fire Equipment Co., 787 Harmon 
Ave., Columbus, O.; George R. 
Lindsay, P. O. Box 555, Hagers- 
town, Md.; Melvin Fazenbaker & 
Son, 918 Louise Ave., Morgantown, 
W. Va.; Holland Page Industries, 
Inc., 8305 N. Lamar, Austin, Tex., 
and Roosevelt Garage, Inc., 700 N. 
Hartley St., York, Pa. 

Booth, Lindsay and Fazenbaker 
are fire-apparatus dealers. Holland 
Page and D GMC will sell FWD’s 
four-and-six-wheel drive ready-mix 
trucks and dump trucks. Roosevelt 
Garage will handle ready-mix and 
dump trucks and highway trans- 
port tractors, 
















M. H. BURY’s 
newspaper advertising column 


Rolling Wheels 


syndicated by 
A. M. Beitier - Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 





ADVERTISEMENT 


During the next decade our in- 
dustry will have to increase truck 
production to serve almost 20 
percent more people living in a 
nation with a 40 percent larger 
economy. 

“We could see an increase of at 
least 40 percent in the total num- 
ber of trucks on the road by 1970. 
We could have 15 million trucks in 





PTO’s Ruled Taxable 
But Cranes Are Exempt 


WASHINGTON.—A ruling by the 
Internal Revenue Service hag clari- 
fied the Government’s stand on one 
aspect of taxing vehicles. 

Under the ruling, certain cranes 
designed to be mounted on trucks 
are not considered parts or acces- 
sories for purposes of the manu- 
facturers’ tax on motor vehicles. 
However, the power take-offs used 
to operate such cranes are consid- 
ered taxable. 





operation. Given a truck population 
of such dimensions, it would not be 
unreasonable to predict a normal 
new-truck market approaching 1,- 
500,000 units a year by the end of 
the decade.” 

O’Neil told the body and equip- 
ment builders that Ford is content 
to meet the demand for truck chas- 
sis and leaves it up to the body 
and equipment makers to satisfy 
the requirements for special bodies 
and equipment. 

* * * 


Dire te he said, 50 percent 
of all Ford trucks produced go 
to body and equipment builders for 
installation of special bodies and 
equipment before they are deliv- 
ered to the customer. He said Ford 
was not in the specialized body 
business and hag no intention of 
entering it. 

“We believe there is room for 
adequate profits for both of us 
if we cooperate in giving our cus- 





Used-Truck Stocks Seen 
Hedge in Steel Strike 


PLAINFIELD, N. J.—Stocks of 
used trucks throughout the coun- 
try may prove to be a boon to 
truck operators, according to R. 
W. Allen, manager of Mack’s used 
truck division. 

“In the event the steel strike 
should delay delivery of new 
equipment,” said Allen, “this sup- 
ply of used trucks could be of real 
benefit.” 

The switch to diesel power has 
made available a large number of 
tradein used gasoline tractors, he 
pointed out. 








tomers the products and services 
they need,” he added. 

“Price selling has been a head- 
ache in both our industries, We 
both have to contend with the cut- 
to-the-bone artists, the fellows who 
depend upon someone else to sell 
a piece of equipment on merit and 
then move in to take the deal on 
price. However each of us is mak- 
ing progress in educating our deal- 
ers and distributors as to their true 
costs so that when they establish 





sales prices they do so from a 

sound cost and profit basis. Correc- 

tion will have to come through edu- 

cation and that is taking some 

time. But we are making progress.” 
a « * 


ILLIAM M. McCUNE, Ford 

dealer in Kittaning, Pa. and 
chairman of the NADA Trick 
Committee, made a plea for closer 
cooperation between the body and 
equipment distributors and the 
truck dealers to the end that both 
make an adequate profit on the 
Sale of the truck and the equip- 
ment mounted on it. 

Edward 8S. Grumbache, presi- 
dent, Midwest Body division, 
Electrographic Corp., Paris, Il, 
was elected president of the as- 
sociation for the coming year. 
Lawrence H. Larsen, Superior 

Coach Corp., Lima, O., was elected 
first vice-president; John W. Turn- 
age, ATECO Truck Equipment Co., 
Pittsburgh, second vice-president; 
Harold E. Matson, U. S. Steel Corp., 
Pittsburgh, third vice-president, 
and Fearson S. Meeks, S. J. Mecks 
Son, Washington, secretary-treas- 
urer. 

The Sherman Hotel, Chicago, was 

selected for next year’s convention 
Oct. 24-26. 
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Truck Dealers Report .. . 





Sales, Profits in 1959 
Top Year-Ago Totals 


(Continued from Page 21) 


and 12 percent reporting a high 
inventory. 
a + ” 

Used-Truck Demand 
U SED trucks in greatest demand 

ran nearly even for the lights, 
the 1%-2 tons and for heavy-duty 
jobs. 

Only 36 percent of the dealers 
reporting were doing any truck 
leasing and most of them to but 
one or two local firms. 

Another reversal of trend was 
seen in that 55 percent of the 
dealers said that they had been 
able to sell bodies and equipment 
this year at a profit. This bears 
out the claim that the majority 
of dealers had had good coopera- 





ation from the body and equip- 
ment distributors. 

While dump-body equipment led 
the long list of products the deal- 
ers had sold profitably with their 
new trucks, it was surprising to 
have quite a few dealers report 
they had been selling semi and 
four-wheel trailers at a profit this 
year. 

* * + 

ie A survey of the leading trailer 

manufacturers a little earlier 
this year in which the trailer mak- 
ers were asked if they considered 
the truck dealer an important part 
of their sales setup, only two of 
the larger trailer makers, Fruehauf 
and Dorsey, stated firmly that the 
truck dealer was considered a good 
outlet. Only these two said they 





had made provision in their pricing 
so the truck dealer could make a 
profit in selling their product. 

Judging from this report and 
the dealer survey results, other 
trailer distributors must have 
worked with some of the truck 
dealers who listed trailer sales 
as one of their important equip- 
ment profit sources. 

Other items that added to the 
truck dealer’s plus profits were 
fifth wheels, forward control and 
van bodies, school buses, tanks, 
trailing and dual-drive rear axles. 


* * x 


Most Active Market 
EAVY-DUTY trucks seemed to 
be in highest demand, accord- 

ing to the survey, with 42 percent 

of the dealers reporting their most 
active market had been in the 

19,500 and over GVW class. 

Another 33 percent said their 
most active demand had been for 
lights under 10,000 pounds: GVW 
and 25 percent had enjoyed their 

most active market in the 10,000- 

19,500-pound GVW sizes. 
Among the exclusive truck 

dealers and some of the combina- 
tion dealers 23 percent reported 





diesel-engined tractors as being 
in hot demand this year. 

Comments made on the survey 
reports give a vivid portrayal of 
the viewpoint dealers have of their 
truck business. 

They run from “My net profit for 
the first eight months is over $80,- 
000” by a Missouri dealer, “The 
truck business is tough but profit- 
able” from a Kansas dealer to “We 
consider trucks the necessary evil 
to our franchise” by a Virginia 
dealer. Needless to say the profit 
reports reflect the attitude of each. 

+ * * 

HE dealer who said the truck 

business is tough but profitable 
also added a criticism of the equip- 
ment distributors in his area by 
saying “Fleet discount about 5 per- 
cent less than dealer discount and 
anyone owning one or more trucks 
is a fleet buyer.” 

Other slaps at equipment distrib- 
utors came from a dealer in Okla- 
homa who said, “The equipment 
companies sell to the customer at 
same prices as to dealers.” An 
Ohio dealer said, “They quote same 
prices to individual buyers.” A 
Southern California dealer said, 
“Equipment and body firms quote 





an't AFFORD to get stuck 


A paralyzing storm sweeps across the countryside. Power lines are down. 


Communication is disrupted. A frantic call goes out for 


emergency vehicles to repair the damage. Some of these vehicles 


will complete their mission . . . others will end up helplessly 


bogged down, unable to move. 


Utility men, as well as doctors, salesmen, rural mail carriers, 


and busy housewives, have all-weather mobility in cars and trucks 


equipped with limited slip differentials. 


Whenever traction is unequal the limited slip differential automatically 


transfers more usable engine torque to the wheel 


with the greater traction. You pull out of snow, sand and mud, 


climb slippery hills safely, keep moving on icy streets and unpaved roads 


. .. a8 long as one wheel grips the road. 


Make sure the cars and trucks you demonstrate and 
sell are factory-equipped with limited slip differentials. 











CORPORATION 


Toledo 1, Ohio 


SERVING . TRANSPORTATION —Transmissions «Auxiliaries « Universal Joints «Clutches «Propeller Shafts «Power Take-Offs 
Torque Converters «Axles «Powr-Lok Differentials «Gear Boxes «Forgings «Stampings «Frames « Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 


same prices to individuals as deal- 
ers.” 


A very solid truck dealer on 
the East Coast says, “This year 
we are getting better cooperation 
from the rank and file equipment 
distributor but more cooperation 
is necessary for the best results 
for both. The lack of interest on 
the part of the truck manufac- 
turer, NADA and the dealer in 
the area of actual use and oper- 
ation has allowed the user to 
become lax and luke warm about 
one of the most important as- 
pects of any man’s business 
today, that of transpo 

“Too many dealers are waiting 
for the customer to walk in their 
front door. The manufacturers and 
NADA need to rub more shoulders 
in the field of actual use and opera- 
tion.” 

+ + ++ 


Heavy-Duty Sales Stop 


A Share comments that may be 
of interest include one from a 
Colorado dealer who says, “Our 
heavy-duty sales stopped July 15. 
Colorado had no money to continue 
the highway program.” A Texas 
dealer says, “Our business holding 
up extremely well. Profits high and 
trucks moving fast. Used-truck 
stock down to practically nothing. 
Will buy used trucks any place we 
can get them. This will be our best 
year in 32 years profitwise.” 

A Pennsylvania dealer says, “Too 
many car dealers use trucks as 
footballs.” From Tennessee, “Coal 
miners’ strike has greatly hamper- 
ed sale of both new and used 
trucks in our territory.” 

A Wisconsin dealer says, “Too 
many truck dealers quote equip- 
ment at net.” An Illinois dealer 
says, “Service business up 23 per- 
cent over 1958. We are moving 
more cautiously on credit to in- 
dividuals than in previous years 
due to repossessions.” 

A Maryland dealer says, “Any 
type of good reconditioned used 
truck will move at a profit. The 
market is starved. Lack of interest 
on the part of dealers has allowed 
owners to go too long without re- 
placing worn-out equipment. Many 
owners are now desperate.” 


Caterpillar Plans 
To Market New 
Diesel for Trucks 


PEORIA, Ill.—Caterpillar Tractor 
Co. announced that development 
work on a four-cycle diesel boat 
engine is well under way and that 
a 220-horsepower truck engine will 
be on the market early next year. 

The turbocharged boat engine 
produces about 130 horsepower, a 
company spokesman said. 

Known as the D320, the boat en- 
gine will have a 17%-to-1 compres- 
sion ratio. A clear exhaust free 
from objectionable odor is also 
claimed for the diesel engine. 

An experimental cargo truck 
equipped with a D318 series G tur- 
bocharged engine was displayed at 
the plant. It had been operating 
some 3,000 miles per week at what 
the company termed “extremely 
low” fuel consumption. 

Testing on the new engine, to be 
known as the model 1673, is con- 
tinuing “with a view to further im- 
provements and to more nearly 
match the characteristics of the en- 
gine to those needed for truck 
operation,” according to Henry H. 
Howard; Caterpillar vice-president. 


Louisville Mayor Hedges 
On ‘No Tax’ Promise 

LOUIS VILLE.—Mayor Bruce 
Hoblitzell isn’t sure whether his 
1957 campaign pledge against any 
new taxes would preclude a City 
license fee for autos. 

“IT don’t know if that would be 
a tax or a license,” he said. “I don’t 
want to commit myself.” He made 
the remark during discussion of 
a promised pay increase with dele- 
gates of the Louisville Police Of- 
ficers Assn. 


ADVERTISEMENT 

















Who Goes There? 
“OPERATION PROFES- 
SIONAL SALESMAN" 
See Page 36 


For a tip on the first of nine 
Sans. We sussees te vital to aeumiale 
Selling. 
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Sales Up 100 Pct. Since 57, Firm Notes... 





Ford Heavy-Duty Setup Clicks 


(Continued from Page 21) 


in the ranks of the original dealers. 

A little under 300 dealers were ap- 

pointed originally and today there 

still are approximately 265 with 

designated heavy-duty truck fran- 
S. 


Ford found that to get the 
availability so essential in heavy- 
duty truck selling, and which the 
branch operation gives several 
“old line” makers, it had to de- 
velop a new floor-plan arrange- 
ment that would make it easier 
for these dealers to carry the re- 
quired stocks of most commonly 
used trucks in each area. 

Ford knew these dealers would 
need assistance in training sales- 
men who could adequately handle 
heavy-duty sales, so the company 
hired 53 experienced heavy-duty 
Sales engineers and now have at 
least one in each sales district. 

These engineers work not only 
with the designated heavy-duty 
dealers, but with other Ford deal- 
ers who may have an opportunity 





for an occasiona] heavy-duty truck 
sale. 

In addition, the company has in 
each region a truck-sales trainer 
who conducts the Ford truck work- 
shop, which is becoming recognized 
as one of the most effective means 
of training truck salesmen. 

+ + * 


apes Ford service department 
also hag assigned a heavy-duty 
truck “service representative to 
each district to work with dealers 
and their service personnel 

After two years of operation, 
Ford is progressively widening 
its penetration of this market. 
It has found that in the main all 
Ford dealers are in accord with 
the plan. Evidence of the success 
of the plan is borne out by a 100 
percent increase in heavy-duty 
sales to date. 

More and more heavy-duty deal- 
ers either are developing their own 
force of trained heavy-duty truck 
salesmen or are hiring them to 
augment their regular sales forces. 

As is the case in the develop- 





ment of any new business system, 
certain standards were established 
on each phase of Operation of a 
heavy-duty dealership, including 
sales manpower, new-unit stocking, 
new and used-unit sales facilities, 
parts and service facilities, and 
parts stocks. 

These standards are presented to 
each dealer applying for a heavy- 
duty franchise and are recommend- 
ed as a yardstick in the establish- 
ment of his heavy-duty sales de- 
partment. 

* * * 

HILE all heavy-duty dealers 

haven’t stepped up entirely to 
the needs of their areas, and that 
can only be gained through time, 
the plan has demonstrated its abil- 
ity to provide all of the services 
desired by heavy-duty operators. 

And more important, from the 

dealer’s standpoint, the heavy- 
duty truck system seems to have 
enabled these dealers to provide 
all of these services while realiz- 








Diveo Unveils Multi-Stop Truck— 


A large-capacity, forward-control delivery truck series has been introduced by 
Divco truck division, Divco-Wayne Corp., Detroit. The gross vehicle weight in the 
series range from 10,000 pounds to 16,500 pounds. The truck series, designated Divi- 
dend Series 7, is designed for multi-stop pickup and delivery service. Both Divco 


models 71 and 72 are powered with the 
valve This i 





Divco Super Six, seven-bearing, overhead- 


develops 114 horsepower and was designed for fuel econ- 


omy and long life under start-stop conditions, it is said. 





ing equitable profits from this 
phase of their operation. 

Surveys and contacts at dealer 
meetings and in other places reveal 
a growing realization by many of 
these dealers that their truck busi- 





A New Concept in Double Reduction 
Truck Axles 
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Eaton Planetary Double Reduction 


Gives You these I mportant Benefits! 


Save We i g h t—size for size, Eaton PDR 
Axles weigh less than conventional herringbone or spur 
gear axles, permit truckers to haul more legal payload. 


Last Lon g © f—In Eaton PDR Axles, gear 
tooth loads are equally distributed over four rugged ‘“‘planet”’ 
gears; stress and wear are reduced, resulting in materially 
longer axle life. Eaton's forced-flow lubricating system 
provides positive lubrication to all moving parts, even at 


slowest vehicle speeds—a feature not available in other 


double reduction axles. 


Cost Less to Maintain 
—When and if repairs are necessary, parts are readily 
available—most of them interchangeable with other Eaton 
Axles. Simple construction—similar to the famous Eaton 
2-Speed Axle, with which all truck service men are familiar 


—holds maintenance labor to a minimum. 


EATON 





CLEVELAND, 


AXLE DIVISION 
MANUFACTURING COMPANY 
OHIO 


Previously, double-reduction axles have been 
available only in the extra heavy-duty sizes. 
Eaton PDR Axles are available in a wide 
range of sizes—the last word in equipment to 
meet the demands of today’s hauling condi- 
tions. By actual comparison they cost less to 
buy, less to maintain. They have established 
outstanding performance records in all types 
of heavy-duty operation. 











ness is even more profitable than 
the passenger car. 

Under the plan, any Ford dealer 
who has a prospect or a sale for 
a heavy-duty truck can acquire one 
from his nearest heavy-duty dealer. 
Only heavy-duty dealers are able to 
purchase trucks of Series 850 and 
up from the factory. 

When a dealer does go to a 
heavy-duty dealer with his require- 
ments, he has available all of the 
assistance in engineering the 
proper truck for the job with the 
proper equipment for the job and 
the truck. He also can get assist- 
ance in closing the deal and in ab- 
sorbing the tradein. 

+. * a 
k= dealers who do quite a lot 
of heavy-duty business are not 
against doing business with a 
heavy-duty dealer under these con- 
ditions. 

An instance of this was seen 
this year in a city where two 
dealers were appointed originally 
and the business would support 
only one adequately. When this 
was proven, the two dealers got 
together and one of them gave 
up his heavy-duty franchise. 

By a quirk of fate, the dealer 
who gave up the franchise stepped 
into a fleet deal that has enabled 
him to sell more heavy-duty trucks 
than the franchised dealer. 

To strengthen its entry into this 
market, Ford now is precondition- 
ing every heavy-duty truck at the 
factory to make certain it is in 
first-class condition before the 
dealer gets it. 


| Bothmer Washed | 
Cars; Now His 
Firm Hauls Them 


TORONTO.—Five years ago, 
Hans Bothmer, a German immi- 
grant, was paid $1 an hour for 
washing Volkswagens at the Can- 
adian factory branch, Today, he 
has a transport business grossing 
$68,000 a year and he hauls 60 per- 
cent of the VWs to dealers in this 
area, 

He has eight employes and four 
auto transports. When he arrived 
in Toronto with his family in 1954, 
the former war prisoner (six years 
in Siberia) was almost penniless. 

Bothmer wanted to sell cars, but 
his English wasn’t good enough. 
So he was given a job washing 
them. 

Transferred to the office six 
months later, he noticed the trouble 
dealers had in getting the cars to 
their showrooms, They had to bring 
several employes to the factory 
branch to drive the cars home. 

Bothmer rounded up several un- 
employed men, and they drove the 
cars to the dealerships. Then Both- 
mer picked up his men in his own 
car, 

Business grew. Soor he had to 
have a two-car traiici. Then he 
needed a truck to pull the. trailer. 
Now he delivers other imports a8 
well as Volkswagen. 


Dyers Get Olds Franchise 


BEND, Ore. — Dyer’s Auto Serv- 
ice, 220 Greenwood, has been named 
Oldsmobile dealer in the Bend area. 
The firm is owned by George M. 
Dyer and Roy A. Dyer. 
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square operation showed me they 
not only have the manpower and 
the skill but the facilities and 
equipment to do any job that is 
thrown in their lap. 

I have seen some mighty fine 
body shops in truck deals around 
the country but I have never seen 
one better equipped to build a 
trailer, school bus, refrigerated box, 
forward-control job or logging 
trailer than this shop. 

2 * + 
HEY can start with the raw 
sheets in steel or aluminum and 
fashion everything that is needed 
right in their own shop. They have 
huge rolling equipment and brakes 
that will handle plate if necessary. 

Their wood-working shop not 
only is fully equipped but it is 
staffed with artisans in wood 
working. 

While they don’t build as many 
bus bodies these days as they did 
some years ago, they still are head- 
quarters for the crew carriers used 
by the logging firms to take work- 
men to the job, and they are repair 
headquarters for the bus operations 
in their area. 

The service department was laid 
out for heavy-duty truck service, 
with wide stalls and drive-through 
aisle, Here again one is impressed 
with the amount of equipment 
available and the cleanliness of the 
shop. It reeks with efficiency and 
“knowhow.” 

* +” * 


oo & IRWIN must 
be the transportation center of 
this important shipping port be- 
cause their building is surrounded 
with shops of the competition. 
Since they have been in their pres- 
ent building since 1926, most of 
these competing truck outlets must 
have selected their sites since this 
building was erected. 


Across the street from the 
service shop is the used-truck lot, 
taking up another full half block, 
and the parts warehouse, where 
all of the heavy and bulky parts 
are stored against the time when 
they will be needed in the parts 
department. 

The paint department on the first 
floor of the main building will ac- 
commodate several full-size tractor- 
trailer rigs at one time, with room 
to slip in a number of straight 
trucks. This room is equipped with 
an exhaust system that changes the 
air, keeps the room dust-free and 
has the latest modern fire protec- 
tion. Their sign men can duplicate 
the most intricate labels and in- 
signia. 

Being in the heart of the heavy 
logging area of the Northwest, it 
is only natural that W&I has de- 
veloped several unique vehicles for 
this industry. 

As Charlie Fancher and I went 
through the shgp, he pointed out 
an enclosed lumber-hauling rig 
built with floor rollers powered by 
power takeoff, so that the lumber 
company could load its fine lumber 


14 New Dealers 
Added by Divco 


DETROIT.—Fourteen new dealer 
appointments have been announced 
by Divco Truck, according to Roy 
Sjoberg, sales vice-president. 


Sjoberg said the new dealer pro- 
gram is part of a long-range pro- 
ject to provide each Divco Truck 
user with nearby sales and service 
facilities. 


_ The recent dealer appointments 
include: 

Armbrecht Motor Truck Sales, 
Inc., Youngstown, O.; Buckley 
Mack Co., Inc., Watertown, N, Y.; 
Diamond T Sales & Service, Inc., 
Brooklyn; Dickerson GMC, Inc., 
Roanoke, Va.; Hunt Truck Sales & 
Service, Inc. Miami; McMillen 
Motor Sales, Toledo; Mineola Mack 
Distributors, Inc., New Hyde Park, 
N. Y.; Mineola Mack Distributors, 
Inc., Middle Island, N. Y.; Roose- 
velt Garage, Inc., York, Pa.; Truck 
Center, Inc., Boston; Truck Center, 
Inc., Manchester, N. H.; White- 
Autocar Distributors, Inc., Green 
Bay, Wis., and Transport Equip- 





which it wishes to keep free from 
moisture with a yard truck and the 
lumber is rolled to the front end of 
the long body. 

At rail head some 70 miles away 


Motor Wheel Lists 
Centrifuse Data 


LANSING.—Motor Wheel Corp. 
has issued a special bulletin giving 
Centrifuse brake drum change-over 
data for rear truck and truck- 
trailer wheel assemblies with 16%- 
inch brake drums, 

The bulletin lists the proper Cen- 
trifuse brake drum for trucks and 
truck-trailers by manufacturer, 
| model, axle, manufacturer’s num- 
| ber, brake size and type of wheel. 

Complete Centrifuse drum speci- 
fications are also included, The 
bulletin can be obtained from 
Motor Wheel distributors or by 
writing Motor Wheel Corp., Lans- 
ing 3, Mich. 











they can again power-roll the loads 
into the waiting freight cars. 


Toss are specialists in building 
huge log trailers, Many innova- 
tions and simplifications, such as 
the cup-and-saucer bearings and 
quickly demountable water tanks, 
appeal to log-hauling operators and 
are typical of the firm’s readiness 
to design, build to design and build 
to any specification. 

Naturally, with a body shop 
and body repair department this 
enterprising dealership would 
have its own trim department 
that can build seats and backs 
from blueprints, repair the trim 
or alter the trim in any vehicle 
they sell or service. 

It’s apparent, however, that W&I 
shortly will face one of the major 
problems of this industry. Over the 
years they have gathered together 

a crew of artisans and specialists, 
men who know their trade as only 
the oldtime cabinet makers know 
it, and these men are growing 
older, One can see it as one goes 
through the plant. 

Fancher admits they have been 
lucky to date. Maybe they will be 
able to develop replacements, but 
it is going to be a job to find men 
who have the knowledge and skill 
of the men who currently turn out 








Top Trucks 


New-truck registrations for 
eight months, plus 30 states for 


September: 

1959 1958 
Pos. Make Pos. 
1—237,382 Chevrolet 178,448— 1 
2—203,065 Ford 143,269— 2 
3— 74,318 Internat. 62,106— 3 
4— 51,705 GMC 38,092— 4 
5— 38,779 Dodge 26,435— 5 
6— 19,118 Willys 13,387— 6 
I— 10,340 White 8,304— 7 
8— 9,928 Mack 8,271— 8 
9— 4,579 Studebaker 3,119— 9 
10— 2,005 DiamondT 2,063—10 
29,123 Misc, 21,704 
Total All Makes 
681,619 505,775 


Further details on Page 47. 





the quality work that is evident in 
every department of this fabulous 
dealership. 
* * + 

pre I headed for the North- 

west after the truck body and 
equipment convention in Chicago, 
I thought I was going to be able 
to squeeze in a week’s badly needed 
vacation before I ended up in the 
land of smog for the ATA conven- 





tion in Los Angeles. But just try 
and keep a fireman from visiting 
firehouses when in a strange city. 
Well, you guessed it. 

Between going through, step by 
step, one of the best engine-rebuild- 
ing plants I was ever in (story 
coming up later), and taking a 
gander at the Wentworth & Irwin 
layout, I did get in one day of what 
to me is vacation. 

If you want to see a truck man’s 
face turn red, and you know him, 
just ask Hugh Surratt, GMC zone 
manager at Beaverton who caught 
the only salmon that was boated 
by the four professed fishermen 
who did a dawn-to-dusk deal in 
the bay just down the road a piece 
from Tillamook, the cheese capital 
of Oregon. 

At least, unless someone falls 
down on the deal, my wife is going 
to be able to serve salmon from a 
can with her private label on it. 

And if you want to pursue this 
red-face deal a little further, you 
might ask Jack Marek, GMC serv- 
ice manager, how he likes deer 
hunting in Idaho. I haven’t seen 
Jack since he got out of the snow 
drifts but I understand his version 
of the trip is worth listening to. 
That is, if you like highly colored 
descriptions. 





All the muscles you need 
for BIG-TRUCK JOBS ... 


and then some! 


When you’re working out the specs for a really heavy-duty dump 
truck, take a close look at the hoist equipment. Dollar for dollar, 
a Heil twin-cylinder, arm-type hoist gives you more long-life, 
dependable lifting capacity and reserve strength—more bonus 
values than any other hoist you can buy. 

Compare a Heil hoist with other makes of similar rating. 
Here’s what you’ll find .. . 


HEIL Hoists 


Ordinary Hoists 


chassis and equipment. 





Dumping time: 12 seconds 


Dumping time: up to 25 seconds 





Pump capacity: 24 gpm 


Pump capacity: as low as 10 gpm 





easily aligned with PTO 


Independently mounted pump, 


Fixed-position pump must be con- 
nected at poor angle with PTO 





dia., solid steel 


Splined drive shaft, '%¢-in. 


Hollow drive shaft, % to 


dia., with square-end slip joint 


%-in. 


IL Heavy-Duty 


TWIN-CYLINDER Hydraulic Hoists 


HEIL Twin-Arm, Twin-Cylinder, Hydraulic Hoist, especially 
designed for heavy-duty service with tandem axle truck 
















THE HEIL CO, 





with lube fittings 


Only 8 moving wear points, all 


not lubricated 


As many as 15 wear points, some 





Full 50° dumping angle 


Dumping angle often 45° or less 


heavy-duty hoists, 





Choice of 3 cab control systems 


Two systems, sometimes only one 






Milwaukee 1, Wisconsin 


Send me free Spec Sheet on 
Heil twin-cylinder, twin-arm, 







FREE! * 








Screw-on hoist cylinder head, 
easily removed for servicing 





Bolted or welded, fixed-head design 

















| THE HEIL co. 








ment Co., Cedar Rapids, Ia. 


MILWAUKEE 1, 











WISCONSIN 


DUMP BODIES and HOISTS 











Dr. Michael Ference Jr., Executive Director of Ford 
Motor Company’s Scientific Laboratory, congratulates 
Jim Beeman, of Seville, Ohio, winner of 1959 Certificate 
of Achievement. 
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Industrial Arts Awards « 1959 























The need for skilled craftsmen and technicians increases every year. That is why 
Ford Motor Company has sponsored the Industrial Arts Awards since 1950. 
This outstanding international program—created, endorsed and supervised by 
educators—is designed to stimulate and encourage creative talent and fine 
craftsmanship among teen-age students in the field of industrial arts and industrial 
vocational education. 


This year, $50,000 in cash prizes was distributed to 671 winners from 40 states, 
Canada, and Puerto Rico. Also in 1959, a Mexican Industrial Arts Awards pro- 
gram was established by Ford of Mexico, and international expansion is expected 
in other countries. Top individual achievement awards are 32 expense-paid, 








thr 
the 


We 
by 

trib 
job 
We 
inte 
imp 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 159 OF A SERIES 





nniversary Industrial Arts Awards 
ive 4,200 Student Craftsmen .. . 
ncouragement and Recognition! 








Model of Alpine Home 








three-day trips to Dearborn, Michigan, for the outstanding students and 
their teachers. . 


We’re especially proud of our many dealers who actively participate in the IAA 

. . either by sponsoring Student Craftsmen’s Fairs in their own dealerships— 
by working on a Fair with the nation’s leading department stores—or, by con- 
tributing their time and energy to a local award program committee. It’s a fine 
job of community relations. 


We’re proud, too, that the IAA is accomplishing its purpose. The nationwide 
interest, attention and press coverage indicates a growing awareness of the real 
importance of industrial arts to the present and future of our country. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 

] FORD + FALCON * THUNDERBIRD + EDSEL * MERCURY * 

' LINCOLN * LINCOLN CONTINENTAL * ENGLISH FORD LINE » 
TAUNUS * FORD TRUCKS + INDUSTRIAL ENGINES * 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS 

AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 


ox» 


MOTOR COMPANY 


THE AMERICAN ROAD ¢ DEARBORN, MICHIGAN 
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EMERGENCY LIGHT — A 360 degree 
flashing lamp has been added to the 
emergency lamp line of J. W. Speaker 
Corp., 3059 N. Weil St., Milwaukee 12, 
Wis. The lamp flashes light beams 60 times 
@ minute in ail directions. The 55-square- 
inch dome shaped glass lens magnifies and 
focuses the light in a horizontal pattern 
visible for hundreds of feet, even in sun- 
light, it is said. The 6%-inch diameter 
lamp base installs to horizontal cab or 
body surface. Heavy gaskets above and 
below the lens flange seal out dust, dirt 
and moisture, it Is said. 





OFFSET REFLECTOR — Double-faced off- 
set reflector, a device to decrease driving 
hazards in areas of poor visibility, has 
been announced by Kelcey Mfg. Co., 1687 
McDonald Ave., Brooklyn, N. Y. It is said to 
light sections of roads, curves, blind spots, 
fog, snow, etc. Offset reflector is visible 
from either side and is long range, it is 
claimed. Made of all plasticlucite, it meas- 


ures 34%, inches. 
* * 





GENERATOR—A 5,000-watt, 220-vo lt, 
three-phase generator has been added to 
the line of truck-mounted generators of- 
fered by Gener-Ac Sales, Inc., 124 S. 
Main St., Wales, Wis. The unit has been 
designed for truck or tractor mounting 
Or operation. The unit may be driven di- 
rectly from the truck engine or from the 
truck's transmission via a power takeoff. 
Mounting: kits are available for adapting 
this model to all makes of trucks. 





BEAD BREAKER—The Tire-King bead 
breaker and truck tire puller is designed 
for tube-type tires. Both 20 and 22-inch 
wheels can be handied by the unit, it is 
said. Tire-King Equipment Co., Room 80, 
1543 Mesquite, Wichita Falls, Tex. 

fee 


California Firm Offers 
Drill and Tap Lubricator 

Elf Drill & Tap Lubricator is 
being marketed by Aviation Lubri- 
cants Co., Inc., 2631 India, San 
Diego 1, Calif. 

The company said the product 





hag been adapted from a petro- 








TRUCK NEW PRODUCTS 








chemical lubricant developed in 
aviation research laboratories and 
later used in drilling rivet holes in 
the airframe industry. It is said 
to combine the characteristics of 
a lubricant, a coolant and a cutting 
agent. 





WASHER—A stationary washer named 
the Junior Blackhall has been introduced 
by the Ross and White Co., Chicago Daily 
News Bidg., Chicago 6, Ill. Designed for 
the smaller fleet, the washer comes in a 
prefabricated do-it-yourself package with 
easy-to-follow assembly instructions. Trucks 
or busses up to 8 feet-6 inches wide by 10 
feet-6 inches high, are said to be washed 
by the combination of pressure sprays, for 
wetting and removing loose dirt; revolving 
brushes, for scrubbing the side, and a 
mop he for - i @, the roof. 








VAN BODY—Available with over 32 dif- 
ferent , an bled sectionalized 
van body has been announced by Premier 
Mfg. Co., 5730 Northwestern Ave., Indian- 
apolis 9, Ind. The model KD 200 van comes 
in lengths from nine feet to 20 feet; 
heights are 78 and 84 inches; outside 
widths are 92 and 96 inches. A complete 
selection of doors and options is offered. 
The complete KD 200 van body is fabri- 
cated to master templates for precision as- 
sembly. Because all roof, side and ends 
panels are standardized, replacement can 
be made with minimum effort and ex- 
pense, the manufacturer points out. For a 
copy of a descriptive folder write Collins 
& Associates, National Sales Representa- 





tives, P. O, Box 22, Cincinnati 38, O. 


Booklet on Tarpaulins 


An 8-panel brochure for truck 
and fleet operators who use cover- 
ings or tarpaulins of any kind is 
being offered by Herculite Protec- 
tive Fabrics, 125 Sussex Ave., New- 
ark 3, N. J. 





PORTABLE LUBRICATOR—A permanent- 
ly air-primed Aro-Pak portable lubricator, 
model 640-110, for on-or-off lift service 
has been introduced by Aro Equipment 
Corp., Byran, O. The unit may be loaded 
by the owner's present chassis lubricator 
or with a filler. It is light in weight, car- 
ried by a shoulder strap, holds five 
pounds of grease and provides one-hand 
operation for servicing cars or trucks, it 
is said. The control. handle is a pressure- 
boosting type, developing pressure to 
7,500 p.s.i. 








LANDING GEAR—A two-speed ball 
bearing landing gear said to be capable 
of lifting any payload on the road has 
been announced by Binkley Mfg. Co., War- 
renton, Mo. The assembly lifts weights 
with 10 crank turns per inch of travel in 
low gear, two turns per inch in high. The 
line of ball bearing landing gear, desig- 
nated series 37000, is available in a selec- 
tion of mounts and travel, depending on 
the design of the customer's trailer. 

* * 





TANK VALVE—A Multi-Valve with a 
separate fill valve which is said to permit 
a much faster filling of propane delivery 
tanks has been designed for use of Master 
Tank & Welding, Dallas, Tex., and Quincy, 
ill. The system utilizes splash filling which 
creates a refrigerated condition in the 
tank and reduces the vapor pressure. The 
tanks can then be filled without using a 
vapor return hose, it is said. Friction is 
cut to a minimum and strain on the truck 
pump is greatly reduced as a result of the 
direct flow on the separate fill valve. The 
Multi-Valve is now standard equipment on 
all domestic tanks produced by Master. 

. 2 on 





WARNING LIGHT—The. Dietz No. 211 
emergency warning light is designed for 
use on ambulances, police cars, service 
trucks, school buses, fire trucks, or Gov- 
ernment vehicles. Numerous light patterns 
and colors can be obtained with the light. 
Inside its plastic lens, which is available 
in amber, red, half amber and half red, 
blue or clear, are four sealed beam bulbs. 
Overall height of the fixture, including a 
rubber mounting pad, is 834 inches. Lens 
height is 53%, inches and body diameter 
is 11 inches. Unit is factory assembled for 
use with either six- or twelve-volt bulbs. 
R. E. Dietz Co., 225 Wilkinson St., Syra- 
cuse 1, N. Y. ee 


Coiled Cords 


An extra-heavy duty coiled cord 
for truck-trailer standby refrigera- 
tion has been made available by 
Autac., Inc., 207 Orange St., New 
Haven 10, Conn. Designed for 3 
and 4-conductor types, from 12 to 
16 gauge, the Autac Reefer Koiled 
Kords meet Underwriter Labora- 
tories’ specifications, it is said. 

* * 


Sinclair Employs Nickel 
As Motor Oil Additive 


Development of a motor oil addi- 
tive which employs nickel as an 
agent to prevent wear and resist 
rust and corrosion was announced 
by Sinclair Research Laboratories, 
Inc., 400 E. Sibley Blvd., Harvey, 
Ill. 


The company said the nickel 
molecules, in a way not yet fully 





understood by scientists, find their 
way and adhere to only those parts 
of an engine subject to erosion by 
stress of high temperature and 
severe pressure. The nickel] mole- 
cules on contact with areas subject 
to wear seek out and penetrate the 
surfaces, thus preventing wear, 
Sinclair said. 
aa 


* * 





UNDERBODY HOIST—A single-cylinder, 
eight-inch underbody hoist that is said 
to havl and dump up to 18% tons of 
material under normal conditions has 
been announced by Marion Metal Prod- 
ucts Co., Marion, O. The model, known as 
the HD-829, is a Class 12 hoist. It is de- 
signed for use primarily on tandem 
trucks and has ample capacity to do 
heavy-duty work in quarries as well as 
general hauling assignments, it is said. 
Features include large lift arms made of 
cast alloy steel and heat treated to with- 
stand wear and to give ample strength. 
The crosshead is made of heavy rolled 
steel. Extra strength has been built in the 
frame to resist bending and torsional 
stresses. The frame is all-welded with box 
type cross members. Compared to the 
HD-8S hoist with a 20-inch stroke, the 829 
has a 22-inch stroke. 








PLASTIC PICKUP TANK—The Heil “Low- 
Lite’ reinforced plastic pickup tanks in 
rectangul design are said to weigh 
hundreds of pounds less than conven- 
tional tanks of comparable capacities. 
They have a lower center of gravity and 
their flat sides reduce surging of the 
liquid payload to provide stability in 
transit. Bonding of plastic, fiberglas, stain- 
less steel and insulation into a single, 
solid wall results in remarkable strength 
and efficient insulation, it is said. V-bot- 
tom and rounded corners assure fast, posi- 
tive drainage. Solid top deck provides 84 
square feet of flat working surface for 
added safety in cleaning operations. Heil 
Co., Milwaukee i Wis. 





* 


Repair Kit for Jacks 
A repair kit for hydraulic jacks 
has been introduced by Texas 
Leather & Packing Co., 422 Ohio 
St., Wichita Falls, Tex. 
ft * * 





FOREST VEHICLE—A forest manage- 
ment vehicle designed to handle a wide 
variety of forest work has been announc- 
ed by Timberline Equipment Co., Bradley, 
lil., and Gar Wood Industries, Inc., 
Wayne, Mich. Known as the Buschmaster, 
this rubber-tired vehicle is equipped with 
hydraulically operated bulldozer blade 
and grading blade, a self-contained water 
system, back firing system, a fire plow and 
a winch. A draw bar enables the Busch- 
master to handle scrapers, tree planters 
and other attachments. Among the jobs 
which can be accomplished by this ma- 
chine are fire fighting, building and main- 
taining roads, earthmoving, planting, site 
preparation, spraying and building fire 
lines, it is said. 








TACHOMETERS—A line of transistorized 
tachometers having a dual function—meas- 
urement of speed without physical loading, 
and control of associated circuitry such as 
overspeed and underspeed control circuits 
has been announced by Electro Products 
Laboratories, 4501 N. Ravenswood Ave., 
Chicago 40, Ill. According to the manufac- 
turer the new units, known as Electro Tach 
model 7120 series, provide exceptional 
speed control. Sensing device for the tach- 

ter is a gnetic pickup. Angular ve- 
locity of shaft projections or a rotating 
gear induce a signal in the pickup cor- 
responding to frequency of revolution. The 
pickup's signal is converted by the tach- 
ometer to a DC current directly propor- 
tional to the frequency of the pickup's 
signal. The meter has two pointers. One 
indicates r.p.m. The other, a control 
pointer, can be set prior to making a 
measurement to any value of r.p.m. de- 
sired, Setting is made by a knob or a 
screw driver adjustment. ‘ 
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FIFTH WHEEL — Western Unit Corp., 
17747 E. Railroad St., City of Industry, 
Calif., is manufacturing and distributing 
the popular Smithway Fifth Wheel. Smith- 
way wheels are light, front suspensions 
for two-axle pull trailers. They are made 
in two models, The model 300 Axle-Mount- 
ed wheel, for use on any axle, is said to 
be suited for hoppers, flatbeds, transfer 
trailers and any trailer where a higher 
mounting can be used. The model 200 In- 
tegral Axle wheel is a complete front sus- 
pension and is suited for use where low 


mount is desired. 
* * 





BRAKE KIT—AMGM Brakes, Inc., Clover- 
dale, Calif., has introduced a kit, model 
410-A, that is said to contain all parts 
necessary for mounting on. trucks whose 
parking brakes do not comply with the 
new Interstate Commerce Commission or- 
der, MGM is manually controlled from the 
cab by the driver for use as a positive 
parking brake or as an emergency brake. 
It also functions automatically in event of 
air pressure failure, it is said. The unit in- 
stalled on a single axle as a parking brake 
will hold combinations on steep grades 
until released by driver, it is said. Installed 
on two or more braking axles of a com- 
bination up to 76,800 GCW, the MGM will 
bring loaded vehicle to a stop on steep 
grades and will hold them parked, it is 
said. As long as air pressure remains in 
cylinder (1), brakes remain off. When air 
pressure is reduced, heavy spring pres- 
sure (2), pulls against lever (3), applying 
brake. 

a oe 


Maintenance Set Offered 
By Owatonna Tool 


A manually operated maintenance 
set for autos and light trucks has 
been introduced by Owatonna Tool 
Co., 314 Cedar St., Owatonna, Minn. 

The set includes pullers, attach- 
ments, adapter and accessories, the 
company said, and all tightly fitted 
parts such as gears, bearings and 
shafts can be removed and instal!- 
ed with ease and without damage 
to costly parts. 
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Truck 


Briefs | 





MASSENA, N. Y.—“Little Mo,” a 
one-man firefighting truck built by 
American LaFrance, is being used 
n picnic areas under the jurisdic- 
tion of the New York State Power 
Authority. 

It features a one-man-controlled 
turret on top of the cab operated 
from within the truck. Two 150- 
foot reels of hose permit the fire- 
men to operate away from the 
truck, The vehicle is built on a 
Dodge W-205 chassis, hag four- 
wheel drive and uses Timken tap- 
ered roller bearings in front and 
rear wheels, the pinions, the dif- 
ferentials, the transfer case, the 
steering gear and steering knuckles. 

* * 


Jones Gets Truck Order 


DETROIT.—Just four cents per 
unit less than the bid of a competi- 
tive truck manufacturer won a 
contract for 140 Dodge D500-129s 
for Sam Jones, Hampton Motors, 
Inc., Columbia, S. C. The trucks 
were ordered for the South Caro- 
lina Highway Department. 

a 


New Kansas City Branch 


Is Going Up for IH 

KANSAS CITY.—A new fac- 
tory branch containing 14,100 
square feet, to be ready by mid- 
December, has been started here 
by International Harvester Co. 

The site adjoins International’s 
big parts depot and is at the 
corner of Harvester and Kindel- 
berger Roads. W. H. McPeak, 
manager of the present branch, 
will be in charge of the new 
operation. 

* + 


Wheel Equipment Listed 


LANSING.—Wheel equipment for 
trucks, buses and truck-trailers is 
listed in Catalog MW-159A issued 
by Motor Wheel Corp., Lansing 3, 
Mich. 

+ * oa 
White Builds in Cincinnati 


CINCINNATI.—White Truck has 
broken ground for a new Cincin- 
nati branch headquarters for White 
and Autocar trucks at Spring 
Grove and Station Aves. 

co * + 


Mohawk Says Its Retreads 


Give 50 Percent More Mileage 


AKRON.—Retreaded truck tires 
that will increase tire mileage by 
50 percent and more on the drive 
wheels of over-the-road vehicles 
was the promise made by Mohawk 
Rubber Co. in announcing an im- 
provement in the retreading of 
truck tires. 

The improvement, called the Mo- 
Mile Process, is the result of re- 
search conducted by Mohawk in 
conjunction with the jet aircraft 
industry to develop improved re- 
treading methods and materials for 
the tires used to land these air- 
craft. ing 

ok * x 


Carson Joins Leasing Group 
MEMPHIS. — Carl Carson Co., 
Inc., car and truck rental firm, has 
been awarded a franchise by the 
National Truck Leasing System of 
Chicago. The national affiliation 
will permit Carson customers to 
get service at any NTLS affiliate 
across the country. 
ae es + 


Book Lists All Trucks 


WASHINGTON.—F ull informa- 
tion and pictures of all trucks 
manufactured in the U. S. are con- 
tained in Trucks Fact Book, a new 
publication introduced by Popular 
Mechanics Press in conjunction 
with the 60th anniversary of truck 
manufacture in the U. S. 

* * * 


Army Laud: ‘Piggyback’ 
WASHINGTON.—Substantial sav- 
ings in freight-handling costs, low 
basic rail costs and reduction in pil- 
ferage and handling damage justify 
Military use of “piggyback” opera- 
tions, according to the Army Trans- 
Portation Corps. 
€ * * 
New Washington Offices 
Occupied by White 
CLEVELAND. — White’s foreign 


division office in Washington has 
been moved to 1024 Cafritz Build- 





ing, 1625 Eye St. N. W. The divi- 


sion is headed by A. S. Wilner, 
vice-president. 

The office has been located at 
1700 “K” St. N. W. White’s Federal 
division offices also have been 
moved to the Cafritz Building. 

~ *~ * 


New Fire-Safety Standard 
Advised for Freight Depots 


BOSTON.—A new standard for 
fire-safety provisions in motor- 
freight terminals has been pub- 
lished by the National Fire Pro- 





tection Assn. The proposals are 
purely advisory, NFPA said. 

Location of terminals, building 
arrangements, vehicle servicing 
areas, repair and maintenance 
areas, recommended operating 
practives and other features are 
covered. 

* * +” 


Harvester Opens Sth Branch 


In Los Angeles Area 


VAN NUYS, Calif.—International 
Harvester Co.’s fifth truck branch 
to be opened in the Los Angeles 
area in the last two years now is 
in operation at 5805 N. Sepulveda 
Blvd, 

Sales and service areas, the parts 
department and parking facilities 
cover 62,500 square feet. The build- 





ing includes a showroom, shop and 
parts sections and office space, oc- 
cupying 14,000 square feet. The 
shop area alone covers 6,825 square 
feet. Both day and night service 
are provided. 

* * * 


Entire N. Y. Thruway Exempt 
From Truck-Mileage Tax 


NEW YORK.—All 559 miles. of 
the New York Thruway now are 
exempt from the State’s truck-mile- 
age tax. On other highways, the tax 
still will be levied on motor vehicles 
or combinations having a maxi- 
mum gross weight of more than 
18,000 pounds. 

Joseph H, Murphy, State com- 
missioner of taxation and finance, 
ruled that the Thruway is not a 





public highway, and thus is ex- 
empt from the truck-mileage tax. 
+ + * 


White Opens New Branch 


CHARLOTTE, N. C.—White 
Moter Co. has opened a new 
truck sales and service center at 
Winston-Salem, Located at 
Cherry St. and Polo Rd, the 
branch is headed by B. S. Lucas 
and George B. Kenyon, supervi- 
sor and manager, respectively. 

* * * 


Calhoun Opens GMC Outlet 


CORPUS CHRISTI, Tex. —Cal- 
houn GMC Truck Co. hag been 
opened at 1901 N. Port St., by Bill 
Calhoun, A permanent sales and 
service building is under construc- 
tion at 4444 Baldwin St, 
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SKIE 


MAXIMUM PAYLOAD with durability and 
efficiency that no mass-produced truck can equal 


Unlike mass-produced trucks, every major part 
of the Brockway chassis is specifically selected 
to fit the exact requirements of your job. And 
Brockway’s unique flexible production methods offer 
you the widest choice of individualized vehicles in 


half the delivery time. If trucks are the tools 
of your business, Brockway can point your way fo 


higher profits. 


A Living Legend 
of the Highway 

for more than 
45 years 











Among the NEW Brockway Huskie features: 


@ Wider choice of power—gasoline or diesel 
@ Larger cooling capacity @ Improved power 









€ 


steering @ All steel Safety-View cab ®@ Dual 
headlamps @ Step-Aside fenders @ Easy- 
Access maintenance 
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Goodyear Expa 


date 200,000 gallons. 


E. M. Eickmann, general man- 
ager of Goodyear’s aviation prod- 
ucts division, stated that “the ver- 
satility and durability of our fabric 
storage containers have attracted 
the interest of companies and in- 
dividuals in virtually every field 
where storage or transportation of 


liquids is involved. 


“And, of course, the military rec- 
ognized the value of these tanks 
shortly after World War II and 
has been using them for a variety 
of storage and transportation jobs 


ever since.” 


nds 
Pillow Tank Line 
For Bulk Liquids 


AKRON.—Goodyear Tire & Rub- 
ber Co, has expanded its line of 
collapsible pillow tanks for trans- 
portation or storage of bulk liquids. 

Goodyear, which previously built 
the world’s largest fabric container 
—a 50,000-gallon capacity unit—an- 
nounced that its pillow tanks can 
now be constructed to accommo- 





te 
Diesel for Taxi— 


This is a Hercules four-cylinder diesel 
engine which is undergoing extensive 
road testing in a Checker taxicab. Here, 
the air filter is being checked during a 
routine inspection. 








Light Units in New Line... 





Hercules Unveils Diesels 


(Continued from Page 21) 


self” will be required in a conver- 
sion, Pringle said. 

“The principal deterrent to 
widespread diesel operation in 
light and medium trucks,” Prin- 
gle said, “has been the lack of an 
engine with the proper combina- 
tion of weight, configuration, 
high speed operating characteris- 
tics and initial cost. Our new en- 
gine was designed to take into 
account all of these requirements. 

“Accordingly, we have high hopes 
that diesel power in light and me- 
dium trucks will have the same 
degree of acceptance as it does 
today in large over-the-highway 


In a merchandising move new to 
the engine field, Hercules announc- 
ed it will publish list prices for its 
new line of diesels, As an example, 
the distributor list price of a 115- 
horsepower, six-cylinder, 3,000- 
r.p.m, engine is $1,400. Distributor 





list price of a 50-horsepower, three- 
cylinder diesel engine is $950. 
* ok * 
— new Hercules heavy truck 
engines range from 200 to 350 
horsepower with load capacities up 
to 76,800 pounds gross combination 
weight. 
Among these heavier engines is 
an all-aluminum, 2,600-r.p.m., V-8 





Merchants Motor Freight 
Buys 50 Highway Trailers 


NEW YORK.—Merchants Motor 
Freight, Inc., St. Paul, has ordered 
a trailers from Highway Trailer 


The units are 40-foot, insulated, 
aluminum outer panel Econovan 
tandem trailers. They feature stress 
Panel construction and side panels 
with horizontal corrugations on 
six-inch centers. 





1. Perfect Circle Valve Seals 


solve problem of excessive oil 
consumption past valves! 


New rings and restored valve effi- 
ciency produce higher compression 
pressures—and higher deceleration 
vacuum. Increased vacuum draws 
oil through loose and worn valve 
guides. Stop this loss with new 
Perfect Circle Valve Seals! 


Be sure of customer satisfaction 
—Install Perfect Circle Valve Seals 
on all re-ring and valve jobs. 


2. Perfect Circle 


2-in-1 Chrome Sets 


solve problem of excessive oil 
consumption past pistons! 

2-in-1 Chrome sets provide the 
finest piston rings obtainable! Top 
rings and oil rings are plated with 
thick, solid chrome. Doubles life of 


cylinders, rings, pistons. No tedi- - 


ous break-in is necessary, rings are 
pre-seated at factory. 

Be sure of customer satisfaction 
—Install 2-in-1 Chrome sets for 


thousands of extra miles of power 
protection and positive oil control! 


Only Perfect Circle gives you 


2-WAY POWER PROTECTION! 























Pad 





PERFECT “_CIRCLE 


POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 


Hagerstown, Indiana 


PISTON RINGS AND 








j| engine weighing 1,450 pounds. The 


engine has an automotive rating of 
225 horsepower when naturally as- 
pirated. 

These engines can also be utii- 
ized on buses and other heavy 
automotive vehicles as well as for 
oil field, construction and other 
industrial applications. 

Four of the new engines incor- 
porate a new diesel combusion sys- 
tem described as “revolutionary” in 
the field—the result of an exhaus- 
tive research program in combus- 
tion chamber configuration and 
metallurgy. 

Employing a special alloy insert, 
the combusion chamber permits the 
use of almost any hydrocarbon as 
a fuel, At the same time, it per- 
forms effectively for commercial 
applications where fuel economy, 
durability and reliability are pri- 


mary considerations. 
+ * a2 


Quiet, Economy Offered 
O ADJUSTMENTS are neces- 
sary in changing from one fuel 
to another, it was pointed out, 

The new combustion system is 
said to make possible the “first 
diesels combining the economy of 
direct injection with the silent run- 
ning and smokelessness of precom- 
bustion diesels.” 

Economy of operation is ob- 
tained with an auxiliary chamber 
inside the cylinder head where 
the spray pattern has only minor 
importance and where the pintle 
nozzle is self-cleaning. 

The pintle-type nozzle, according 
to Hercules engineers, makes it 
possible to operate the engine up- 
wards of 100,000 miles in the most 
rigorous types of service without 
maintenance or cleaning with ex- 
cellent fuel economy and perform- 
ance. 

The new engines using this com- 
bustion chamber will be known as 
Hercules “Polydiesels.” 





Divco Develops 
New Engine for 
Multistop Trucks 


DETROIT.—A new four-cylinder 
overhead-valve engine developed 
for service on multistop delivery 
trucks has been introduced by 
Diveo Truck division, Divco-Wayne 
Corp. 

Called the Divco “Golden Missile 
Four,” the engine is rated 80 horse- 
power at 3,500 r.p.m. It has a dis- 
placement of 193 cubic inches and 
a compression ratio of 7 to 1. 
Torque curve characteristics are 
tailored for multistop work, and it 
Operates at full efficiency on reg- 
ular grade gasolirie, Divco said. 
The new engine is designed for 
low gas consumption, long wear 
and normal temperature operation 
under stop-start conditions and 
long periods at idle, the company 
said. 

Divco said all rod and main bear- 
ings are Moraine Durex-100 and 
intake and exhaust valves are posi- 
tive-roto. Valves and seats are 
Stellite-faced, and the crankshaft 
is fully counterbalanced with three 
main bearings. Pistons are Zolner 
Clearomatic aluminum alloy, four 
ring, with the top ring 3/32 of an 
inch chrome-faced. 

The Diveo Golden Missile Four 
can replace Divco Fours, Super 
Fours and Divco L-Head Six en- 
gines in the field. It is optional 
equipment on all Divco Model Ser- 
ies One, 104, 204, 304 and lighter 
Dividend series multistop trucks. 


Alabama Buys 
175 Dodge Trucks 


MONTGOMERY, Ala. — To be 
used in a “crash program” to im- 
prove rural roads before winter, 175 
new Dodge trucks have been deliv- 
ered to the State Highway Depart- 
ment. 

Gov. John Patterson said that 125 
of the trucks were bought from 
Cooper Motor Co., Camden, owned 
by State Senator Roland Cooper. 
The other 50 came from Liberty 
Motors, Birmingham. 

Patterson said there was no 
“favoritism” in giving the contract 
to Cooper. Cooper’s bid, he said, 
was one of the lowest “and he 
was the only one who could give 








us immediate delivery.” 
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In First Nine Months... 





Truck Output Rises 
48 Pct. Over 1958 


By Martin L. Whitmyer 
Staff Writer 

TS industry truck output for 

the first nine months of this 

year was 48 percent above the like 

period of a year ago, but only two 

makers—Ford and International — 

were able to show percent-of-indus- 

try gains over the January-Septem- 
ber period of 1958. 

The 11 volume makers and the 
miscellaneous group — composed 
of Corbitt, Marmon - Herrington, 
Federal, FWD, etc—turned out 
903,534 trucks during the first 
nine months of this year to rec- 
ord their highest three-quarter 
output since 1955, when 933,864 
commercial vehicles were rolled 
from U.S. assembly lines. 

This year’s output also compared 
with the 610,295 trucks turned out 
during the first nine months of last 
year, and the 870,762 units rolled 
from the assembly lines during the 
entire year of 1958. 

+ * * 

th picked up its 2.74 percent- 

age points by turning out 
255,363 units for 28.26 percent of 
total industry assemblies during the 
first three quarters of this year, 
compared with 25.52 percent on 
155,751 units during the like period 
a year ago. 

Numerically, Ford’s truck as- 
semblies were 70 percent higher 
this year than during the first 
nine months of 1958. 
Paradoxically, the industry’s big- 

gest truck producer, Chevrolet, lost 
the most ground from 1958 as it de- 
clined 1.71 percentage points. 

Chevrolet upped its numerical 
output 40.2 percent, but captured 
only 30.54 percent on 275,939 assem- 
blies this year, compared with 32.25 
percent on 196,797 trucks during 
the first three quarters of a year 
ago, 

* oo * 

NTERNATIONAL increased its 

numerical output 60.2 percent 
and raised its share of total indus- 
try output 0.93 points over the 
first nine months of last year. 

The 110,530 trucks produced by 
International during the first 
three quarters of this year ac- 
counted for 12.23 percent of total 
industry assemblies, compared 
with 11.30 percent on 68,979 
trucks turned out during the like 
period of 1958. 

Smallest loser in percentage 
ground was Studebaker, which de- 
clined 0.02 points from a year ago. 

Studebaker’s output of 10,142 
trucks during the first three quar- 
ters of this year was good for 1.12 
percent of total industry output, 


16 Distributors 
Named by Mack 


PLAINFIELD, N. J.— Appoint- 
ment of 16 new distributors in the 
U. S. and Canada has been an- 
nounced by Mack. They are: 

Custom Transportation Co., San 
Bernardino, Calif.; Quebec City 
Mack, Quebec; Valley Mack Sales 
Co., Columbus, Ga.; Watkins Sales, 
Inc., Thomasville, Ga; Capitol 
Trailer & Body Co., Springfield, 
Ill.; Wolf Bros., Inc., Marion, Ind.; 
Lawrence Motors, Red Wing, Minn. 

Capitol Mack, Inc., Baton Rouge, 
La.; Nathe Chevrolet, Inc., Colum- 
Bob Boedeker Ford Mer- 
cury Sales, Troy, Mo.; F. P. Mc- 
Keefe Co., Inc., Plattsburgh, N. Y.; 
Philber Equipment Corp., Emmaus, 
Pa.; Voight Buick, Inc., Aberdeen, 
8S. D.; El Paso Mack Trucks, Inc., 
El Paso, Tex.; Pringle Motor Serv- 
ice, Clarksburg, W. Va., and Mc- 
Curtain Motor Co., Rock Springs, 
Wyo, 








New York Dealer Unit 


Schedules 50th Meeting 


NEW YORK.—The 50th anniver- 
Sary meeting of the Brooklyn and 
Long Island Automobile Dealers 
Assn., Inc., is scheduled for Apr. 
28, 1960, according to Peter A. Gor- 
don, executive vice-president. 

The meeting and dinner will be 
held at the Salisbury Club, Hast 





Meadow, Long Island. Officers will 
be elected at the meeting. 


compared with 1.14 percent on 6,948 
assemblies a year ago. Studebaker’s 
numerical output, however, was 45.9 
percent above a year ago. 
* * *- 

MC showed a 47-percent in- 

crease in numerical output over 
a year ago, but lost 0.05 percentage 
points on the basis of 7.18 percent 
on 64,829 assemblies this year, com- 
pared with 7.23 percent on 44,091 
units turned out during the first 
nine months of a year ago. 

Dodge boosted its numerical 
output 45.4 percent, but lost 0.12 
percentage points from the first 
nine months of a year ago. 

Dodge turned out 59,225 trucks 
to capture 6.55 percent of total in- 
dustry output during the first three 
quarters of this year, compared 
with 6.67 percent on 40,720 assem- 
blies during the like period of 1958. 

Willys upped its numerical out- 
put 38.2 percent over the first nine 




















How Each Maker Fared .. . 
Nine-Month Truck Output—'59 vs. 58 
9-Month Pet. of 9-Month Pet. of 
Output, Total “a Total 
1959 Output Output > 
CHEVROLET. .................. 275,989 30.54 196,701 $2.25 —L71 
0.50 4,104 0.67 —0.17 
0.27 2,012 0.33 —0.06 
6.55 40,720 6.67 —0.12 
28.26 155,751 25.52 +2.74 
7.18 44,091 123 —0.05 
12.28 68,979 1130 +0.93 
1.47 11,102 182 —0.35 
1.12 6,948 114 —0.02 
1.67 12,335 2.02 —0,35 
9.83 64,255 10.53 —0.70 
0.38 3,201 052 —0.14 
903,534 100.00 610,295 100.00 











months of a year ago, but was sec- 
ond to Chevrolet in its percent-of- 
industry decline. 

Willys turned out 88,802 commer- 
cial vehicles: to capture 9.83 percent 
of total industry assemblies during 
the first nine months of this year, 
compared with 10.53 percent on 
64,255 units turned out during the 
like period of a year ago. 

+. + + 


ITE hiked its output 22 per- 
cent from 12,335 assemblies a 


year ago to 15,051 trucks this year, 
but lost 0.35 points in its share of 
total industry output, Its output 
during the first nine months of this 
year was good for 1.67 percent of 
total industry assemblies, compar- 
ed with 2.02 percent gained on last 
year’s assemblies. 

k turned out 13,323 trucks 
during the first nine months of 
this year to capture 1.47 percent 
of total industry assemblies, but 
lost 0.35 points from a year ago, 








when it captured 1.82 percent of 
total industry output on 11,102 
assemblies. 

Its numerical production, how- 
ever, was 20 percent above the first 
three quarters of 1958. 

Divco upped its numerical output 
19.6 percent but lost 0.06 percentage 
points in its share of total industry 
output, 

* cd + 
prec captured 0.27 percent of 
total industry output on 2,406 
assemblies this year, compared 
with 0.33 percent on 2,012 trucks 
produced during the same period 
last year, 

Diamond T lost 0.17 points on 
the basis of 0.50 percent of total 
industry output on 4,479 assem- 
blies during the first nine months 
of this year, compared with 0.67 
percent on 4,104 trucks turned 
out during the like period a year 
ago. 

The miscellaneous group showed 
a 7.6-percent boost in numerical 
output, but lost 0.14 points from a 

year ago in percent of total in- 
dustry assemblies. 

The group captured 0.38 percent 
of total industry output on 3,445 as- 
semblies during the first three 
quarters this year, compared with 
0.52 percent on 3,201 trucks last 
year. 
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Earl Hodges, President, Hodges White Truck Company, Wichita Falls, Texas. 


Earl Hodges knows trucks and truckers. 
Knows their problems and how to help 
solve them. He likes being in the truck 
. and he’s good at it! 

In 1948, Earl bought half interest in the 
Wichita Falls Wuire distributorship. By 


1955, he was sole owner. And today 
the Hodges White Truck Company is 


business . . 


truckers’ headquarters for all 


central Texas and southern Oklahoma. 


tomers—and brings 
business,”’ 


they need for their 


the top service faci 


of north- 
heavy-duty trucks. 


“WHITE quality makes satisfied cus- 


Earl says. And that means 
helping truckers get exactly the WuHITEs 


To back up his truck sales, Earl offers 


a new, modern building with complete 
factory-authorized service for all WHITE 


is staffed 


them back for repeat phase of 


specific hauling jobs. 


words: 
lities in his area... 


And his organization 





WORLD LEADER IN HEAVY DUTY reuccs @ 





with people who know every 
the trucking business: sales, 


service and parts. 


It’s a perfect combination—and Earl 
sums up the results in just three big 
“Business is good!” 


THe Wuite Motor Company 


CLEVELAND 1, OHIO 


Branches, distributors, dealers in all principal cities 


WHI ITE 
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What's New... 








In Parts and Accessory Distribution 








ASIA Appoints 
Education Unit 


CHICAGO.—The Automotive 
Service Industry Assn. announced 
the appointment of a new voca- 
tional education subcommittee to 
continue expansion of its “Automo- 
tive Instruction in Our Schools” 
program. 

Wholesaler members are: Robert 
E. Phelps, Phelps-Roberts Corp., 
Washington, chairman; L. K. Ever- 
son, H. E. Everson Co., Grafton, 
N. D.; C. Howard Hout, Keenan 
Auto Parts Co. Albany, Ga.; G. 
Earl Koch, Auto & Aero Supply 
Co., Inc., Cincinnati; L. M. Welch, 
Forncrook Automotive Supply, 
Inc., Flint; David Welsh, Welsh 
Auto Parts Co., Paterson, N. J. and 
J. K. Wilkinson, Pomona Motor 
Parts, Pomona, Calif. 

Manufacturer members are: Mar- 
tin W. Bazner sr., Ammco Tools, 





Ine., North Chicago, Ill. and E. W. 
Windsor, Sherwin-Williams Co., 
Cleveland. Parts rebuilder member 
is Albert S. Holzwasser, Arrow 
Armatures Co.,, Boston, and Dick 
Buckley of the ASIA staff is sec- 
retary of the committee. 
* * > 


Ben and Dons Opens 
ATLANTA.—Ben and Dons, auto 
accessories dealer, has opened at 
339 W. Peachtree. 
* oe + 
Louisiana Salesman Wins 


Martin-Senour Contest 


CHICAGO.—An automotive parts 
salesman from Bunkie, La., won 
first prize of $500 for being the top 
student in the “College of Colorful 
Knowledge” training program 
sponsored by the Martin-Senour 
Paint Co.’s automotive division. 

Paul Jeansonne, of Farr Auto 
Supply Co., 510 S.W. Main St., re- 
ceived the top award for submit- 





ting the best examination paper on 
how he increased his profits by 
equipping himself with product in- 
formation. 

oe * * 


New Buildings in Atlanta, 


Dallas Opened by Snap-on 


KENOSHA, Wis.—Snap-on Tools 
Corp. has opened two new regional 
warehouses and office buildings in 
Atlanta and Dallas. 

R. C. Lapp, Southwest regional 
manager, will direct the Dallas fa- 
cilities, and C. W. Hooper, Southern 
regional manager, will be in charge 
of operations in the new Atlanta 
building. 

* * * 


Bowes ‘Seal Fast’? Names 


12 Additional Distributors 


INDIANAPOLIS. — Twelve fran- 
chised distributors have been ap- 
pointed by Bowes “Seal Fast” Corp. 





They include: Walter S. Hoyer, 





Brake Firm Cited— 


Don Boulton, center, president, Yow 
Brake & Clutch Supply, Oklahoma City, 
receives the World Bestos Distinguished 
Service Award from R. A. Riley, president 
of the New Castle (Ind.) brake lining firm. 
Shown with Riley and Boulton is J. P. 
Mycue, World Bestos district manager. 





New Cumberland, Pa.; Joseph A. 
Duling, Alexandria, Va.; Lowell G. 
Herman, Kansas City; Robert G. 
Steele, Monmouth, Ill.; Harry Lee 
Holmes, Hollywood, Fla.; Conrad 
Kunkel, Olney, Tex.; Frank J. Gaff- 
ney, West Barrington, R. I.; Thom- 
as P. Clark, Miami; Edward S. 
Sternberg, Bridgeport, N. Y.; Chris 














You Need 


Is Available 


Right 





Now! 


Joint Replacement Kits ¢ 


Monmouth Clutch Plates . 





Because Spicer keeps over 1,000 field distribution 
points stocked with all models of Power Take-Offs 
and PTO Joints, you can depend on availability 
whenever and wherever you need it. Call your 
Spicer distributor today—or write Dana Corpora- 
tion for information. 


DANA CORPORATION «+ DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 
¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches 
Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 


— 


K. Person, Duluth, Minn.; Wayne 
F. Mullinax, West Ashville, N. C,, 
and Stanley Snodgrass, Grand {s- 
land, Neb. 


AWDA ‘to H onor 
‘Man of the Year’ 


KANSAS CITY.—The Automo- 
tive Warehouse Distributors Assn. 
President’s Award will be present- 
ed to the “Automotive Man of the 
Year” at AWDA’s annual conven- 
tion here starting Nov. 2. 

The award will go to a man se- 
lected by a committee of editors. 
He will not be identified until the 
presentation before the joint lunch- 
eon of AWDA manufacturers and 
distributors at the Muehlebach 
Hotel. 

What a warehouse distributor ex- 
pects from a manufacturer and 
what a manufacturer expects from 
a warehouse distributor will be the 
subject of a discussion at the 
luncheon session. 

* + * 
Bearings Makers Deny 
Illegality in Pricing 

BROOKLYN. — Denying Federal 
Trade Commission charges of un- 
lawfully charging competing cus- 
tomers different prices, the makers 
of ABC bearings have declared 
their challenged pricing policy “is 
in full accordance with the customs 
of the trade.” 

American Ball Bearing Corp., and 
Leo L. Lowy, trading as American 
Ball Bearing Co., admitted that 
jobbers are charged 10 and 20 per- 
cent more than distributors and 
warehouse distributors, respective- 
ly, and that distributors are 
charged 10 percent more than 
warehouse distributors. However, 
they denied any illegality in this. 
They requested dismissal of the 


complaint. 
* + 


6 New Directors 


Named by MEMA 


NEW YORK.—E lection of six 
new directors has been announced 
by the Motor & Equipment Manu- 
facturers Assn, They are: 

For the 1960-61-62 term: R. D. 
Adams, Clayton Mfg. Co., El] Monte, 
Calif.; C. A. Benoit, Permatex Co., 
Inc., Huntington Station, N. Y.; 
G. H. Goehrig, Blackhawk Mfg. Co., 
Milwaukee, and R. D. Williams, E. 
Edelman & Co., Chicago. 

For the 1960 term: W. A. Raferty, 
Signal-Stat Corp., Brooklyn, and 
P. R. Smith, Commercial Solvents 
Corp., New York. 

os ok o* 

Firm Opens Detroit Office 

DETROIT.—John MacKenzie, 
president of Automotive Industries, 
Inc., Owendale, Mich., manufactur- 
ers of sleeper cabs and automotive 
arm rests, has opened a Detroit 
office at 15800 W. McNichols. 

ab 


* * 


CAWMA Board Considers 
Programs of the Association 


MONTEBELLO, Que, — The 
board of the Canadian Automotive 
Wholesalers & Manufacturers Assn. 
met here to consider internal and 
external programs of the associa- 
tion. 

The directors held a “brainstorm- 
ing” session on new ideas and pro- 
grams for the association. 

ok co * 


Bickerstaff to Open Branch 
RICHMOND, Va.—A _ 9,000- 
square-foot branch of Joseph L. 
Bickerstaff’s Sons, Inc., Richmond’s 
oldest auto parts jobber, will be the 
first business in an industria] park 
at old Mooers Field. 
* * ok 


Herbrand’s McMullen Heads 


Service Tools Institute 

NEW YORK.—T, A, McMullen, 
general manager, Herbrand divi- 
sion, Bingham-Herbrand Corp., has 
been elected president of the Serv- 
ice Tools Institute. 

The Service Tools Institute is 2 
national trade association with 4 
membership comprised of manu- 
facturers of mechanics’ tools. 

* +r a 


Spark Plug Case Offered 


NEW ROCHELLE, N. Y.—Nison- 
ger Corp. is offering a metal display 
case for K. L. G. spark plugs for 
Volkswagens. The cases which hold 
nine boxes of plugs are available 
with the purchase of 36 boxes (four 





plugs to a box). 
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Auto Personnel 








Ray Burnett jr., 31, has been ap- 
pointed supervisor of sales train- 
ing in the Studebaker-P ackard 
merchandising department. 

Burnett, who rejoined the corpo- 
ration after a five-year absence, 
was employed in the Studebaker 
plant from 1949 to 1954. He will 
assist Studebaker dealers on sales 
training. te 


Olds Shifts Field Force 


In Upper Midwest 
Robert G. Brandt, formerly 

Oldsmobile district manager at 
Mankato, Minn., has been named 
new District One manager in 
Minneapolis. Replacing him in 
Mankato is William E. Roby, for- 
merly district manager in Sioux 
Falls, 8. D. New district manager 
in Sioux Falls is Robert Blesner, 
who formerly was associated 
with Gronvold-Blesner, Inc. 
(Oldsmobile), Minot, N. D. 

Earl M. Nelson, formerly Olds- 
mobile district manager in Du- 
luth, Minn., has been named Dis- 
trict One manager in Milwaukee. 
Replacing him at Duluth is John 
T. Abbett, formerly district man- 
ager in Brainerd, Minn. New dis- 
trict manager in Brainerd is How- 
ard Granger, who formerly was 
assistant office manager-car dis- 
tributor in Chicago. 


* * 
VW Distributor Names 


Baker District Sales Chief 


Lorenzo P. Baker jr. has been 
appointed Northern district sales 
manager for Midwestern VW Corp., 
Columbus, O., Volkswagen distribu- 
tor in Ohio and Kentucky. 

Baker formerly was sales man- 
ager of C. E. Morris Co., Colum- 
bus, O. 


* * * 


Hycon Promotes Laidlaw 


James S. Laidlaw, engineering 
vice-president, has been elected 
vice-president and general man- 
ager of Hycon Mfg. Co. He suc- 
ceeds William T. Snebold, who has 
resigned. Edmund W. Baker, for- 
merly with Rheem Mfg. Co. suc- 
ceeds Laidlaw as engineering vice- 
president and chief engineer. 

* * * 


Radtke in New Post 


Donald F. Radtke has been ap- 
pointed fleet sales manager for 
the seating division of American 
Metal Products Co. He will be 
responsible for sales to truck 
fleets of AMP’s newly developed 
American U nison-Action truck 
seat. 

* * + 


Campbell to Guide Sales 
In Dunlop’s Tire Unit 


Dunlop Tire & Rubber Corp. has 
appointed Edward C. Campbell 
Sales manager of its tire division. 

A member of the Dunlop sales 
organization for. nine years, Camp- 
bell has been sales manager of the 
firm’s foam rubber division since 
1957. 

* * * 


Gebron and Baldwin Join 
Amalie Pennsylvania in Sales 


Two new representatives have 
joined the Amalie Pennsylvania 
Oils and Lubricant sales force. 

Charles J. Gebron is working in 
the northeast Albany zone. Harvey 
J. Baldwin is working in the Mid- 
west Pittsburgh zone. 

+ + + 


Seiberling’s Olling Retires 
S. G. Olling, Midwestern repre- 
sentative of Seiberling Rubber Co.’s 
manufacturers sales department, 
has retired. He is succeeded by 
H. R. Salter, 3513 W. National 
Ave., Milwaukee. 
- ~ + 


Rowen, Lynch,. Thompson 


Are Promoted by Sparton 
George Rowen, Sparton Corp. 
vice-president and. general man- 
ager of the Sparton Electronics 
division, has been promoted to the 
newly created position of corporate 
vice-president with responsibility 
for acquisitions, industrial relations 
and military contract negotiations. 
John J. Lynch has been named 
acting manager of the electronics 
division. Blair H. Thompson, corpo- 


assistant secretary and assistant 
treasurer of the corporation. 
o * * 
Bonnington Appointed 
Appointment of James R. Bon- 
nington as manager of by-products 
for Chrysler Corp.’s purchasing de- 
partment was announced. He will 
be responsible for the sale or dis- 
posal of all surplus, salvage or 
obsolete materials, equipment, ma- 
chinery and facilities. 
* cad + 


Hyatt Gets AC’s Johnson 


Clifford L. Johnson has been ap- 
pointed manufacturing manager of 
Hyatt Bearings division. James L. 
Elliott succeeds Johnson as direc- 
tor of production engineering at 
AC Spark Plug in Flint. 


General Trading Appoints 


Cummins to Sales Position 
Bruce E. Cummins has been 
named general sales manager, 
automotive, of General Trading Co. 
He will handle merchandising of 


automotive equipment as part of 
the company’s recently expanded 
distribution and merchandising 
program. 

For the last 15 years, Cummins 
has been with Cave Supply Co., a 
division of General Trading, as 
general manager during the last 
several years. 

A * 


AMC Promotes Engstrom 

John E. Engstrom has been ap- 
pointed manager of factory oper- 
ations, automotive export, at the 
American Motors Corp. plant in 
Kenosha, Wis. He succeeds W. J. 
Reagan, who has retired. 

+ * 


+ 
Hewson Named Sales Chief 


Robert M. Hewson has been ap- 
pointed sales manager of Baird 
Dynamic Corp. Prior to joining 
Baird, Hewson was Northeast rep- 
resentative for Dynatron Corp. 

* * x 


Cluff Retires at Stevens 


W. Joseph Cluff, a veteran of 
many years in the plating and 
foundry industries, closed a career 
of service as a supplier to these 
fields when he retired as president 
of Frederic B. Stevens, Inc. He will 
continue as a consultant to Stevens 
and as a member of the board of 
Udylite Corp. 











Johansson Visits the Chevy Show— 


A knockout in the first round of the new season of Dinah Shore Chevy Shows was, 
appropriately, Ing h , world heavyweight boxing champion from Sweden. 
Here, from left, in a picture taken on the show's set in New York are Leon Dorn, 
Chevrolet assistant national advertising ger; Joh ; Dinah, and Colin Camp- 
bell, executive vice-president of Campbell-Ewald Co. and supervisor for the Chevrolet 
account. 











Announcing— 


THERMO-TEMP 


ENGINE 


HEATER 





Automatically keeps ALL liquid cooled engines warm 
for “summer” starting—operates on vehicle’s own fuel. 


e Reduces battery run-down, stalling, downtime, and 


maintenance costs. 
e Saves fuel. 


e Assures ‘“‘summer’”’ starting in cold temperatures 
and furnishes immediate cab heat and defrosting. 


e Eliminates cold engine wear and the necessity 


for engine idling. 


ever the engine temperature drops to the predeter- 
mined point. 


DEPENDABLE AND SAFE—Three years of intensive 
engineering and performance testing have resulted in 
the development of this basically simple unit. It is 
thoroughly dependable and safe and easy to install. 
The Thermo-Temp assures warm engine starts on the 
coldest mornings. There is no more wasted money 
and time waiting for a cold engine to start and warm 





rate controller, has been. appointed 


WHAT IT DOES—The new Thermo-Temp Engine 
Heater automatically maintains the operating tem- 
perature of the coolant in gasoline, diesel and propane 
engines even when the engines are not running. 


HOW IT WORKS—The Thermo-Temp Heater be- 
comes an integral part of the cooling system. When the 
engine temperature ene to a predetermined point, a 
thermostat automatically starts the heater. The unit 
then draws coolant from the engine block, passes it 
through the heat exchanger, operated by the engine’s 
own fuel, and returns it to the block. When the engine 
has reached operating temperature, the Thermo-Temp 
automatically shuts off. is cycle is repeated when- 

Copyright 1959 Thermo-Temp Industries, inc. 


Thermo-Temp Industries, Inc. 
IBM BLDG. - 7708 SECOND BLVD. « DETROIT 2, MICH. 


up. Get full details today. 


SEND THIS COUPON FOR FULL INFORMATION 


Thermo-Temp Industries, Inc. 
7708 Second Bivd., 
Detroit 2, Mich. 


Send complete details on the money-saving Thermo-Temp 
Engine Heater. 


NAME 





COMPANY 





ADDRESS 





CITY. STATE 
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ADVERTISEMENT 





Who Goes There? 
ADVANCE and be RECOGNIZED!! 


“Operation Professional Salesman” 


YOU KNOW YOU'RE GOOD 
BUT THE PROSPECT DOESN'T. PROVE IT. 





Put the prospect at ease in a confident, courteous, unhurried, relaxed manner, En- 
thusiasm will enter the picture when we get to our product but on the greeting lets 
get the prospects confidence and control the sale but not obviously so. Selling PRICE 
ALONE?? And lose the sale to another make. No, sir, we're loaded for bear with 
' COMPLETE SELLING—ALL OPERATIONS. 


OPERATION PROFESSIONAL SALESMAN is an Invaluable Program de- 
specifically for Our Automobile Salesmen. Nine Realistic Productive 
Operations covering all phases, all in One Convenient Unit, Tried and 


Proven for More Sales at a Greater Profit. 


One of the most important phases of Our Automobile Busi- 





|Ad Ideas 


Key to a Corvair 
ARL TURVEY was the happy 
winner of a Corvair in a pro- 

motion staged by Bates Chevrolet, 

Springfield, Ill., and Radio Station 

WTAX, Bates and WTAX distrib- 

uted keys to a padlocked Corvair 

and, on the appointed day, the key- 
holders lined up to try their luck. 

Turvey’s key opened the padlock, 
and he drove away in the Corvair. 

+. * * 

Full-Page ‘Thank You’ 
IMNACH FORD, South Nor- 
folk, Va, used a full-page 

newspaper ad to tell its customers, 

“Thanks for a record-breaking ’59 

model year.” 

The ad featured individual pic- 
tures of dealership executives and 
group photos of salesmen, service 
employes, parts employes and office 
personnel. 

The '59 model year, the ad said, 
was the best in history for the 
dealership. 





* * 


NOW / attach sHorT or LONG 


LENGTHS OF CRUSHPROOF TUBING 
IN A FEW SECONDS WITH THE NEW 


SPIRALOCKS 











For 2”, 2%" and 3” Tubing 

. » Screw four turns over 
outside of tubing . . . can't 
pull apart . . . airtight fit 


* 


One of Our 2,200 Automo- 
tive Jobbers Is Near You... 
Call Him or Write Us 











In my work over the years as a Salesman, Sales Manager, Gen- 
eral Manager, District Manager and now Director of Sherwood 
Associates, | have conducted group sales meetings, trained, 
and associated with many Fine Salesmen and the BEST of them 


ter how Great the Product, it must be taken to MARKET and 
SOLD with Proof Positive and Product Interest. As AUTOMOBILE 
MEN, we MUST continue to be KEEN and ALERT to progress 


even further... . 
BUILDING AND STRENGTHENING a Permanent Productive Sales 





ness today is DAILY ORGANIZED DIRECTION for Our Salesmen. Time to Tell All 
Nev aoe Ramblers gave Gil 


Webber Motor Co., Kansas City, 


an opportunity to stage an open 
are Hungry for Constructive Leadership and Direction. No mat-|house celebration and to bring 
some facts about the organization 


before the public. 


The open house was announced 


TODAY, TOMORROW, AND NEXT YEAR,| by a personal invitation from Gil 
Webber. It ran three days, with 


F. S. Huganir 


Force. 


Sales Managers and Salesmen like “OPERATION PROFESSIONAL SALESMAN." 


@ A tried and proven program, timely, realistic, and to the point. Maintains model 


run enthusiasm. 


@ A constant reminder Basic Sales Procedure in conjunction with his individual 
personality and experience, keeping uppermost in mind THERE ARE NO SHORT 


CUTS TO COMPLETE SELLING. 


@ The Salesman's complete record of Owners and Prospects. 


@ Always at hand, a compact and convenient NINE operation unit for the Sales- 


man's desk, outside activity, and to take to sales meetings. 


@ The efficiency of smooth team work opera 


ry + lat 


for individual and group i e sales meetings. 





@ Salesman's Weekly Operating Pulse Sheets. Pin Points which activities need 


stepping up. 


@ Additional compensation through more sales at a greater profit. 





@ Lends Importance and Recognition to the job of th j ; 
Attributing to HIGH MORALE, ENTHUSIASM, CONFIDENCE in himself, 


Future, the Product, and Dealer Organization. 


his 


Mr. Dealer and Mr. Sales Manager, “OPERATION PROFESSIONAL SALESMAN" = 
et 


Gssist you to attain INCREASED SUCCESS IN A LARGE OR SMALL DEALERSHIP. 
us be a part of your Vital Plans for the FUTURE, TODAY. 


EACH SALESMAN RECEIVES: 
A high grade fabrihide binder 11%" by 8" large enough for holding NINE Pro- 


ductive Operations. All in one unit for Salesman's activities at his desk, outside, 


and to take to sales meetings for Sales Manager's convenient individual and group 
assistance. 


—-Operations 1—COMPLETE SELLING . . . Basic Sales Procedure Section. Five Opera- 
Through 5 tions covered in detail. 


6—Hot Prospect Track-Down Section. New and Used. All information 


—Operation 4 
visible at a glance. 400 large outlined workable sheets 62" by 4". 


—Operation 
people before they become shoppers. 
8—Customer Follow-Up Section. Alphabetized. Complete Selling means 


—Operation 
Repeat Selling. 


9—Salesman's Weekly Operating Pulse Sheets. Easy to work. Shows 
ratio of weekly sales to necessary activities. Pinpoints activities 
that need stepping up to reach sales goals. Extremely effective. 


Ample Supply. 


—Operation 


Endorsement letters are on file from Auto Manufacturers and Dealers. 
To Order: SHERWOOD ASSOCIATES 

660 Blue Hill Road 

Westwood, New Jersey 


Send #._._. Complete "Operation Professional Salesman" Programs, One 
Program for each Salesman at $24.00 for each Program, Check payable to 


Sherwood Associates. Postpaid in U. S. 
NAME eR ae . 


STREET - VS ASSES A ses ates ee igi 


EES res . STATE ann aieneiniae! 





If after 10 days, you think this is not a timely, realistic, and worthwhile program, re- 


turn programs and money will be refunded. 


@ Complete Selling Means Repeat Selling © 
More Sales at a Greater Profit 
Today-Tomorrow-Next Year 





tion gives Sales Managers more time 


e Aut hile Sol > «'s 


7—Organized Prospecting Review Section. Taking our product to the 





free refreshments, musical enter- 
tainment, test drives and a tour of 
the dealership. 

The announcement ad stated that 
Gil Webber, president, had been in 
the automobile business in the area 
Since 1923 and that the average 
employe had worked 10 years for 
the firm. 

The announcement said that all 
employes were hired on the basis 
of their dependability, high integ- 
rity and sense of responsibility. The 
public also was invited to meet the 
dealership “family” — Al Marcum, 
general sales Manager; Darrel 
Reed, used-car sales manager; 
Frank Hines, new-car sales man- 
ager; Russell Roby, sales manager, 
and Harold E. Doty, parts man- 
ager. 

+ * Bd 

‘Lost or Strayed’ 

UGUSTA RAMBLER SALES, 

Augusta, Ga., received excel- 
lent results for its service depart- 
ment from the following advertise- 
ment placed in the local news- 
Paper: 

“Lost or strayed from home, 
Rambler and Nash owners. Family 
misses them very much. If found, 
please return as they need their 
mother’s attention and affection. 
‘There is no place like home.’” 

ing *” 


Dealers Activity 
Keeps Humming 


In New England 


barnes auto business is pretty good 
in Northern New England, 
judging from dealer activity that 
has been taking place recently. 

In Manchester, N. H., MacKenzie 
Motors, Inc., held a grand opening 
at its new showroom, garage and 
| used-car lot on the Daniel Webster 
Highway. Ladies received free gifts 
and there were coffee and dough- 
nuts during the celebration. The 
firm, owned by Victor A. MacKen- 
zie, formerly was located at 922 
Beech St. 

An open house with reception 
and buffet was held at Truck Cen- 
ter Co., Inc., 140 Blaine St., Man- 
chester, which has been appointed 
New Hampshire distributor for Reo 
trucks and parts. The firm is head- 
ed by Fred Lamy and T. W. Paul. 

Arthur Hebert and his sons Ar- 
thur and Norman, have purchased 
interests held by Ed Auffrey in 
Hebert & Auffrey Auto Sales Co., 
| Manchester. The firm now will be 
operated under the name of A, R. 
Hebert & Sons Auto Sales, Inc. 

In Auburn, Me., Robert P. 
Schoppe was appointed a Ford 
dealer in the Augusta-Gardiner 
area and took over Capital City 
Motor Co., Augusta, which he will 
operate under the new name of 
Schoppe Ford Sales. 

In Lewiston, Me., Davis Cadillac 
Co., Inc., held a three-day showing 
of the 1960 Oldsmobile, with Linda 
Mills, “Miss Maine of 1960,” as its 
guest. 

















EVERYTHING NEEDED to Remove Deadly Carbon 
Monoxide Fumes from Your Garage, Including... 
* 

Spiralocked or Regular Tubing . . . Twin Tailpipe 
Fittings for All Cars .. . Adapters... “Y’’ Con- 
nectors ... Door Fittings . . . Service Station Sets 

.. . ALL MADE OF NEOPRENE. 


CRUSHPROOF TUBING COMPANY 


McCOMB, OHIO 
CYprus 3-2111 or 3-2121 


Nation's Largest Maker of Neoprene Tubing 
and Fittings for Garage Exhaust Systems 




















AUTO WORK NUMBER METAL TAGS 


Easy and accurate way to 
keep up with car, parts 
and labor. 





Long lasting metal number tags — large 4" 
easy to read numbers. One side has black num- 
bers (to indicate work completed); the other side 
has red numbers (to indicate work has not been 
completed). 


DIXIE SEAL & STAMP CO. 
83 Poplar St. + Box 972 Atlanta 1, Georgia 
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LOOK HIM UP TONIGHT - 
CALL HIM UP TOMORROW! 


The trade-mark heading (above) is used as the Willys TV commercial close. Week in — 
week out, it is exposed to millions of prospects on the popular Maverick TV program. 
Just one of the reasons why ‘Jeep’ Vehicles are out in front, and still climbing. 


‘ ° 
The Jeep’ Franchise 
@ ‘Jeep’ dealer gross profits average more than $400 per vehicle after washout. 


@ about 50% of sales are clean deals. 
@ high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original 
factory list. 


@ substantial extra profits from sales of special ‘Jeep’ equipment, averaging 
$249 per vehicle, and sales of parts and accessories. 


The Maverick TV show 


@ one of America’s top ten TV shows,' (consistently, week after week). 

@ more men watch Maverick than any TV show? (and the man decides the auto- 
motive buy). 

@ more viewers per home than any TV show plus high sponsor identification? 
(they watch the show, and get the Willys Message). 


e@ 75% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 


























@ great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ Willys Sales curve . . . out in front and still climbing.) 
vehicle franchise increases profits with little increase in overhead! 1. Neilsen Television Index. 2. Neilsen and Trendex Television Reports. . 3. Trendex Television Reports. 
Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line-or added to a "TAT. SA METa. MAAR. Tae 2) 4 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and “Maverick”. . . | eng « shire dt ere at DEPT. 632 
the only top-rated TV show promoting a commercial vehicle line every week. | y : at ’ dx ; F ‘ 
Since many dealer points are being closed and Willys Franchises are established Yes, without obligation, I m interested in learning the detailed 
only on a market potential basis, the number of points still open is limited. Each facts about the ‘Jeep’ franchise. 
offers a profitable future to the right man. For complete information please Name 
? fill in and mail coupon. 
eo a Address. 
& é WORLD’S ONLY COMPLETE LINE City. "State. 
ue me OF 4-WHEEL DRIVE VEHICLES | Business Position 
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Dodge to Spend More... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Aiming for greater impact, great- 
er readership and greater sales, 
Dodge truck advertising for 1960 
will carry a 20 percent higher bud- 
get in support of the theme “You 
Can Depend on Dodge to Save You 


Money in Trucks.” 

“Research has indicated 
that 1959 Dodge truck advertis- 
ing made significant strides in 
winning exceptional attention 
from truck prospects,” said W. D. 
Moore, director of advertising 
and sales promotion. “The 1960 
advertising should do even more 
to generate extra activity at the 

level. 

“With our greater coverage of 
the heavy-duty truck field, partic- 
ularly with the new Cummins- 
powered Dodge diesels, expanded 
budgets for both advertising and 
sales promotion were indicated. 

“Most phases of the 1960 adver- 
tising program have been carefully 





aimed at reaching the truck buyer 


rather than the broad masses. We 
feel that our money works harder 
this way.” 

Kicking-off the ’60 campaign, a 
four-color, two page spread ap- 
peared in such national magazines 
as the Saturday Evening Post, 
Time and Newsweek in early Oc- 
tober. This heralded the new Dodge 
Sweptline light-duty pickup. 

A similar four-color two-page ad- 
vertisement featuring the big new 
diesel, first of its kind to be built 
by Dodge, will follow, and will be 
included in the Post schedule, 
Moore said. This inclusion of heavy- 
duty truck advertisements in na- 
tional magazines results from a 
significant change in advertising 
concept, Moore said. 

“We realize that we would not 
ordinarily advertise this type of 
truck in a mass-circulation maga- 
zine such as the Post,” Moore said. 
“However, we feel very strongly 
that the impression it creates of 
Dodge leadership in design and en- 
gineering helps sell the complete 


]| line. Thus we do a double barreled 





job—directly reaching those read- 
ers who are high-tonnage buyers 
and, indirectly creating a favorable 
Dodge image of the entire line in 
the minds of all truck buyers. 
Moreover, to pinpoint our audience, 
this same ad, in a two-color ver- 
sion, will be published in a wide 
range of fleet publications,” Moore 
said. 

Dodge also will use eight fleet 
magazines with a total circula- 
tion of 245,000, and 45 state truck- 
ing publications that reach an 
additional 139,000 readers. The 
fleet magazines will use the two- 
color diesel advertisement during 
November and December. Ap- 
proximately 100 trade journals 
in all will be used in the ’60 cam- 
paign. 

Farm publications, spearheaded 
by Successful Farming, Farm Jour- 
nal and Progressive Farmer, will 
come in for an increased share of 
the advertising schedule, with the 
two most popular farm trucks — 
the stake truck and the pickup — 
being featured in four color an- 
nouncement spreads. Some 8 mil- 
lion readers will be reached through 
farm media. 

Following the initial series of ad- 
vertisements will come a hard-hit- 








Dodge advertising executives check over 


Discuss Ad Plans for Dodge Trucks— 





the 1960 truck campaign. Standing, from 


left, are R. G. Lyon, account executive, Ross Roy, Inc.; W. E. Dye, art director, Ross 
Roy; M. G. Vaughn, vice-president and creative director, Ross Roy. Seated: D. S. Mad- 





dock, Dodge sales pr 
manager—trucks; J. G. Mohl, 
W. D. Moore, Dodge advertising and soles 


ting series of local advertising 
schedules, Moore said. These will 
be aimed specifically at supporting 
dealers who really sell trucks. 
Other items in the Dodge truck 
story for 1960 include promotion 
of the Truck-A-Month Club, for re- 
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VESPA 


Just as the Vespa Motor Scooter has been accepted in the three short years it’s been in the United 
States, so has the newly introduced Vespa “400” automobile. On the American market for just two 
months, the response to this sleek rear engine beauty has been overwhelming. Americans have been 
quick to recognize the advanced engineering design, that goes into every Vespa product. 


Vespas economical air cooled engine squeezes 60 miles out of every gallon of gasoline—goes up to 
60 miles per hour. Its independent four wheel shock and spring suspension makes for smooth riding on 
any road surface. Heater, defroster, and electric windshield wipers all come as standard equipment. 


Find out today how the Vespa line can increase your yearly profits. We'll be glad to send you the 
complete franchised Vespa dealer story. Just write to: 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
STREET, 


NEW: YORE...2.2, 


*Slightly higher in the West 


Re 











g trucks; W. G. Osborn, Dodge advertising 
vice-president and account supervisor, Ross Roy, and 


promotion director. 
+ * +* 

tail salesmen; the Cash Award 
Plan, for Dodge Truck dealers; re- 
gional Learn and Earn sessions, 
conducted to teach fundamentals . 
of truck selling; support for the 24 
Dodge Truck centers which have 
been established in strategic spots 
around the nation; a new diesel 
correspondence course; and an ex- 
panded direct mail program. 

“As for billboards, 24-sheet 
posters will appear on approxi- 
mately 3,000 boards in over 300 
major market areas,” Moore said. 
Sales promotion and announce- 
ment materials also are given in- 
creased attention. 

Local advertising support by 
Dodge dealerships will be as in 
previous years, with dealers add- 
ing to factory-sponsored outdoor, 
radio and television campaigns 
with their own advertisements. 

* * * 


Alma Mater Cites Wichert 


James L. Wichert, director of ad- 
vertising for DeSoto, was given an 
award during “Achievement Day,” 
Oct. 23 at Hillsdale College, Hills- 
dale, Mich. 

Wichert was one of six alumni 
who were honored for “achieve- 
ments and services which reflect 


honor upon the college.” 
OF * * 


Personnel Changes 


Theodore R. Jones from assistant 
advertising and sales promotion 
manager to advertising manager of 
Arvin Industries, Inc., Columbus, 
Ind., and Robert G. Bosart from 
sales promotion manager of Okla- 
homa Tire & Supply Co. to adver- 
tising department of Arvin Indus- 
tries . . . Marshall H. Cook, with 
the company for 13 years, to adver- 
tising and sales promotion manager 
of Hastings Mfg. Co., Hastings, 
Mich. . . . Robert F. White from 
broadcast operations supervisor for 
NBC-TV to director of production 
for Theatre Network Television, 
Inc., New York. 

R. L. Duckworth from supervisor 
of technical and industrial services 
for Rossi & Co. advertising agency, 
Detroit, to advertising manager of 
Wesson Co., Ferndale, Mich... . 
Bernard F. Thomas from account 
executive for Campbell-Ewald ad- 
vertising agency, Detroit, to public 
relations staff of National Steel 
Corp., Pittsburgh . . . Harvey W. 
Alexander from manager of Ford 
division’s Missouri Valley public re- 
lations Office to assistant public re- 
lations manager of Ford division at 
Dearborn. 

Robert F. Laws from a vice- 
president to a principal in Bisa- 
man, Johns & Law advertising 
agency, Los Angeles . . . Stephen 
H. Rubinkam from the West Coast 
office to the Chicago advertising 
sales staff of Family Weekly mag- 
azine ... R. J. Caletri from staff 
assistant to advertising manager of 
Bendix Products division of Ben- 
dix Aviation Corp., succeeding 
S. V. Harding, who retired . 
Robert D. Brown from advertising 
staff to assistant to the advertising 
manager of the Saturday Hvening 
Post ... Richard C. Kopke from 
staff assistant in General Motors 
central public relations staff in De- 
troit to manager of GM Manage- 
ment Clubs, replacing T. Morley 
Warren jr., who was named staff 
assistant, institutional writing. 





Montgomery Opens VW Deal 
LUBBOCK, Tex.—Dick Mont- 

gomery has opened Montgomery 

Motors, Inc. (Volkswagen). 
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Outdoor sells cars hard 
when and where the selling 1s good 


Auto makers take a back seat to no one when it 
comes to moving products. That’s why Outdoor 
advertising shows up so big in their media mix. 


Auto makers know Outdoor delivers more prospects 
at a lower cost per exposure than any other medium. 
Outdoor hits prospects wherever they drive... when 
they’re most receptive...in big full color. 


There’s no more flexible medium. Outdoor blankets 
the nation at new car introduction time. Then settles 
down for the long hard pull of year-round selling. 
And it’s quick on its feet... quick to change with the 
market situation. 


Selective, hard-selling, big. These are the words for 
Outdoor. Ask anOAI man to show you how Outdoor 
posters, painted bulletins and spectaculars can sell 
hard for you...whether you sell cars, packaged 
products or soft goods. 


He’ll put at your disposal all the research, planning, 
creative and merchandising services of Outdoor 
Advertising Incorporated—the national sales repre- 
sentative of the Outdoor advertising medium. 


Sales offices in: Atlanta, Chicago, Dallas, Detroit, Los Angeles, 
New York, Philadelphia, St. Louis, San Francisco, Seattle. 
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Capsule Reports... 





Coming—December 7 


Order Your Extra Copies Today 


Automotive News 
AUTO SHOW ISSUE 


FOR 1960 


@ Photographs of All 1960 Automobiles 
@ Specifications on All U. S. Cars 
@ Complete Truck Section 





BUFFALO.—The Buffalo district 
office of Mercury-Edsel-Lincoln 
division has moved from the Bris- 
bane Bldg. to larger quarters at 
737 Delaware Ave. 

* + 


SBA Loan for Dealer 


ST. JOHNSBURY, Vt.—Murphy 
Motor Sales, Inc., here has had a 
$35,000 loan approved by the Small 
Business Administration in Wash- 
ington. The money will be used to 
purchase land and buildings for a 
real estate business. 

* * * 


Garage Operators Form 


Organization in Goldsboro 


GOLDSBORO, N. C.—Independ- 
ent garage operators here have or- 
ganized and elected Dan Ward, a 
partner in Griffin Motor Co., as 
their president. Leslie Sasser has 
been named secretary. 

Attending the organizational 
meeting were Brian Davis, Raleigh, 
state president of the Independent 
Garage Operators of America, and 
local automotive supply dealers 
who formed their own organization 
here recently. 

* 








@ Comparative Price Chart 


Mobil Dealers to Convene 


Nov. 17-18 in Las Vegas 


LAS VEGAS, Nev.—Centering 
around the theme “Front Line Re- 
tailing,” the 1959 Mobil Dealer Con- 
vention here Nov. 17-18 will com- 
bine addresses by nationally famous 
speakers with presentations of sta- 
tion-proved, business-building pro- 
grams by Mobil dealers. 

Of special interest will be a pre- 
sentation by a top executive who 
heads the compact car division of 
one of Detroit’s Big Three. Inside 
information on how dealers can 
benefit from this latest phase in 
American automobile development 
is promised. 


@ Latest Engineering Developments 
@ Market Trends 
@ Advertising Plans for 1960 


ALL IN FULL COLOR 





EXTRA COPIES AVAILABLE ON 
ADVANCE ORDER ONLY............:......... 


Please Send Check With Your Order 


Automotive News 


DEPT. A 965 EAST JEFFERSON 
DETROIT 7, MICH. 


EACH 


* * oa 

AC Spark Plug Plans 
Three Building Projects 

FLINT.—Three building projects 
have been announced by AC Spark 
Plug division. 

Joseph A. Anderson, general 
manager, said the division will 
build a 400,000-square-foot shipping 
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ADD Glamor and ALL-WEATHER 
- PROTECTION to Your 
USED CAR LOT 


With a Colorful BM Aluminum Canopy 


Why treat your used car lot like a red-headed step-child! Dress it 
up so people will see it—and use it—every day, rain or shine. A 
colorful BM aluminum canopy adds eye-appeal; lets you trade in 
the shade, protects your stock. Costs little. Easily erected. Choice of 
18 baked enamel finishes. Lasts for years. BM canopies meet all 
building codes. Specified by architects. Call or write for our low 
prices, full information. 


“America’s Quality Line” 


B « MA CORPORATION 


P.O. Box 6 Houma, La. 











Auto News in Brief 








and warehousing structure in 
Flint, add about 61,500 square feet 
to its Flint automotive engineering 
building and construct a 215,000- 
square-foot addition to its Oak 
Creek (Wis.) missile guidance 
plant. 


* * * 


Niehoff Celebrates 


Another Expansion 
CHICAGO.—C. E. Niehoff & Co. 

held a two-day open house to ob- 

serve its sixth plant addition in 20 


years, 
The addition covers 20,000 square 
feet. Niehoff manufactures auto- 
motive replacement parts. 
* * * 


Accessory Show Heads 


For 800-Booth Display 

CHICAGO.— The 33rd annual 
show of the Automotive Accessories 
Manufacturers of America may in- 
clude 800 booths, according to Her- 
man L, Erlichman, AAMA show 
manager. 

Although the show will not open 
until Jan, 25, Erlichman said, 610 
booths have already been signed. 


* * * 
Dealers Assist Jaycees 


In License Project 

DAYTONA BEACH, Fila.—New 
and used-car dealers here cooper- 
ated with the Jaycees in selling 
driver’s licenses during September, 






FARBER’S 
GENUINE 
CARPET 


By the Makers of Famous 
Farber Seat Covers 











it has the custom-fit, 
the fabric, the colors 
of original equipment 


@ Fine curl loop weave 

@ 7 manufacturers colors 

@ One-piece construction 

@ For front and rear compartments 
Write for swatched Display and Size Chart 





FARBER BROS.,INC. 


821-41 Linden Ave., Memphis, Tenn. 











when renewal was necessary. 

With the sanction of Volusia 
County, the Jaycees set up sales 
booths and sold licenses at the 
regular cost of $1.25 plus 25 cents. 
The amount above cost will be used 
to help finance Jaycee projects. 

= 


King Bee in New Plant 


In Suburban Chicago 

CHICAGO.—King Bee Mfg. Co., 
formerly American Automatic De- 
vices Co., maker of parts and safety 
equipment for cars, trucks and 
buses, has moved to new and larger 
quarters at 2600 Washington Blvd., 
Bellwood, Il. 

All of King Bee’s expanded man- 
ufacturing facilities and offices are 
now consolidated in the 55,000- 
square-foot plant just west of Chi- 


cago. 
+ ca * 


Residential-Area Storage 


Costs Dealer $50 Fine 
DURHAM, N, C.—J. N. Oakley, 
auto dealer, was fined $50 and costs 
for violating a city zoning ordi- 
nance by using a lot in a residential 
district for the storage and prep- 
aration of motor vehicles for sale. 
The charge was brought by city 
officials after 17 residents of the 
area complained, Oakley, who 
pleaded innocent but offered no 
testimony, appealed the decision to 
Superior Court. Oakley is presi- 
dent-treasurer of Oakley Motors, 











WHY GO IT ALONE? 


Too many dealers have 
gone into leasing without 
the proper research, 
background and know-how. 


Why gamble? 
CARS can help you 








phone LOgan 6-4321, 
wire or write 
CARS RENTAL SYSTEM 
P.O. Drawer 7126 
Fort Lauderdale, Fla. 
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Vagabond Coach Introduces 


All-New Mobile Homes 

NEW HUDSON, Mich. — The all- 
new model mobile homes of Vaga- 
bond Coach Mfg. Co. were intro- 
duced at the annual dealers meet- 
ing here. 

The new model has a different 
exterior appearance. Described as 
vertical sidewall construction, it in- 
corporates a new method of appli- 
cation, whereby, the expansion and 
contraction of the metal which is 
usually induced by changes in cli- 
mate is provided for in raised and 
vented creases in the sidewall, the 
firm said. 

cs * 
Shrader Corp. Occupies 
Larger Quarters in Detroit 

DETROIT. — Ralph Shrader 
Corp., manufacturer of automotive 
chemicals, has moved its manufac- 
turing and packaging operations 
into expanded facilities at 1141 
Springwells Ave. 

“In addition to the increasing de- 
mands for our products by the car 
divisions, we are directly entering 
the consumer market under our 
own label,” said a spokesman for 
the firm. “This hastened the deci- 
sion to move to considerably larger 
quarters.” 
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Average Price of Used Cars Sold at Auction 
(Compiled by Automotive News from Auction Reports.) 
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Prices of '58s added and ’50s dropped in December, 1957. Prices of 59s added and '51s dropped in December, 1958. 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) 


CADILLAC—’60 de Ville 2-dr. 


CHEVROLET—’59 Parkwood 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. aS oe 


ALBANY 





(6) 2-dr., $1,000; Two-ten (6) 2-dr., 
950. 

"6566 Two-ten (6) station wagon, $1,050; 
4-dr., $760; Two-ten (8) station wag- 
on, $920*; Bel Air (8) 4-dr., $850*; 
One-fifty (6) station wagon, $800. 

55 Bel Air (6) 2-dr. hardtop, $850; Bel 
Air (8) station wagon, $750*; conv., 
$700; One-fifty (6) station wagon, 





(6) 2-dr., $320*, $280. 
53 Custom (6) 2-dr., 
’52 Custom (6) 
HUDSON—'53 Jet 4-dr., $100. 
LINCOLN—’58 Continental Mark III conv., 
$2,950* (ps), $2,840* (ps). 
’56 Premiere 2-dr. hardtop, $1,325* (ps); 
2-dr., $1,150* (ps). 
’52 Capri conv., $160* (ps). 


(ps). 
"56 Chieftain Safari, $900*, 
’55 Chieftain 4-dr., $625*. 
’53 Chieftain 4-dr., $100*. 
RAMBLER—’'58 Custom (8) Cross Coun- 
try, $1,550; Super (8) Cross Country, 
$1,400; Rebel (8) Deluxe 4-dr., $1,- 
335; Custom 4-dr., $1,300* (ps). 
STUDEBAKER—’ 56 Power Hawk (8) 2- 








2-dr, Riviera, $875* (ps); Special 4- 
dr, Riviera, $745* (ps); 4-dr., $640* 


54 Special 2-dr., $550; Century Ranch 
Wagon, $410* (ps). 

hardtop, 

$5,240* (ps). 

(ps), $3,975" 


$5,550* (ps); (62) 2-dr., 
"59 (62) 4-dr., $4,020* 
(ps); 2-dr., $3,985* (ps). 
» $3,325* 
(ps); Coupe de Ville, 
$3,135* (ps); 4-dr., $3,005* (ps), §$2,- 
87 162) : Bey 
r (62) conv., 60* (ps); (60) Spe- 
cial 4-dr., $2,2 (ps). : 
"54 (62) 2-dr., s, ooos (ps). 
’51 (75) Limousine, $540* (ps), 
"50 (75) 4-dr., $715. 
(8) 4-dr., 
Impala (8) 4-dr, hard- 
 <¥ $2. 325* 


$2,400* (ps); 
top, $2, 370* 


; Bel Air (8) far, 
Biscayne (6) 4-dr., $1,650. 
’58 Impala (8) 2-dr, hardtop, 
(ps), $1,860* (ps), 
, $1,805*, $1,745* (ps), 
‘si, 725* (ps), $1,680*, 
(ps); Bel Air (8) 4-dr., $1,575° (ps); 
2-dr., $1,425*; Yeoman (8) 4-dr., $1,- 
420; Biscayne (8) 4-dr., 
365*, $1,345, $1,295*; 2-dr., 
'57 Bel Air (6) 4-dr., $1,400*; 
(8) station wagon, $1,275; 4- -dr., $1,- 
240*; Two-ten (8) 4-dr., ‘$1, 185; sta- 
tion wagon, $1,165*; 4-dr, hardtop, 
$1, aes $1,075*; Omne-fifty (6) 4-dr., 


$1,040 

56 Bel Air (8) 4-dr, wl $1,145*, 
$1,140*, $1,110*, $1,065*,  §$1,055*, 
$1,005*; conv., $1, 100* (ps); 2-dr., 
$900*; 4-dr., $885"; Bel Air (6) 2-dr., 
$985*; 4-dr, hardtop, $845*; Two-ten 
(6) station wagon, $1,055; Two-ten 
(8) 4-dr, hardtop, $940*; 4-dr., $930*; 


4-dr., $835*. 

"55 Bel Air (8) 2-dr. hardtop, $890*; 
4-dr., $805*, $680*; Bel Air (6) 2-dr., 
$680*, $620*, $585*; Two-ten (8) 4-dr., 
$690*; 2-dr., $640*; Two-ten (6) 2-dr., 


$625, 
*54 Bel Air 4-dr., $550°* ; 


conv., 


$580; Two-ten (6) 2-dr., $545; Two-ten| MERCURY—’57 Turnpike Cruiser 4-dr. $710; Commander (8) 4-dr., $500*. Two-ten 2-dr., 
Tim Anspach Dealer’s Auto Auction. Sale (8) 4-dr., $485. hardtop, $1,500* (ps); Commuter 4- MISUELLANKOUS "54 Ford (8) %-ton $540. 
every Monday. Prices are for sale of Oct. "54 Two-ten station wagon, $310*; One- dr. (9 pass.), $1,400*; Montclair 2-dr., pickup, $470. CHRYSLER—’58 NY 4-dr. hardtop, §2,- 
19. Car prices were just a shade higher fifty 2-dr., $160. $1,200* (ps). 000* (ps). 
at our Auction here today, however, the 53 Bel Air 4-dr., $280*, $250; 2-dr., 56 Montclair 2-dr., $625* (ps). CHICAGO ’57 Windsor 4-dr. hardtop, $1,305* (ps); 
1956 and 1957 models showed a low per- $160". ‘53 Monterey 4-dr., $225*. NY conv., $1,285* (ps); Saratoga 4- 
centage of sales, sellers have them in| CHRYSLER—’54 Windsor 4-dr., $210*. NASH—’55 Statesman (6) 4-dr., $400. Arena Auto Auction, Sale every Tuesday. r., $1,125* (ps). 
higher than the prevailing market price. 53 Windsor 4-dr., $120*. OLDSMOBILE—’57 (98) 4-dr. MHoliday,| Prices are for sale of Oct, 20, Terrific 56 Windsor 4-dr., $955* (ps), $835°* 
Sold 122 cars from 167 consignments. DeSOTO—’ 56 Fireflite 4-dr., $760*. $1,345* (ps); (88) 4-dr. Holiday, $1,-| sale. Market good all day. All sharp cars (ps); Saratoga 2-dr., $600*. 
BUICK—’57 Special 2-dr., $1,160*%, $1,-| DODGE—’54 Coronet (6) 4-dr., $135. 140°. sold and brought top dollar, Sold 344 cars| DODGE—’57 Sierra (8) 4-dr., 2 at $1,375*; 
140*; 2-dr. Riviera, $1,140* (ps). ’53 Coronet (8) 4-dr., $170; 2-dr, hard- "56 (88) 4-dr., $960* (ps); 4-dr. Holi-| from 551 consignments. Custom Royal (8) 4-dr. hardtop, §$1,- 
’56 Special 2-dr. Riviera, $925*; 4-dr., top, $140*. day, $940* (ps), $850*; 2-dr. Holiday, | BUICK—’59 Electra 4-dr., $2,500* (ps); 290* (ps), $1,260* (ps); Coronet (8) 
$805*; 4-dr. Riviera, $800". EDSEL—’58 Pacer 4-dr. hardtop, $1,350*. 80*. Invicta conv., $2,400* (ps); LeSabre 4-dr. hardtop, $1,150* (ps). 
’55 Special 2-dr., $470*; conv., $390°*. FORD—’58 Thunderbird (8) 2-dr., $2,- ‘55 (98) 4-dr., $810* (ps). 4-dr. hardtop, $2,395* (ps), $2,300* 56 Royal (8) 4-dr., $745* (ps). 
°54 Special 4-dr., $320. 785* (ps); Fairlane (8) 2-dr., $1,325*, '54 (98) 2-dr. Holiday, $535". (ps); 4-dr., $2,300* (ps). 55 Coronet (8) 4-dr., $480*. 
53 RM 4-dr., $150*; Super 4-dr., $150*; $1,160* (ps). ae” tapeaal 58 Plaza (6) 4-dr., $1,030*, "58 Century 4-dr, Riviera, 2 at $1,830*| EDSEL—’58 Corsair 4-dr. hardtop, _ 290* 
Special 4-dr., $110. 57 Country Squire (8) 4-dr., $1,350*; $700 (ps). (ps); Pacer conv., $1,215* (ps 
CADILLAC—’56 (62) Sedan de Ville, $1,- Ranch Wagon (8) 2-dr., $940*, $900. "57 Belvedere (8) 4-dr. , $1,060* (ps); ’57 RM 4-dr. Riviera, $1,650* (ps), $1,-| FORD—’60 Falcon 2-dr., $2, 020. 
725* (ps). "56 Country Sedan (8) 4-dr., $1,010*, Belvedere (6) 2-dr. hardtop, $1,010°: 495* (ps); Super 2-dr., $1,220* (ps); "59 Thunderbird (8) 2-dr, hardtop, §3,- 
’52 (60) Special 4-dr., $400* (ps). $890*, $775*; Fairlane (8) 4-dr. Vic- 4-dr., $735. Special 2-dr., $1,020*, $900*. 210* (ps), $3,100* (ps); Fairlane 500 
CHEVROLET—’59 Nomad (8) 4-dr., §$2,- toria, $885*; 4-dr., $775*, $535*; ’56 Belvedere (6) 2-dr. hardtop, $725*; ’56 Century 4-dr, Riviera, $1,050* (ps), (8) 4-dr, Victoria, te 620°; Fairlane 
050* (ps); Biscayne (6) 4-dr., $1,575. conv., §$735* (ps); 2-dr. Victoria, Belvedere (8) 4-dr., $560. $985* (ps); Ranch Wagon, $815* (ps); (8) 2-dr., $1,675*, $1,665 
"58 Bel Air (8) 4-dr., $1,625* (ps); $660*; Custom (6) 2-dr., $550; Main *55 Belvedere (6) 4-dr., $770*; Belvedere Super 4-dr, Riviera, $925* (ps), $625* "58 Thunderbird (8) 2-dr. 1 es 
Biscayne (8) 4-dr., $1,375*; Biscayne (8) 2-dr., $450*, (8) 2-dr., $550*; Plaza (6) Suburban, (ps); Special Ranch Wagon, $765* 680*, $2,600* (ps); Fairlane 500 (8) 
(6) 4-dr., $1,360*, $1,350*, 2 at $1,- "55 Country Sedan (8) 4-dr., $720* (ps). $525; 2-dr., $470. (ps), $690* (ps); 2-dr, Riviera, $640* 4-dr, Victoria, $1,490*; Fairlane 500 
275; Delray (6) 2-dr., $1,325. ’54 Country Sedan (6) 4-dr., $400* (ps); ’53 Cranbrook 4-dr., $180. (ps). (6) 4-dr. Victoria, $1,285*, $1,275* 
57 Bel Air (6) conv., $1,200; One-fifty Ranch Wagon (6) 2-dr., $370; Custom | PONTIAC—’57 Star Chief conv., $1,125* 55 Century Ranch Wagon, $880*; RM (Continued on Page 42, Col, 1) 








COLORADO 


MICHIGAN 


NEW JERSEY 


NEW YORK 


PENNSYLVANIA 








Denver Auto Auction 
9% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our |2th year 
of continuous opera 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 





Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 


PHONE: DUnkirk 3-0150 


Aptco 





Send for free copy of next 
week's Aptco Auction Report 





DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 











MICHIGAN 








Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
ously. 
Conveniently located in the heart of the 
automobile world. 
®@ Ten acres of completely fenced parking 
area. 
® Always a fine selection of sharp cars, 
© Friendly relations prevail at all times, 
® Congenial auctioneers. 
© Fair management. 


MICHIGAN'S FINEST SALE 
~~ SALE EVERY WEDNESDAY 12:00 


M. McCollum, Vice-President and Mana 
mit Western Road Phone CEdar 2-3 ai 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 














Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual tone Seto—4 Auctioneers 


NSURANCE 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUGH 
Twin Ring Selling 








CLASSIFIED WANT ADS 
BRING RESULTS 











OVER 500 CARS EVERY WEEK 
Bch HOUSE CARS! 


N-A-D-E 


Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


LAFAYETTE—Syracuse Auto A 
Center of Empire State. Check 
Title Protection. (Wed.). 





GREATER NEW YORK 

AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 


Guaranteed Checks and Titles. 
Phone—BEdford Village 43100 





CORRY AUTO AUCTION 
6, Corry, Pa. 


Route Corry, 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 








TENNESSEE 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 
TIM ANSPACH INC. 

Dealer Aute Auction 
Albany 5, N. Y. 
Menday — I! O'Clock 


Ev 
80 car sale average 
All Titles and Checks Guaranteed 














JOHNSON AUTO 


AUCTIONS 


Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Insured—No Registration Fee 











NORTH CAROLINA 


TEXAS 








RALEIGH — Mann’s Auto Auction 

oe oe. Ph. 3-1564, Titles & 

checks guaranteed.. Mon. 10 A. M. 
PENNSYLVANIA 


$ $$ $ $ $ $ §$ 


TOP DOLLAR FOR 
LEFT-OVER '59s 


And Hard-to-Sell Used Cars 


More Bidders @ Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 
ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 














Fast, Accurate Directions to 
U. S. Auto Auctions, Dealers 
in LUCAD. 


i 


ra 





3202 E. 10TH 


AMARILLO AUTO 
AUCTION, INC. 

Phone: DR 2-9503 

WE PICK UP AND SELL 


FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 


Auction Checks Issued—— 
SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


























SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal be 


Seattle 88, Wash, 
5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 
Write for free accurate market reports 
Bill Jehnson Beb McCenkey 
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"ST Star Chief 4-dr, Catalina, $1,295* user nar suites ge 
A 200° 4-dr., $1,275* (ps). , ; r 160; 
: gee, 3 2008, (D8): Ad. $1,278" (ps). Model Breakdown far. '$1,035;" Oné-fitty (8) sta’ ion 
2-dr, Cstalina, $775°*, $685°*. wagon, , ; y ry 
U sed-( oar Auction Prices ‘56 ‘Siar Chief’ 2dr, Cataina, s575*;| Of Auction Averages $1,020. F 
Chieftain 4-dr., $500*. Oct Sept Aug. 56 Two-ten (8) station wagon, $1,175*; 
RAMBLER — ’59 Ambassador (8) Super Model 1959 1959 1959 Delray, $1,060*; 2-dr., $1,020* (ps), 
Cross Country, $1,795*; Custom (8) $825; Bel Air (8) sport coupe, $1, 1758 
Cross Country, $1,700*. ee $2,536 $2,511 $2,574 (ps); One-fifty (6) 2-dr., $785*. 
(Continued from Page 41) ’58 Ambassador (8) Custom 4-dr., $1,- b. 1,641 1,156 1,796 55 Bel Air (8) 2-dr., $930*, $700; sport 
425. as 1 1,250 1,306 coupe, $790*; Two-ten (6) 2-dr.. $700; 
); Fairlane (8) 2-dr., $1,300*; 2-dr. ‘53 Monterey 4-dr., $405*. ’56 Custom Cross Country, $965*. 1, 4-dr., $575; ‘One-fifty (6) 2-dr.; $640; 
Victoria , $1,245"; 4-dr., $1,150*' (ps);| NASH—’55 Super 2-dr., $690 STUDEBAKER—'57 Champion (6) 2-dr., 816 865 915 One-fifty (8) utility sedan, $595. 
Wagon. (8) 4-dr., $1,295*; Cus- | OLDSMOBILE — '59 (is iar, Holiday, $610°. 600 653 689 54 One-fifty 2-dr., $455, 
ms 300 (6) 4-dr., $1,265, $995. $3,000* (ps); (88 4-dr., $2,- 56 Sky Hawk (8) 2-dr, hardtop, $620*. 393 412 436 ’51 Deluxe Bel Air, $260; 4-dr., $140*, 
'57 Fairlane 500 (8) at $1,255; 4-dr., 745* (ps); 4-dr. Heiden § $2,700* (ps), $130; 2-dr., $115. 
$1,135*, $1,090; Fairlane 500 (6) $2. 450° (ps); (88) 4-dr, Holiday, $2,- LOS ANGELES 260 277 297 50 Deluxe conv., $155; 2-dr., om 
conv., $1,050*; Fairlane (8) 4-dr. Vic- (ps). 213 197 215 | CHRYSLER —'58 (300D) 2-dr., $2,7 
toria, $1,200°, $1,195*, $1,155*, $1,- ‘eB « (98) 4-dr., $1,890* (ps). Harold Henry’s Los Angeles Dealer Auto ps). 
005*; 2-dr, Victoria, $1,095°; Custom| °57 (88) Super 4-dr., $1,520* (ps); (88) | Auction, = Tuesday. Prices are st Windsor 4-dr. hardtop, $1, ms (ps); 
300 (8) 4-dr., $1,000*%; Custom (6) 4-dr. Holiday, $1,505* (ps); +2, $1,- | for sale o Average $ 954 $ 990 $1,028 NY 2-dr. hardtop, $1,450* 
4-dr., $855; 2-dr., $745. 390* (ps), $1,200*, $1, 190° (ps); (98) | BUICK— tC aster Estate Wagon, $1,- ’54 NY 2-dr. hardtop, $425* gg 
"56 Thunderbird (8) conv., $1,845* (ps) ; 4-dr, Holiday, $1,450* (ps), $1,370* 850* (ps); conv., $1,495* (ps); 4-dr. ’53 Windsor 4-dr., $225. 
Country Sedan (8) 4-dr., $975*, $890 (ps). Riviera, $1,350* (ps); RM 2-dr. Rivi- $3,585* (ps). DeSOTO—’52 Firedome 4-dr., $105* (ps). 
(ps), $590*; Parklane (8) 2-dr., $925* i (88) Super 4-dr. Holiday, $1,425* era, $1,600* (ps). ST med) Coupe de Ville, ~ 015* (ps), | DODGE—’57 Royal (8) 2-dr. hardtop, $1,- 
(ps); Fairlane (8) 2-dr., $775*; Ranch Ps), $1,295* (ps); (88) 4-dr, Holiday, ’56 Super 2-dr. Riviera, $1,000* (ps); $2,685* (ps), $2,525* (ps); conv., 305*. 
— (8) 2-dr., $695; Custom (8) Pee 110* — $900*; (98) 4-dr., $1,- RM conv., $890* (ps). $2,675* (ps); 2-dr., $2,585°* (ps); ’56 Custom Royal (8) 4-dr., $850*. 
$600. 045° (ps '55 Special 2-dr. Riviera, oes) (ps) ; Sedan de Ville, $2,500* (ps); (60) ’55 Suburban (6) 2-dr., $725. 
5B. ‘Fairlane (8) 2-dr, Victoria, $700*, ’55 (88) Seper 4-dr. Holiday, $885* (ps); Century 4-dr, Riviera, $300* ( ), $790* Special 4-dr., $2,835* (ps). ’54 Coronet (8) 2-dr., $375*. 
*, $590°, $575°; ‘Custom (8) 4-dr., 2-dr. Holiday, $745* (ps). (ps); 2-dr. Riviera, $800* (pe), $705*, '56 Eldorado conv., $1,900* (ps); (60) ’53 Coronet (8) 4-dr., $250*, $185. 
L ’54 (88) Super 4-dr., $605°. $570* ; Super 2-dr. Riviera, $650* wer = dr., $1,885* (ps). EDSEL—’58& Citation 2-dr. hardtop, $1,- 
'54 Custom (8) +ar., $455°. PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- (ps). "55 (62) Coupe de Ville, $1,785* (ps), po (ps); Pacer 2-dr. hardtop, $1,385* 
"57 Imperial 2-dr. hardtop, 680°. ’54 Special 2-dr. Riviera, $300*. °S1, 720* (ps), $1,585* (ps). 
$1,680* (ps); 4-dr, hardtop, $1,650* "58 Belvedere (8) 4-dr, hardtop, $1,535* "52 Special 2-dr. Riviera, $195, ’53 (62) 4-dr., $685* (ps). FORD’ 59 Galaxie (8) 4-dr. Victoria, $2,- 
(ps). (ps), $1,390* (ps); Suburban (8) 4-| CADILLAO—’59 (60) Special 4-dr., $5,800* "52 (62) 4-dr., $495* (ps), $360*; 2-dr., 225°. ba 
— '58 Premiere 4-dr. hardtop, dr., $1,320*; Savoy (8) 4-dr., $1,150* (ps), $5,450° (ps); de Ville 4-dr, hard- $325* (ps). 58 Thunderbird (8), $3,300* (ps); Fair- 
$2,525* (ps). (ps); 2-dr., $1,000; Savoy (6) 4-dr., top, $5,700* (ps), $5,225* (ps), $4,- *49 (61) 2-dr., $195 lane 500 (8) Skyliner, $2,150* (ps), 
"56 sreasere 4-dr., $1,330* (ps). $925°. 785* (ps), $4,700* (ps); 2-dr, hardtop, | CHEVROLET— 559 Tmpala (8) sport coupe. $2,085* (ps); conv., $1,735* (ps); 4- 
MEROCURY—’58 Monterey 4-dr., $1,520 "57 Belvedere (8) 4-dr., $975* (ps); $5,300* (ps), $5,100* (ps), $5,050* (ps), $2,585* ,. bog 580 (ps), $2,575* (ps), dr. Victoria, $1,695* (ps); 2-dr. Vic- 
— Montclair 4-dr., $1,125°; owl 2-dr, hardtop, $950*; Suburban (6) $5,000* (ps), $4,850* (ps), $4,685* $2,380*, $2,34 toria, $1,690*; 4-dr., $1,400*; Country 
$1,085*. 2-dr., $675. (ps); (62) 4-dr., $5,375* (ps), $4,- 58 Impala is)” sport coupe, $2,080* Sedan (8) 4-dr., $1,830* (ps); Fairlane 
150° Monterey station wagon, $975* ( ’56 Belvedere (8) 4-dr., $650*, $570*. 250* (ps); 2-dr., $5,200* (ps), $4,700* (ps), $2,015* (ps) $2,005* (ps), $1,- (8) 4-dr., $1, 385* (ps); Custom (8) 
Monterey 4-dr., $600; 2-dr. tunes. ‘55. Belvedere (8) 4-dr., $705*. (ps), $4,650° (ps), 2 at $4,550° (ps), 930°; conv., $2, * (ps), $1,980, $1,- 4-dr., $1,175*. 
$475*. PONTIAO — '59 Bonneville 4-dr. Vista, $4,525* (ps), 3 at $4,500* (ps), $4,- 820; Bel Air (8) sport sedan, $1,600* 57 Thunderbird (8), $2,425*; Country 
65 Custom station wagon, $625*; Mon- a. (ps). 300° (ps); conv., $4,900* (ps), $4,- (ps); 2-dr., $1,475*. Squire (8) 4-dr., $1,690*; Fairlane 500 
terey 2-dr, hardtop, $610*; 4-dr., ‘58 Star Chief 4-dr., $1,780* (ps); 4-dr. 800° (ps), $4,745* (ps). 57 Bel Air (8) sport coupe, $1,680*, (8) 2-dr. Victoria, $1,500* (ps), $1,- 
A ae “ 755° (ps); Chieftain 4-dr., ’58 (60) Special 4-dr., $4,000* (ps); $1,640* (ps), $1,525*; conv., $1,335*: 435* (ps), $1,390* (ps); 2-dr., $1,360* 
54 Monterey 4-dr., $325; 2-dr., $320°. $1,490* (ps). (62) Coupe de Ville, $3,650* (ps); sport sedan, $1,540° (ps); Two-ten (ps); 4-dr., $1,300* (ps); " Country 





Sedan (8) 4- ‘ar. , $1,495* (ps), $1,400*. 
56 Fairlane (8) conv., $825; 2-dr., 
710°. 


"5S Country Squire (8) 4-dr., $895*; 
Ranch Wagon (8) 2-dr., $725* (ps), 
$500; Custom (8) 4-dr., $660; Custom 
(6) 2-dr., $385 (ps); Fairlane (8) 4- 
dr., $650*, $585*; Main (8) 4-dr., 
$565*. 


"54 Ranch Wagon (8) 2-dr., $500", 
$485*; Custom (6) 2-dr., $430; Custom 
(8) 4-dr., $415, $310; 2- ar. * $400; Main 
(8) 4-dr., $290. 

53 Ranch Wagon (8) 2-dr., $365; Crest 
(8) conv., $250*; Main (6) 4-dr., 
$250; Main (8) 4-dr., $190; Custom 
(8) 4-dr., $220 

*52 Crest (8) conv., $285*. 

*51 Custom (8) 4-dr., $125. 

*36 Deluxe (8) 4-dr., $235. 

IMPERIAL — '57 Imperial 4-dr. hardtop, 
$2,350* (ps). 
LINCOLN —’56 Premiere 2-dr., $1,720* 
(ps); 4-dr., $1,455* (ps). 
"55 Capri 2- ar., $790* (ps). 
"53 Cosmopolitan 2-dr., $365* (ps). 
MERCURY — ’57 Voyager 4-dr., $1,900 
(ps); Turnpike Cruiser 4-dr. hardtop, 
$1,550* (ps); Montclair 2-dr., $1,250* 
(ps); 4-dr. hardtop, $1,000*. 

’56 Custom station wagon, $1,075* (ps); 
peerage 4 2-dr., $1,030*; conv., $940* 

ps), $785* (ps). 

‘50 Montclair 2-dr., $810*; Monterey 2- 
dr. 95*. 

"54 Monterey station wagon, $525*; 
dr., $490, $430°; 4-dr., $475* oe. 

"52 Monterey 2-dr., $280. 

OLDSMOBILE — '58 (98) 4-dr. Holiday, 
$1,935* (ps); (88) 2-dr, Holiday, $1,- 
910* (ps); (88) Super conv., $1,735*. 

*57 (88) Super 4-dr., $1,400* (ps). 

"56 (98) 2-dr. Holiday, $1,140* (ps); 
(88) Super 2-dr. Holiday, $1,135*; (88) 
4-dr, Holiday, $1,100* (ps), $1,100*; 

10* 


, $810*. 
"55 (88) 4-dr., $780*; 4-dr. Holiday, 
$735*; (88) Super conv., $740* an 
"54 (98) 4-dr., $655* (ps), $650* (ps), 
$560* (ps); (88) Super 2-dr. Hollaay, 


"53 (88) 2-dr. Holiday, $350*; (88) Super 
4-dr., $325*. 
"52 (98) 2-dr. Holiday $190*. 
PACKARD—’53 4-dr., $240* (ps). 
PLYMOUTH—’59 Fury (8) 4-dr., $2,050* 


(ps). 

"58 Suburban (8) Sport 4-dr., $2,175* 
(ps); Plaza (8) 4-dr., $1,150*; Savoy 
(6) 2-ar., 985. 

57 Belvedere (8) 2-dr. hardtop, $1,305* 
(ps), $1,205*, $1,200* (ps); 4-dr. 
hardtop, $1,225* (ps); Savoy (8) 2- 
dr, hardtop, $1,075"; 4- -dr., $925", 
$885; Plaza (8) 4-dr., $955 

56 Belvedere (8) conv., 775°; 4-dr. 
hardtop, $675*. 

"55 Savoy. (8) 2- dr., $525. 

— Plaza Suburban, $375; Belvedere 4- 


$340°*. 
PONTIAG_'50 Catalina 4-dr. Vista, $2,- 
700* (ps). 
"57 Star Chief Safari 4-dr., $1,600* (ps). 
’56 Star Chief conv., $915* (ps), $825* 
(ps); Chieftain 2-ar. Catalina, $900*. 
’55 Star Chief conv., $785*. 
54 Chieftain 2-dr,' Catalina, $295*. 
BLER—’55 Super 2-dr., 
*53 Custom 2-dr. hardtop, $235*. 
"51 Custom Cross Country, $175. 
STUDEBAKER — '56 Champion (6) 2-dr., 


You can’t buy better insurance protection! Universal Underwriters ‘6d Conmagins (6) tution wengen, 9465 
"53 Champion (6) 2-dr., $320. 











. : 2 WILLYs— 
offers you a complete insurance package especially designed to meet MISOELEANEOUS 58 "For to 
indivi ling and safety ot okt Fae eee Wot 
your individual needs . . . plus expert insurance counseling and sa San) plex, ero P, we 
e ° . . . : 5 ‘ord (8) ti , $4 
inspection services. Universal Underwriters’ sound insurance "65 Ford (8) %-ton camper, r 
idalee of Ss Gers ime ee 
principles give you maximum protection— savings, safety, security, "30 Chevrolet 36-to a 
‘. ‘ ‘ é ord (8) F-6 Flatbed, $170. 
and satisfactory loss adjustments. There is no better insurance in the world. '36 Ford (8) %-ton pickup, $100. 
* FLINT 


Flint Auto Auction, Sale every Thurs- 
day. Prices are for sale of Oct, 22, There 
seemed to be more action today, Buyers 








; 
i 
: 
i 
: 
fy 
. 


WRITE OR CALL YOUR NEAREST OFFICE TODAY were trying hard to buy but consignors 
were reluctant to sell at the going rate. 
/ ° Fy om cane a br happen to ban 
/ : = / juce r losses. cars from 
A 77 DE 6 (y f BRANCH OFFICES Genetineeanin. 
I“ GB PF Ee & Ss BUICK—’59 LeSabre 2-dr. hardtop, $2,- 
Chicago, Illinois Los Angeles, California 270°. 
’ nd be Specie) state Wagon 4-dr., $1,880*; 
Va > Z Portl Oregon juper 4-dr. iviera, $1,830* (ps); 
“1 7 y, ; ; P as , 7 7 $f ee Columbus, Ohio a ’ Century ste" pe” $1,765*; 4-dr. 
‘ fif j ¢ j : viera, 
Aha ‘St id AE oy Dallas, Texas Salt Lake City, Utah or apoaths tenes Woden. te, $1,400" > 
H ; (ps); 2-dr., $1,085*; RM 4-dr. Rivi- 
Jacksonville, Florida San Francisco, California era, °$1,325¢, $1,206" (ps); Super 4- 
r. viera, $1,200* (ps). 
Westfield, New Jersey '56 Century Estate Wagon 4-dr., $1,010°; 


RM 4-dr. Riviera, $815*; Special 2-dr. 
(Continued on Page 43, Col, 1) 
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Used-Car Auction Prices 








(Continued from Page 42) 


$790* (ps), $690* (ps), $640*; 


Riviera, 
Estate Wagon 4-dr., 


, $690° (ps); 


5f $650* (ps); Special 4-dr., 
$565*; 4-dr. Riviera, $540*; Century 2- 
dr, Riviera, $500*; 4-dr. Riviera, $325* 


(ps). 
CADILLAC—'58 (62) 4-dr., $2,775*. 
CHEVROLET—’ 59 Impala (8) sport sedan, 
$2,020. 

’58 Impala (8) conv., $1,695*, $1,650*; 
Bel Air (8) 4-dr, hardtop, $1,600, $1,- 
380; Biscayne (8) 2-dr., $1,380*, $1,- 
100; Delray (6) 4-dr., $1,330*, 

'57 Bel Air (8) conv., $1,325* (ps); 4- 
dr., $1,245* (ps); 4-dr, hardtop, $1,- 
205*; Two-ten (8) station wagon 4-dr., 


$1,290*, $1,195, $1,135*; Two-ten (8) 
4-dr., $1,160*, $1,160* (ps); 2-dr., 
$1,050*; Two-ten (6) 2-dr., $1,025*. 


56 Bel Air (8) 2-dr, hardtop, $1,000*; 
Two-ten (8) 4-dr., $825*, $815; 2-dr., 
$765, $430*; Two-ten (6) 4-dr., $475*. 

’55 Bel Air (8) sport coupe, $715*, $675*; 
Two-ten (8) 2-dr., $635*; 4-dr., $550*; 
Two-ten (6) 2-dr. hardtop, $565; One- 
fifty (6) 2-dr., $225. 

’53 Two-ten 2-dr., $110. 

CHRYSLER—’59 Windsor 4-dr., 
(ps). 
"55 PNY 4-dr. hardtop, $415* (ps). 
DODGE—’57 Coronet (8) 4-dr., $880*. 
’55 Royal (8) 4-dr. hardtop, $335*. 
’53 Meadowbrook 4-dr., $105. 
EDSEL—’58 Bermuda 4-dr., $1,405*; 
tion conv., $1,300*. 
FORD—’59 Custom 300 (8) 2-dr., $1,655. 

’58 Thunderbird (8) 2-dr, hardtop, §$2,- 
700* (ps); Fairlane 500 (8) conv., $1,- 
635* (ps), $1,565* (ps); 4-dr, Vic- 
toria, $1,350*; Country Sedan (8) 4- 
dr., $1,500; Custom 300 (6) 2-dr., $1,- 
240; Custom 300 (8) 2-dr., $1,125. 

’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 


$2,035* 


Cita- 


195*; 2-dr. Victoria, $1,145*; Fair- 
lane (8) 4-dr., $1,005; 2-dr., $985*; 
Custom 300 (8) 2-dr., $790, 
56 Country Sedan (8) 4-dr., $845*. 
’55 Custom (8) 4-dr., $490; 2-dr., $405; 
Custom (6) 2-dr., $400*%; Main (6) 2- 
r., $380, $280. 
’53 Custom (6) 4-dr., $135*. 
LINCOLN—’56 Capri sport coupe, $875* 
(ps). 
MERCURY—’57 Montclair 2-dr. hardtop, 
$1,105*. 
*56 Monterey 4-dr., $555*, $320*. 
55 Monterey 4-dr., $380, $240. 
’54 Monterey 2-dr. hardtop, $330. 
OLDSMOBILE—’59 (98) 4-dr., $2,655* 
(ps). 
’5S (88) 2-dr., $1,825* (ps). 
’57T (88) Super 4-dr., $1,320* (ps); conv., 
$1,180* (ps); (88) 4-dr., $1,170*. 

"56 (88) Super 4-dr., $890* (ps); (88) 
4-dr., $855*; (98) 4-dr., $615* (ps). 
PLYMOUTH—’57 Suburban (8) 4-dr., $1,- 

035*; Savoy (8) 4-dr. hardtop, $850*. 
PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
645”. 
58 Super Chief 4-dr., $1,675*. 
‘57 Chieftain 2-dr. Catalina, $1,075*. 
*55 Star Chief 2-dr., $700*, $545*; Chief- 


tain 2-dr., $440°*. 

RAMBLER—’58 Custom y Bs 4-dr., $1,455*. 
’57 Custom (6) 4-dr., $1,2 
’56 Super (6) 4-dr., oor $545*. 

STUDEBAKER—’59 Lark (6) station wag- 

on 2-dr., $1,425. 


"BT Commander (8) 4-dr., $650*; Cham- 
pion (8) 4-dr., $490* (ps). 
MISCELLANEOUS—’50 Dodge ‘%-ton 
Dump, $260. 
DETROIT 


Aptco Auto Auction. Sales every Wednes- 

day. Prices are for sale of Oct, 21 

BUICK—’57 RM 4-dr., $1,550*; 
r., $1,200* (ps). 


Super 2- 


’56 Special Estate Wagon 4-dr., $950* 
(ps); Century 4-dr, Riviera, $810* 
(ps). 

’55 Special 4-dr., $450*. 

CADILLAC—’58 (62) 4-dr., $3,000* (ps). 

*55 (62) 4-dr., $1,100* (ps). 

CHEVROLET—’59 Corvette (8) conv., $3,- 
000*; Impala (8) conv., §$2,260* (ps), 
$2,215* (ps); sport coupe, $2,125; Bel 
Air (8) 4-dr., $1,950* (ps); 2-dr., $1,- 
625°". 

’57 Bel Air (8) club coupe, $1,265; Two- 
ten (8) 2-dr., $1,000* (ps). 

"56 Bel Air (8) 4-dr., $875*; Two-ten 
(6) station wagon 4- dr. , $750*; 4-dr., 
$675* 


SS Two-ten (6) 4-dr., $480; 2-dr., $400*. 
CHRYSLER—’57 NY 4- ‘ar., $1,375* (ps). 
"55 NY 4-dr., $600* (ps). 
'O—'57 Fireflite m dr. hardtop, $1,- 
310* Firedome 4-dr, hardtop, 


"56 Fireflite 2- -dr, hardtop, $775* (ps). 
54 Firedome 4-dr., $225*. 
DODGE — ’57 Coronet (8) $990*, 
$975*; Coronet (8) 


860*. 
’56 Sierra (8) 4-dr., 

Custom Royal (8) 
(8) 4-dr., $750*. 


4-dr., $800* (ps); 
4-dr., $750*; Royal 

EDSEL—’58 Ranger 4-dr. hardtop, $1,- 
100*. 

FORD—’59 Fairlane 500 (8) 2-dr. Victoria, 
$1,915*; Fairlane (8) 4-dr., $1,520; 
Ranch Wagon (8) 2-dr., $1,810. 

’58 Fairlane 500 (8) skyliner, $1,945* 
(ps), $1,725* (ps); Country Sedan (8) 
4-dr., $1,740* (ps); Custom 300 (8) 
2-dr., $1,120. 

"57 Fairlane 500 (8) conv., $1,280*%; 4- 
dr. Victoria, $1,100*; 2-dr, Victoria, 
$1,000*; Custom 300 (8) 2-dr., $895*, 
$700. 

*56 Country Sedan (8) 4-dr., $800* (ps); 
Fairlane (8) 4-dr., $780*; conv., $765*; 
2-dr, Victoria, $620* (ps); Main (6) 
2-dr., $605; Custom (8) 2-dr., $500. 

55 Ranch Wagon (8) 2-dr., $595; Fair- 
lane (8) 2-dr., $575*; Custom (8) 2- 
dr., $450; Main (6) 2-dr., $240. 

LINCOLN—’'56 Premiere 2-dr. hardtop, 


4-dr., 


$1, eri (ps); Capri 2-dr, hardtop, $1,- 
050* (ps 

MERCURY..’'s8 Monterey 2-dr. hardtop, 
$1,460* (ps). 

"57 Colony Park 4-dr, (9 pass.), $1,- 
510* (ps). 

OLDSMOBILE—’59 (88) 4-dr., $2,630* 


(ps). 
’58 (88) 2-dr. Holiday, $2,100* (ps). 
’57 (88) Super 4-dr., $1,450* (ps); 2-dr., 
Holiday, $620* 
dr., $575* (ps). 
PLYMOUTH—’58 Suburban (8) 4-dr., 
500*; Savoy (8) 4-dr., $1,025* 


(ps); 4- 
$1,- 
(ps); 


PONTIAC— 


*56 Chieftain 2- 
$680* ; 0* 


4-dr., 


$61 
55 Chieftain 4-dr. ’ $630* (ps), $190*. 


$1,795; 
$1,700, $1,600, 


RAMBLER—’59 Custom (6) 
Super (6) 4-dr., 
635. 


*58 Super (6) Cross Country, $1,475*. 
’57 Super (6) Cross Country, $1,250*, 


dr. Catalina, 


4-dr., 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct, 21. The 
greatest price break appeared to be in the 
Sold 133 cars from 


’"F8 and ’59 models. 
215 consignments. 
BUICK—’57 Special 2-dr., 


"55 Special 4-dr. 
4-dr., $690*; 
$835*. 

’54 Special 4-dr., 

05* 


CADILLAC— 
(ps); 

"655 (62) 4-dr., 
"54 (62) 4-dr., 


Riviera, 
2-dr, 


$520°*, 


$1,310* (ps). 


200* (ps); 2-dr., 
"568 Impala (8) 2-dr., 
915* (ps); 
$1,360; Delray (6) 2-dr., 
"57 Two-ten (8) 4-dr., 
4-dr, hardtop, $1,110", 
$1,015*, $905; Bel 
$1,000, $990. 
"56 Bel Air (8) 4-dr., 


$2,105* 


Delray (8) 2-dr., 


$1,210*, 
$1,100*; 
Air 


$1,210* 
’56 Special 2-dr, Riviera, $1,015* (ps). 


$880* 


Riviera, 


$470°*; 


"56 (60) Special 4-dr., $1,610* 
(62) 2-dr, hardtop, $1,600* (ps). 


$1,090* (ps). 
CHEVROLET—’59 Impala (8) 4-dr., 


$1,930° (ps), $1,- 
$1,375*, 
$930. 

$1,190°; 


$945, 


(6) 


$1,005", 


(ps). 


$850*, 


$1,- 


(ps) ; 


2-dr., 


$2,- 


2-dr., 
2-dr., 





$995°, 


$885*; 2-dr., $995; Bel Air (6) 2-dr. 
hardtop, $1,005*, $975; Two-ten (6) 
2-dr., $840; One-fifty (6) 2-dr., $655. 
55 Bel Air (8) 2-dr. hardtop, $930*, 
$920*; 2-dr., $615*; Bel Air (6) 4-dr., 
$800"; 2-dr., $790*; Two-ten (6) 2-dr., 


$61 
’54 Bel Air 4-dr., Fl $405*. 
’53 Bel Air 2-dr., $450 
FORD—’59 Custom 300 (8) 4-dr., $1,710. 
'658 Fairlane 500 (8) 4-dr., $1,250; Cus- 
tom 300 (8) 4-dr., $1,230, $1,200. 
’57 Fairlane 500 (8) 2-dr, Victoria, $1,- 


$560*, 


355*; Fairlane (8) 4-dr. Victoria, $1,- 
255°, $1,240*; 4-dr., $1,105*, $1,000*; 
Ranch Wagon (8) 2-dr., $1,300*; Cus- 
tom (8) 4-dr., $1,080, $1,055; 2-dr., 
$960. 

’56 Fairlane (8) 4-dr., $890*, $880", 
$765; Custom (8) 2-dr., $740*, $675, 
$630; 2-dr., $725. 

55 Fairlane (8) 2-dr, Victoria, $830, 
$680*; 2-dr., $640*; 4-dr. ’ $650°; Cus- 
tom (8) 2-dr., $565*, $535*, $430*, 

*54 Custom (8) 4-dr., $485*, $410, $390*; 
2-dr., $355. 

53 Custom (8) 4-dr., $355. 

MEROURY—’57 Montclair 4- dr., $1,270*, 
$1,250*; Monterey 4-dr., $1,225*, $1,- 
210°; 2-ar., $1,155". 

56 Monterey 4-dr., $900*, $875*. 

’55 Monterey 2-dr. hardtop, $810*, $600*, 
$510*. 

’53 Monterey 2-dr., $315*. 

OLDSMOBILE—’58 (88) 4-dr., $1,640*. 

"57 (88) 2-dr, Holiday, $1,135*; 4-dr., 
1,100*. 

"56 (88) Super 4-dr. Holiday, $1,005* 
(ps); (88) 2-dr, Holiday, $975*; 4-dr., 
$770*, $690*. 

"55 (88) Super 4-dr. Holiday, $1,000* 
(ps); (98) 2-dr, Holiday, $900*. 

"54 (88) Super 4-dr., $750*; (98) 4-dr., 
$605*, $445*. 

PLYMOUTH—'5s Belvedere (8) 4-dr., $1,- 
5 
"57 Savoy (8) 4-dr., $930*; 2-dr., $875. 
(Continued on Page 44, Col, 1) 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Clergfic and aff present-day finishes. 
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AVAILABLE TO ALL CAR DEALERS 

















'ST Belvedere (8) 4-dr., $1,000* 
Savoy (8) 4-dr., $690 
56 Savoy (8) 4-dr., $545, $455. | 





NEW Parish 
Provide More Cu 


Truck bodies built by your Parish body builder 
give you more value for your dollar because of — 


All Steel Construction—for rough-and- 


* 


tumble action 


than bodies made from lighter metals. 


The next time you order truck bodies, specify 
Parish steel sections. . 


% High Tensile Steel Members—at points of 
greatest stress 

% Replaceable Frame Units—for faster, lower- 
cost repairs 

% Greater cube—for bigger, more profitable 
payloads 

% Extra Strength and Rigidity—far stronger 


. for more strength, for 


greater durability, at lower cost. Your Parish 
body builder will install doors, panels and floor 
to your specifications, and for your particular 
requirements. 


@ DANA PRODUCTS: Transmissions ¢ Universal 
Joints © Propeller Shafts « Axles ¢ Torque 
Converters « Gear Boxes ¢ Power Take-Offs 
Power Take-off Joints * Rail Car Drives « Rail- 
way Generator Drives « Stampings ¢ Spicer 
and Auburn Clutches « Parish Frames ¢ Forgings 





2-Inch Radius Sections 
be, Greater Strength 





For the name of your nearest Parish body 
builder, write Parish Pressed Steel Division, 
Dana Corporation, Reading, Pennsylvania. 


©1959 Dana Corporation 
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Used-Car Auction Prices 


"54 Special 2-dr., $450*. 000*; Custom Royal (8) 4-dr., $1, 050*, 
CADILLAC—’57 (62) Coupe de Ville, $2,- $925*; Coronet (8) 4-dr., $855 
350* (ps); 2-dr., $2,350* (ps). "56 Royal (8) 2-dr,. hardtop, $650* ; 4- 
’56 (60) Special 4-dr., $1,775* (ps); (62) dr., $625* (ps). 


EDSEL—’'59 Corsair conv., $2,100* (ps). 
’58 Citation 4-dr, hardtop, $1,600* (ps); 


Coupe de Ville, 
’55 Eldorado conv., 


$1,515* (ps). 
$1,600* (ps); (62) 








(Continued from Page 43) 


'56 Belvedere (8) 4-dr., $810*, $725. 
‘55 Savoy (8) 4-dr., $505, $475. 


*54 Belvedere 4-dr., $350*° 


PONTIAC—’'59 Bonneville 2-dr. hardtop, 
$2,755* (ps); Catalina 4-dr., $2,295* 
(ps). 

’58 Chieftain 4-dr., $1,365*. 
’56 Chieftain 4-dr, Catalina, $1,000* 


(ps). 
’55 Chieftain 2-dr, Catalina, $935* (ps); 


4-dr., $774*. 
RAMBLER—'59 Super (6) Cross Country, 
$2,035*. 


'56 Deluxe (6) 4-dr., $645*, $630. 
’55 Custom Cross Country, $515. 
‘54 Super 2-dr, hardtop, $435*. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday, Prices are for sale of Oct. 22. 
57 and '56 models much in demand at 


present. Sold 74 cars from 90 consign- 
ments. 

BUICK —'56 Super 2-dr. Riviera, $810* 
(ps); Century 2-dr. Riviera, $725*. 
55 Special 2-dr. Riviera, $575*; 2-dr., 
$350; RM 2-dr, Riviera, $495* (ps). 

"54 Super 4-dr., $285*. 
’53 Super 4-dr., $260, $120*. 
CADILLAC—'56 (62) 2-dr., $1,230*. 


"50 (61) 4-dr., $225°*. 


CHEVROLET—’'58 Bel Air (8) 4-dr., $1,- 

550* (ps); 4-dr. hardtop, $1,525* (ps). 

"57 Two-ten (8) 2-dr., $1,100*. 

’66 Bel Air (8) 4-dr., $1,025*%; 4-dr. 
hardtop, $875. 

55 Two-ten (6) 4-dr., $680*, $525; Bel 
Air (8) 4-dr., $350*. 

‘54 Two-ten 2-dr., $350*, $305. 

53 Two-ten 4-dr., $300*; 2-dr., $300; 
Bel Air 2-dr, hardtop, $270*. 

62 Deluxe 2-dr., $190*. 

’51 Deluxe 4-dr., $110*. 


CHRYSLER—’53 Windsor 2-dr., $175*; 4- 


r., $170*. 
DODGE—’'56 Coronet (8) 4-dr, hardtop, 
$725°. 
"55 Suburban (8) 2-dr., $460. 
FORD—'59 Custom 300 (6) 2- dr., $1,500. 


’58 Fairlane 500 (8) conv., $1, 360° (ps) ; 


2-dr., $1,100*. 
’57 Fairlane (8) 4-dr., $1,125*. 
‘56 Custom (6) 2-dr., $600*. 


’55 Country Squire (8) 4-dr., $600; Fair- 
lane (8) 2-dr., $510. 

’54 Crest (8) 2-dr. Victoria, $460; 
(6) 2-dr., $275. 

53 Main (6) 4- dr., 
Victoria, $140. 


Main 


$155; Crest (8) 2-dr. 


LINCOLN — '57 Premiere 4-dr., $1,600* 
(ps). 
"51 2-dr., $100*. 
MERCURY—’'57 Monterey 2-dr., $1,110*, 
$1,000* 


'55 Monterey 4-dr., $480°. 
OLDSMOBILE—’58 (88) Super Fiesta, $2,- 
075*. 
"57 (88) conv., $910* (ps). 
*55 (88) Super conv., $630* (ps). 
’54 (98) 2-dr, Holiday, $300*. 


’53 (98) 2-dr. Holiday, $295*; (88) 2-dr., 


$155*. 
PACKARD—'56 Caribbean 2-dr, hardtop, 
$775 
PLYMOUTH “57 Savoy (8) 2-dr., $865*; 
4-dr., $610*. 
"56 Savoy (6) 4-dr., $580*; Plaza (6) 
4-dr., $400. 
55 Savoy (6) 2-dr., $450. 
PONTIAC — '56 Chieftain 4-dr. Catalina, 


$725*. 

"53 Chieftain 2-dr, Catalina, $250". 
STU DEBAKER—’51 4-dr., $130*. 
MISCELLANEOUS—'56 Ford (6) 

pickup, $585. 

’54 Ford (8) %-ton stake, $625. 

"53 Ford (8) Courier, $260. 


DANVILLE, VA. 


Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 21. 
Very active on all makes except new cars. 


%-ton 


BUICK—’56 Century 4-dr., $890* (ps); 
Special 2-dr., $865*, $815, $795*, $775. 
"55. Century 2-dr., $755*, $615*; Special 
2-dr., $705*. 
CADILLAC—’59 (62) 2-dr. hardtop, $4,- 
155* (ps). 


"58 (62) Sedan de Ville, $3,335* (ps). 
"57 (62) 2-dr. hardtop, $2,355* (ps). 


"55 (75) 4-dr., $1,585* (ps). 
CHEVROLET—’'58 Bel Air (8) 4-dr., $1,- 
505*, $1,495* (ps), $1,480* (ps); Bis- 
cayne (6) 4-dr., $1,255*, $1,305, $1,- 
180*; Delray (6) 4-dr., $1,125. 
’57 Bel Air (8) 4-dr., $1,550*; Two-ten 


(6) station wagon, $2,225*, $1,085; 2- 


dr., $890; Two-ten (8) 4-dr., $1,075*, 
$1,015, $925. 

"56 Bel Air (8) 2-dr., $950*; Two-ten 
(8) 4-dr., $805*, $725, $705*; 2-dr., 
$795, $795*; Two-ten (6) 2-dr., $685; 
One-fifty (6) 4-dr., $525. 

*55 Two-ten (6) 4- dr., $755; 2-dr., $665, 
$335; Two-ten (8) 4-dr., $605*; One- 
fifty (8) 4-dr., $745*; One-fifty (6) 
4-dr., $405; Bel Air (8) 2-dr., $725* 


(ps); 4-dr., $705*; Bel Air (6) 4-dr., 
$690. 

"54 Bel Air 2-dr., $695; 4-dr., $505, $455; 
Two-ten (6) 4-dr., $530, $4 50, $405. 
"53 Two-ten 2-dr., $305; 4-dr., $180; 
One-fifty (6) 2- dr., $290; Bel Air 2-dr., 

185. 


DeSOTO—’'57 Firesweep 2-dr. hardtop, $1,- 
220*; Firedome 4-dr., $1,195* (ps). 

DODGE—’ 52 Coronet 2-dr., $110. 

EDSEL—’58 Ranger 2-dr., $1,105*. 


FORD—’'58 Fairlane (8) 2-dr., $1,205; Cus- 
tom 300 (6) 2-dr., $920. 
’57 Fairlane 500 (8) 2-dr., $1,205*; Main 


(8) 4-dr., $1,025; Custom 300 (8) 2- 
dr., $975. 

"56 Fairlane (8) 2-dr., $1,005*; 2-dr. Vic- 
toria, $905*; 4-dr., $995*, $880*; Cus- 
tom (8) 2-dr., $755*; 4-dr., $750; 
Main (8) 2-dr., $705*, $650; Ranch 
Wagon (8) 2-dr., $695. 


"55 Custom (8) 2-dr., $690, $650, $450; 
4-dr., $655* (ps); Fairlane (8) 4-dr., 
$820, $745*, $685, $455*, $337. 

54 Custom (6) 4-dr., $755"; 
(8) 2-dr., $475, $405, $385. 

"53 Custom (8) 4-dr., $400*; Custom 
(6) 2-dr., $210; Country Sedan (8) 
4-dr., $305. 

LINCOLN—’'53 Cosmopolitan 2-dr., 


Custom 


$315* 
(ps). 
MERCURY-— $1,280* 
(ps). 
"56 Monterey 2-dr., 
*55 Monterey 4-dr., 
‘54 Monterey 4-dr., $320. 
‘53 Monterey 2-dr., $315*. 
OLDSMOBILE—'58 (88) 4-dr., 


"87 Montclair 4-dr., 


$935*. 
$385*. 


$1,405*. 





conv., $1,300* (ps). Ranger station wagon, $1,235* 
"52 (62) 2-dr., $300* (ps). FORD—’'59 Thunderbird (8) 2-dr., $3,150* 
CHEVROLET—’'59 Nomad (8) 4-dr., $2,- (ps); Custom 300 (6) 2-dr., $1,635*. 
350* (ps); Impala (8) conv., $2,200* ’58 Fairlane 500 (8) conv., $1,650* (ps); 


(ps); Bel Air (8) 2-dr., $1,900*. Country Sedan (8) 4-dr., $1,515* (ps); 





"56 (88) Super 4-dr., $1,195*, $1,075* ’58 Nomad (8) 4-dr., $1,800* (ps); Im- Fairlane (8) 2-dr. Victoria, $1,400* 
(ps); 2-dr., $1,080* (ps); (98) 4-dr., pala (8) conv., $1,700*, $1,700* (ps), (ps); 2-dr., $1,075; Ranch Wagon (8) 
$910* (ps). $1,650* (ps); Biscayne (8) 2-dr., $1,- 2-dr., $1,350*. 

’55 (88) 2-dr., $850*, $775*, 300. ’57 Country Sedan (8) 4-dr., 2 at §$1,- 

’54 (88) conv., $185*. "57 Bel Air (8) 4-dr, hardtop, $1,400*, | 350*, $1,185*; Fairlane 500 (8) 4-dr., 

PLYMOUTH—’58 Savoy (8) 4-dr., $1,280*. $1,350*; 4-dr., $1,260*; 2-dr., $855; | $1,300* (ps), $1,200* (ps); 4-dr. Vic- 

‘57 Savoy (8) 2-dr., $960*; Plaza (6) Two-ten (8) 4-dr., $1,400* (ps), $1,- toria, $1,250* (ps), $1,155* (ps), $1,- 
2-dr., $605. 250* (ps); station wagon, $1,220*, 075* 2-dr, Victoria, $1,190*; conv., 

’56 Fury (8) 2-dr., $905*. $1,120*. $1,100* (ps); Fairlane (8) 4-dr., $1,- 

'55 Plaza (8) 2-dr., $530. ’56 Bel Air (8) 2-dr, hardtop, $1,100*, 050*; Custom 300 (8) 4-dr., $980*; 

PONTIAC—’'57 Chieftain 4-dr., $870. $900* (ps), $840*, $790*; 4-dr., $1,- Custom 300 (6) 2-dr., $900, $790*, 

"56 Chieftain 4-dr., $955* (ps). 050* (ps); conv., $900*; 2-dr., $760; $680; Ranch Wagon (6) 2-dr., $950* 

’55 Star Chief 2-dr., $745*. Two-ten (8) 2-dr., $800*, $700; Two- (ps). 

’53 Chieftain 4-dr., $370*. ten (6) station wagon, $700*; One- "56 Country Sedan (8) 4-dr., $960; Fair- 

MISCELLANEOU "52 GMC (6) pickup, fifty (8) station wagon, $765. lane (8) 2-dr., $900*, $680*; 2-dr. 
355 ’55 Bel Air (8) 2-dr, hardtop, $730*, Victoria, $800*, $700*; Ranch Wagon 
$700*; station wagon, $725*; conv., (6) 2-dr., $700*; Custom (8) 2-dr., 

DETROIT $600*; Bel Air (6) 4-dr., $650* (ps); $625. 
Two-ten (8) station wagon, $555; 2- ’55 Fairlane (8) conv., $700*; 2-dr, Vic- 

Motor City Auto Auction, Sale every dr., $550*, $400. toria, $700*, $655*; 2-dr., $650*; Cus- 

Monday. Prices are for sale of Oct. 19. 54 Two-ten 2-dr., $500, $400*; Bel Air tom (8) 2-dr., $550; Ranch Wagon 
BUICK—’59 Electra (225) 4-dr, Riviera, 2-dr., $375, $330; One-fifty 2-dr., $225. (8) 2-dr., $450. 

$2,550* (ps); Electra 4-dr., $2,400* "53 Two-ten 2-dr., $280*; Bel Air 2-dr. "54 Custom (8) 4-dr., 2 at $350*. 

(ps); 2-dr, Riviera, $2,320*, $2,305*. hardtop, $160*. 53 Crest (8) 2-dr. Victoria, * meal 

‘58 Special conv., $1,575". CHRYSLER—’57 NY 4-dr., $1,380* (ps), $285*; Custom (6) 2-dr., $195 

’57 Century 2-dr., $1,350* (ps); 4-dr. $1,250* (ps); Windsor 2-dr., $1,200* | LINC OLN—’58 Continental Mark III '2-dr., 
Riviera, $1,300* (ps); 2-dr, Riviera, (ps); 4-dr., $1,100*. $2,900* (ps); Capri 2-dr., $2,400* (ps). 
$1,250*; 4-dr., $1,200*; Special 4-dr. 55 Windsor 4-dr., $625, $415* (ps). 56 Premiere 4-dr., $1,010* (ps). 
Riviera, $1,340* (ps); 4-dr., $1,225*| DeSOTO—’57 Firedome 4-dr,. hardtop, $1,- | MERCURY —’59 Monterey 2-dr. hardtop, 
(ps); conv., $1,200* (ps); Super 4-dr., 300*, $1,100* (ps); 4-dr., $1,015*; $2,050. 
$1,300* (ps). Firesweep 2-dr., $1,130*; 2-dr, hard- 58 Monterey 2-dr., $1,470*; Montclair 

56 Century 4-dr, Riviera, $870*; RM top, $1,050*. 2-dr., $1,400*. 
4-dr., $775*; Special 4-dr., $750"; 4- ’56 Firedome conv., $790*. ’57 Commuter 2-dr., $1,155; Monterey 
dr. Riviera, $700*. DODGE—’59 Custom Royal (8) 4-dr, hard- 2-dr. hardtop, $1,050*; 2-dr., $1,050*, 


"55 Special 2-dr. Riviera, $700*, $590*, top, $2,200* (ps). $925°. 











°56 Monterey station wagon, $990; 2-dr., 
Montclair 2-dr, hardtop, $900*. 


Royal (8) 
4-dr., $1,- $570*; 


$560*, $555*, $500*, 
4-dr, Riviera, $450*. 


$460; 4-dr., $460; ’57 Sierra (8) 4-dr., $1,170*; 


2-dr. hardtop, $1,150* (ps); 


’55 Monterey 4-dr., $625*, $560*, $560, 
$540, $535*, $500*, $500. 
NASH—’55 Custom (8) 4-dr., $550* 


OLDSMOBILE — ’'59 (88) 2-dr., $2,400* 
(ps), $2,275* (ps), $2,200* (ps). 
’58 (88) Super Fiesta, $2,300* (ps); (88) 
conv., $2,000*. 
’57 (88) Super Fiesta, $1,490* (ps); (88) 


2-dr. Holiday, $1,200*, $1,165*. 

"56 (98) 4-dr. Holiday, $1,165* (ps); 
2-dr. Holiday, $1,010* (ps); (88) 2- 
dr., $820*. 

"55 (98) 4-dr. Holiday, $850* (ps); 4-dr., 
$505* (ps), $230* (ps). 

’54 (98) 2-dr. Holiday, $600*, $470* 
(ps); (88) 4-dr., $575* (ps). 

’53 (88) 4-dr., $325*, $285*. 
PACKARD—’'56 Clipper 4-dr., $600*. 
PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 

top, $1,905*; Savoy (8) 4-dr., $6325*. 

’57 Suburban (6) 4-dr., $1,050*; Belve- 
dere (8) 4-dr., $900*, $810* (ps); 
Savoy (8) 4-dr., $650*; Plaza (8) 2.- 
dr., $630. 


’56 Belvedere (6) 2-dr., $645; Savoy (8) 


2-dr., $640; 4-dr., $525*. 
’55 Savoy (8) 2-dr., $485, $400; Belve- 
dere (8) 4-dr., $480*, $320*. 


PONTIAO — '59 Bonneville 4-dr., $2,450* 


(ps); Catalina Safari 4-dr., $1,950* 
(ps). 

’57 Star Chief conv., $1,300* (ps); 
Chieftain 4-dr, Catalina, $1,010* 
’56 Star Chief 2-dr, Catalina, $850* 
(ps); 2-dr., $750*; Chieftain 2-dr. 
Catalina, $750*; 4-dr, Catalina, $650*; 

2-dr., $415*. 

*55 Star Chief 2-dr., $580; Chieftain 4- 
dr., $255. 

’54 Star Chief 2-dr., $310*. 

’53 Chieftain 2-dr., $250°. 


= Custom 4-dr. hardtop, 


S75 
STUDEBAKER— 57 Golden Hawk (8) 2- 
$975* (ps). 
se "President (8) 2-dr., $615. 
(Continued on Page 45, Col, 1) 





PROGRESSIVE ENGINEERING MAKES THE DIFFERENCE 


ONLY DELCO-REMY OFFERS FULL-TRANSISTOR 


Designed for use with 
DELCO-REMY’S new self- 


The FULL-TRANSISTOR REGULATOR has no moving parts 
and offers the ultimate in accurate electrical performance, 
durability and reliability. 
transistors, diodes, condensers and resistors, permitting 
higher field current for better generator performance. 
Constant voltage control is unaffected by temperature 


It is composed entirely of 


changes, vibration, or mounting position. A simplified 


rectifying a.c. generators 


external adjusting feature permits easy voltage setting 
for varying operating conditions. And this full-transistor 


regulator requires no periodic servicing. 


Now you can choose between two modern new Delco- 
Remy regulators—the most accurate available today. 
One is a full-transistor model, the other transistorized. 


The TRANSISTORIZED REGULATOR contains a single tran- 
sistor and diode working in conjunction with a vibrating- 
type voltage sensing unit. The transistorized circuit 
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EDSEL—’58 Pacer 2-dr. hardtop, $1,195* ’53 Monterey 4-dr., 
(ps); Corsair 4-dr., $990*. $205. 
e e FORD—'59 Thunderbird (8) conv., $3,415* | OLDSMOBILE — ‘59 (98) 4-dr., $2,745* 
( (ps); Galaxie (8) 4-dr, Victoria, $2,- (ps); (88) Super 4-dr. 
Use Po aor Auction Prices 250* (ps); 2-dr. Victoria, $2,150* (ps); 730* (ps); 2-dr. Holiday, $2,725* 
Fairlane 500 (8) 4-dr., $1,975* (ps); ’58 (98) 2-dr, Holiday, 
Custom 300 (6) 2-dr., $1,625*. 4-dr. Holiday, $1,980* (ps); 
‘58 Thunderbird (8), $2,800* (ps), $2,- 4-dr., $1,755* (ps); 2-dr. Holiday, §$1,- 
680* (ps); Fairlane 500 (8) 4-dr., 680* (ps). 
(Continued from Page 44) $1,390*, $1,315* (ps); 2-dr., $1,300"; "57 (88) Super 
‘ 3 : 2-dr. Victoria, $1,025*; Fairlane (8) (ps); 4-dr., 1,430* 
MISCELLANEOUS—’54 Ford %-ton pick- (ps). , conv., $1,350*; Fairlane (6) 4-dr., Holiday, $1,353 c 
up, $165. *55 Eldorado Seville, $1,550* (ps). $1,305; Ranch Wagon (8) 2-dr., $1,- (98) 4-dr. Holiday, 
54 (62) Coupe de Ville, $700* (ps). 310*; Custom 300 (6) 2-dr., $930. 56 (98) 2-dr. Holiday, 
CHICAGO 53 (62) conv., $220* (ps). ’'57 Thunderbird (8) conv., $2,050* (ps); 4-dr. Holiday, $950* (ps); 4-dr., $950* 
: CHEVROLET—’59 Corvette (8) conv., $3,- Country Sedan (8) 4-dr., $1,140* (ps), (ps); conv., §$885* 
Greater Chicago Auto Auction, Sale 040, $3,010; Impala (8) 2-dr., $2,270*, $1,080*; Fairlane 500 (8) 4-dr, Vic- 2-dr. Holiday, $940* 
every Thursday. Prices are for sale of $2,125* (ps); sport sedan, §2,250* toria, $1,050*, $805*; Fairlane (8) 4- $630*. } 
22. Fall market continues to dip, Late (ps). dr, Victoria, $900* (ps); Fairlane (6) ’55 (98) conv., $410*; 
models are getting real good. Sold 311 cars ’58 Corvette (8) conv., $2,305; Impala 2-dr., $700; Custom 300 (8) 2-dr., "54 (98) 4-dr., $475* (ps). 
from 547 consignments. (8) conv., $1,750*%, $1,680*, $1,595* $875; Custom (8) 2-dr., $815*. PACKARD—’56 Clipper 4-dr., 
BUICK—’59 Electra 4-dr. Riviera, $2,675* (ps); 2-dr. hardtop, $1,695, $1,650; ’56 Country Sedan (8) 4-dr., $950*; 55 Clipper 2-dr, 
(ps); LeSabre 4-dr., $2,385* (ps). Nomad (8) 4-dr., $1,700* (ps); Bel Fairlane (8) 2-dr, Victoria, $920* (ps), "53 Clipper 4-dr., $300*. 
58 Super 4-dr, Riviera, $1,890* (ps), Air (8) sport sedan, $1,500* (ps), $855*; Fairlane (6) 4-dr., $655; 2-dr., | PLYMOUTH—’58 Belvedere (8) conv., § 
$1,765* (ps); Special 4-dr., $1,400*, $1,355*; Bel Air (6) 2-dr., $1,385*; $510; Custom 300 (8) 4-dr., $880*. 390* (ps), $1,270* 
$1,270* (ps). Biscayne (8) 2-dr., $1,250; Delray (6) ’55 Thunderbird (8) conv., $1,400*; Fair- dr., $1,355 (ps); 
’57 Special 2-dr. Riviera, $1,330* (ps); 2-dr., $1,150. lane (8) 2-dr. Victoria, $610*, $585*, $995". 
2-dr., $1,050*; 4-dr., $955* (ps); Super ’57 Bel Air (6) 2-dr., $1,200; 4-dr., $1,- $435*; conv., 2 at $500*; 4-dr., $410*; ’57 Belvedere (8) 
2-dr. Riviera, $1,320* (ps); 4-dr. Ri- 050*; Bel Air (8) conv., $1,100; Two- Custom (8) 2-dr., $475, $370, 2 at (ps); Plaza (6) 
viera, $1,260* (ps), $1,055* (ps). ten (6) 4-dr., $1,190*%; 2-dr., $1,005; $350; Main (8) 2-dr., $265. $595; Savoy (8) 
’56 Super 4-dr, Riviera, $900* (ps); Cen- Two-ten (8) 2-dr., $1,150*. ’54 Crest (8) conv., $320. (6) 2-dr., $590*. 
tury 4-dr. Riviera, $865* (ps); 2-dr. ’°56 Two-ten (8) station wagon, $950*; ’53 Crest (8) 2-dr. Victoria, $445. ’56 Suburban (6) 
Riviera, $780*; Special 2-dr. Riviera, Two-ten (6) 2-dr., $590; Bel Air (8) ’47 Customized, $505. (6) 2-dr., $455*. 
$700*. 4-dr., $855*, $830*; sport coupe, $725. | IMPERIAL—’57 Crown 2-dr. hardtop, $2,- ’55 Belvedere (8) 
55 Super 2-dr. Riviera, $720*, $595* ’55 Bel Air (8) sport coupe, $750*, $625*, 050* (ps); Imperial 4-dr. hardtop, Belvedere (6) 2-dr. 
(ps); Century 2-dr, Riviera, $720*; $500*; 4-dr., $575*; 2-dr., $405; Two- $1,850* (ps). PONTIAC—’59 Bonneville 4-dr, Vista, $2,- 
Special 2-dr,. Riviera, $425*; conv., ten (8) 4-dr., $550*. 56 Imperial 4-dr., $1,400* (ps). 775* (ps); Star Chief 4-dr., 
$425*; 2-dr., $375*; 4-dr., $320*. *54 Bel Air 4-dr., $440* (ps); Two-ten | LINCOLN—’58 Capri 4-dr., $2,260* (ps). (ps); Catalina 2-dr., 
’54 Century 2-dr. Riviera, $480*. 2-dr., $385; station wagon, $385. ’57 Premiere 2-dr., $1,520* (ps). ’58 Star Chief Safari 4-dr., $1,950* (ps); 
’53 Special 4-dr., $230*. "653 Bel Air 2-dr., $225*; 4-dr., $220*. MERCURY—'58 Montclair 2-dr. hardtop, 4-dr., $1,360*; 
CADILLAC—’59 de Ville 2-dr. hardtop, | CHRYSLER —’'57 Windsor 4-dr. hardtop, $1,625*; Monterey 4-dr., $1,350*, $800* 200°. 
$4,455* (ps), $4,275* (ps); (62) 2-dr., $1,165* (ps); 4-dr., 2 at $1,100* (ps). (ps); 2-dr., $1,270*. ’57 Star Chief 4-dr. Catalina, $1,035* 
$4,040* (ps). DeSOTO—’57 Firedome 4-dr. hardtop, $1,-/| ‘'57 Montclair 4-dr., $1,175*; Monterey (ps). 
’58 (62) Coupe de Ville, $3,180* (ps), 375". 2-dr., $1,115*; 4-dr., $1,025* (ps). ’55 Star Chief 
$3,105* (ps), $3,050* (ps). DODGE—’58 Sierra (8) 4-dr., $1,875* (ps). ’56 Monterey 2-dr., $770*. $665* (ps); conv., 
’57 (62) 4-dr., $2,360* (ps). ’57 Coronet (8) 4-dr., $980* (ps); Coro- ’55 Monterey 2-dr., $485*; 4-dr., $390*: tain 2-dr. Catalina, 
’56 (62) 2-dr., $1,630* (ps); conv., $1,- net (6) 2-dr., $470. Custom 2-dr., $395*. $345*; Safari 2-dr., 
480* (ps); Sedan de Ville, $1,195* ’55 Coronet (8) 2-dr., $440*. *54 Monterey 2-dr., $350°*. 54 Chieftain 2-dr, Catalina, 





$240; Custom 2-dr., 


Super Chief 4-dr., 














AND TRANSISTORIZED VOLTAGE REGULATORS 


permits high field current for improved generator per- 

formance with low non-inductive current through the 

contacts for greatly extended contact life. Models are 

available for circuits containing either ammeters or FROM THE HIGHWAY TO THE STARS 
indicator lights. All units are temperature compensated 


to better match battery voltage requirements. D elc oO -Rem 
Both the full-transistor and the transistorized models have y 


the same mounting dimensions as standard regulators. ELECTRICAL SYSTEMS 





Whichever model you choose for your new vehicles or for DELCO-REMY + DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 
replacement on present ones, you can be sure of reduced 
servicing and extended battery life. Available from your 
car or truck dealer or through the United Motors System. 


RAMBLER—’59 Custom (8) 4-dr., $1,750* 
(ps); Super (8) 4-dr., $1,550. 
"57 Super (8) 4-dr., $1,075* (ps). 
'56 Super Cross Country, $720*; 4-dr., 
$640". 
STUDEBAKER—’59 Lark (8) 4-dr., §$1,- 
570°. 
‘57 Champion (6) 2-dr., $690*. 
’56 Power Hawk (6) 2-dr., $620. 
MISCELLANEOUS—'56 Ford %-ton pick- 
up, $575 
’55 Ford %-ton pickup, $350. 
’51 Chevrolet %-ton pickup, $225. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Oct. 21. Buyers here in mass, as sales 
and volume increased. Late model cars 
were firming up, with earlier models still 
in great demand. Clean sharp cars in any 
year or model still brought strong prices. 
BUICK—’58 Special 4-dr. Riviera, $1,700* 

(ps); 4-dr., $1,440* (ps); 2-dr. Rivi- 
era, $1,485* (ps). 

'57 Special 2-dr. Riviera, $1,175* (ps). 

"56 RM conv., $850* (ps); Special 2-dr. 
Riviera, $850*, $565; 4-dr. Riviera, 
$600". 

’°55 Century 2-dr. Riviera, $775*, $655*; 
Special 2-dr. Riviera, $670*; 2-dr., 
$670*, $665* (ps), $560* (ps); 4-dr. 
Riviera, $580*; 4-dr., $580* (ps); 
Super 2-dr. Riviera, $600* (ps); RM 
4-dr., $600*, $560* (ps). 

’54 Super conv., $525. 

CADILLAC—’59 (62) conv., $4,350* (ps); 
2-dr. hardtop, $4,100* (ps). 

’57 (62) 2-dr. hardtop, $2,210* (ps). 

"56 (62) conv., $1,710* (ps). 

"53 (62) 2-dr., $390* (ps). 
CHEVROLET—’'60 Corvair (8) 4-dr., §2,- 

420*, $2,310*, $2,000. 

’59 Impala (8) 4-dr. hardtop, $2,300* 
(ps), $2,075*; 4-dr., $2,205*, $2,190* 
(ps), $2,170* (ps), $1,940; conv., $2,- 
135* (ps); Bel Air (6) 4-dr. hardtop, 
$1,860* (ps); Bel Air (8) 2-dr., $1,- 
840*, $1,785*, $1,770*, $1,760*. 

’58 Impala (8) 2-dr. hardtop, $2,235*, 
$1,700* (ps); conv., $1,725* (ps); Bel 
Air (8) 2-dr., $1,620* (ps); Biscayne 
(8) 4-dr., $1,445*, $1,400*; Biscayne 
(6) 2-dr., $1,265; Delray (8) 2-dr., 
$1,060. 

’57 Bel Air (8) conv., $1,650* (ps), $1,- 
130; 4-dr. hardtop, $1,410*; Bel Air 
(6) 4-dr. hardtop, $1,285"; Two-ten 
(8) station wagon 4-dr., $1,275*; 2-dr., 
$1,050*; 4-dr., $900; Two-ten (6) 2-dr., 
$1,060*; One-fifty (6) 4-dr., $800. 

’56 Bel Air (8) 2-dr. hardtop, $1,075*; 
Bel Air (6) 2-dr. hardtop, $1,070*; 
Two-ten (8) station wagon 2-dr., 
$925*; 2-dr., $800°. 

55 Bel Air (6) 2-dr., $840* (ps), $755*, 
$750*; 4-dr., $620, $600*; Bel Air (8) 
2-dr. hardtop, $575; Two-ten (6) 4- 
dr., $740, $550; 2-dr., $610, $575, 
$560*; One-fifty (6) station wagon 2- 
dr., $680 . 

’54 Bel Air 4-dr., $480, $350°; 2-dr., 
$300*; Two-ten station wagon 4-dr., 
$460; 4-dr., $340. 

CHRYSLER—’58 NY 4-dr. hardtop, §$1,- 
725* (ps). 

'5T NY 4-dr. hardtop, $1,550* (ps), $1,- 
500, $912* (ps). 

DeSOTO—’'57 Firedome 2-dr., $1,450* (ps); 
conv., $1,150* (ps); 4-dr., $975* (ps); 
Fireflite 4-dr. hardtop, $1,235* (ps). 

’56 Firedome 2-dr. hardtop, $730*. 





DODGE—’58 Custom Royal (8) 2-dr. hard- 
top, $1,775* (ps); Coronet (8) 2-dr. 
hardtop, $1,475*, $1,250*. 

’57 Coronet (8) 2-dr. hardtop, $1,060* 
(ps). 

’55 Coronet (8) 4-dr., $550°. 

’53 Coronet 4-dr., $240. 

FORD—’'59 Galaxie (8) 2-dr. Victoria, $2,- 
310* (ps); conv., $2,240* (ps); Coun- 
try Sedan (8) 4-dr., $2,150* (ps); 
Fairlane 500 (8) 4-dr., $2,000%; Cus- 
tom 300 (8) 2-dr., $1,675*, $1,630*. 

’58 Fairlane 500 (8) 4-dr., $1,855*; 4-dr. 
Victoria, $1,625* (ps); 2-dr., $1,500*° 
(ps), $1,450* (ps), $1,085; conv., $1,- 
160* (ps); Custom 300 (6) 2-dr., 
$980; 4-dr., $750". 

’57 Country Squire (8) 4-dr., $1,415* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,275*; 4-dr., $1,100*; conv., $1,200* 
(ps); 2-dr., $1,150* (ps), $1,035* (ps); 
2-dr. Victoria, $1,040, $970*; Ranch 
Wagon (8) 2-dr., $885. 

’56 Fairlane (8) 4-dr. Victoria, $850* 
(ps); 4-dr., $800*, $755*, $640; 2-dr. 
Victoria, $830* (ps); 2-dr., $437; Cus- 
tom (8) 2-dr. Victoria, $830*; 2-dr., 
$625; Country Sedan (8) 2-dr., $725* 
(ps); Main (6) 2-dr., $650. 

’55 Fairlane (8) 2-dr. Victoria, $580*; 
Country Squire (8) 4-dr., $570°; Cus- 
tom (8) 4-dr., $500*. 

’54 Custom (8) 4-dr., $405*, $200; 2-dr., 
$360, $350. 

’53 Country Sedan (8) 4-dr., $260*; Cus- 
tom (8) 4-dr., $130. 

’52 Custom (8) 2-dr., $247*; Main (8) 
2-dr., $125; Main (6) 2-dr., $100. 

*31, $110. 

IMPERIAL—’58 Imperial 2-dr. hardtop, 
$2,315* (ps). 

’S7 Imperial 4-dr., $1,600* (ps). 

MERCURY—’'59 Park Lane 2-dr. hardtop, 
$2,660* (ps); Monterey 4-dr. hardtop, 
$2,325* (ps). 

’58 Monterey 4-dr, hardtop, $1,875* (ps), 
$1,435* (ps); 2-dr., $1,580* (ps), $1,- 
125; “Park Lane 2-dr, hardtop, §$1,- 
800* (ps). 

‘57 Commuter 4-dr., $1,450* (ps). 

56 Monterey 2-dr. hardtop, $785* (ps); 
Medalist 2-dr., $425* 


NASH—’53 Statesman 2-dr,, $140. 
OLDSMOBILE—’58 (88) Super 4-dr, Holi- 


day, $2,075* (ps), $1,975* (ps), $1,- 
925* (ps); 2-dr., $2,040* (ps); 2-dr, 
Holiday, $1,890* (ps). 

’57 (98) conv., $1,470* (ps); 2-dr, Holl- 
day, $1,385* (ps); 4-dr., $1,425* (ps); 
(88) Super 2-dr. Holiday, $1,440* 
(ps); (88) 2-dr., $1,345*, $1,110*. 

"56 (88) 4-dr Holiday, $1,175* (ps); 


$810* (ps) 
PACKARD—’57 Clipper ‘“4-dr., $1,230* 
(ps) 
'55 Packard Line 2-dr. hardtop, $595* 


(ps); Clipper 4-dr., $350*. 


PLYMOUTH—'59 Fury (8) 2-dr. hardtop, 


$1,950"; Savoy (6) 4-dr., $1,660". 

‘58 Suburban (8) 4-dr., $1,540*; Belve- 
dere (8) 4-dr. hardtop, $1,330* (ps); 
4-dr., $810; Plaza (8) 4-dr., $975*; 
2-dr., $790. 

’57 Suburban (6) 2-dr., $960*; Savoy (8) 
4-dr., $910", $770*; 2-dr., $820*; 
Plaza (8) 4-dr., $830*, $800*. 

56 Belvedere (8) 4-dr., $980*, $435*; 
4-dr. hardtop, $760*. 


PONTIAC—'60 Catalina conv., §3,330* 


(ps). 
’59 Bonneville conv., $2,450* (ps). 
"58 Chieftain 4-dr. Catalina, $1,400* 
(ps). 
‘S7 Super Chief 4-dr. Catalina, $1,250", 





(Continued on Page 46, Col, 1) 
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Used-Car Auction Prices 








(Continued from Page 45) 


$1,050*. 

’56 Chieftain 2-dr. Catalina, $940* (ps), 
$750*; 4-dr. Catalina, $635* (ps); Star 
Chief 4-dr. Catalina, $930* (ps), 
$740* (ps); Safari 2-dr., $925*. 

"5S Star Chief 4-dr., $775* (ps); Chief- 
tain 2-dr., $300°*. 

RAMBLER—’59 Super (6) Cross Country, 
$2,000*, $1,787 

58 Custom (6) 4-dr., $1,300*. 

‘55 Custom Cross Country, $635. 

’563 Custom 2-dr, hardtop, $150. 

’51 Custom conv., $195. 


STUDEBAKER—’'55 Champion 2-dr., $270. 
’53 Commander 2-dr., $280*; 4-dr., $160. 
WILLYS—’53 Eagle (6) 2-dr. hardtop, 
"45, $140. 
MISCELLANEOUS—'56 Chevrolet %-ton 
pickup, $625, 
55 Chevrolet %-ton pickup, $450; GMC 
truck, $410, 
’53 Ford \%-ton pickup, $375. 
"52 Henry J, $11 
*60 Ford pickup ‘wok, $150. 





CHEVROLET—’58 Impala (8) conv., $1,- 
770* (ps), $1,260* (ps); Bel Air (8) 
4-dr, hardtop, $1, os, (ps); Biscayne 
(8) 2-dr., $1,200*, . 

’57 Bel Air (8) conv., ro 475* (ps); 
ten (8) station wagon, $750*. 

"56 Two-ten (8) station wagon, $950*; 
One-fifty (8) 2-dr, (police), $515; 2- 
dr, hardtop (police), $485*. 

’55 Bel Air (8) conv., $575*, $440* (ps); 
One-fifty (6) station wagon, $425, 


Two- 


"563 Bel Air 2-dr., $270*; Two-ten (8) 
4-dr., $225*. 
CHRYSLER—’ 57 NY 2-dr. hardtop, $1,- 
455* (ps). 
DeSOTO—’58 Fireflite conv., $1,580* (ps). 


’57 Firedome 4-dr. hardtop, $1,150* (ps); 
Firesweep station wagon, $1,075*. 

’54 Firedome conv., $210* (ps). 
DODGE—’53 Coronet (8) Sierra, $250. 
FORD—’58 Thunderbird (8) 2-dr. hardtop, 

$2,575* (ps). 

’57 Fairlane (8) 2-dr, Victoria, $900. 

56 Country Sedan (8) 4- dr., $770*; Fair- 

lane (8) 2-dr., $700. 

'655 Thunderbird (8) 2-dr, hardtop, $1,- 





(88) 2-dr. Holiday, $460*; 4-dr., $290*. 
PLYMOUTH — ’57 Suburban (8) ‘Custom 
2-dr., $865* (ps). 
5S Savoy (8) 4-dr., $530 (taxi), $250; 
Plaza (8) 4-dr., $460. 
’54 Plaza Suburban, $380. 
PONTIAC — ’'57 Chieftain 2-dr. Catalina, 
$1,100* (ps). 
2-dr. hardtop, 


RAMBLER — '53 Custom 


$320 
* * * 


— Auctions in Brief — 


CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (Oct. 22). Clean cars continue to 
bring top dollar, Rough and off cars find- 
ing few buyers, Used-car market appears 
to be as high as it will be right now. 
Sold 141 cars from 179 consignments, 

* * * 


FARGO, N. D. 

Tri-state Auction Co., Inc, Sale every 
Thursday (Oct, 22). Market exceptionally 
good on sharp cars. Sold 88 cars from 155 
consignments, 

* * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Oct. 23), Weather: Rain. Sold 75 per- 
cent of 734 consignments. ‘ 

+ * 


WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction, Sale 








Used Imported Cars 














ALBANY 
Datsun—’59 4-dr., $889. 
Volkswagen—’59 Custom Deluxe 2-dr., $1,- 
535. 


’57 Karmann-Ghia 2-dr., $1,350, 


BANKSVILLE, N. Y. 
Jaguar—’54 conv., $550. 
Renault—’57 4-dr., $485. 
Simea—’58 4-dr., $820. 


Bid by Dart Dealer 
Is Low for Police Cars 


BUFFALO.—Brost Motors, Inc., 
offering the Dodge Dart, was the 
apparent low bidder for police de- 
partment sedans here. 

Brost bid for one to 40 sedans, 
the number to be purchased de- 
pending on the amount of money 
available. One group of 13 cars will 





NKSVIL 400* (ps); Fairlane (8) conv., $700*| every Thursday (Oct. 22), Plenty of clean 
G ag "a k po ae Sale (By sar, g010*, “485. vt Sauron | ence, bet - buyers were Fis te . ee re soe Ole. eee 
reater New Yor > * y : : 

ae Wassiey, Prete are fer este ef | "SS Custom (8) 4-@r., 9206°; Main (6) | ORY ower Mem serees tho Doar radios and the rest will have new 
Oct, 20. 2-dr., $16 F Si H equipment. On the former, Brost 
~~. Special 4-dr. Riviera, $1,675* MERCURY 66 Montelete conv., $600*. Jaguar Signs urst bid $1,826.28 each for two-door 
5S PRM 2-dr. Riviera, $505* (ps). OLDSMOBILE — '57 (88) 4-dr. Holiday, MUNCIE, Ind.—Dutch Hurst Mo-/| sedans and $1,862.28 for four-doors. 
CADILLAC—’58 (62) Sedan de Ville, $3,- of ie > dr, Wotiday, $700° (ps), 9500° tors, Inc, has been appointed|On the other group, Brost bid $1,- 
290* (ps). ‘ -dr, Holiday, ps), a n 
"ST (62) 4-dr., $2,410° (ps). (pa), $525. a Jaguar dealership. The firm is lo-| 885.28 each for two-doors and $1, 

’66 Eldorado conv., $1,700* (ps), 54 (98) 4-dr., $465* (ps), $420* (ps);| cated at 309 N. High St., Muncie. 921.28 for four-doors. 













have 









€ 
® 


KAR-RUGS 
MOST to sell 





engineering... 


“colortal beauty 
and practical 
utility 


IT WILL PAY YOU 


Always the leader in quality, design and 
The tremendous popular- 
ity and acceptance of Rubbermaid has 
made it necessary for us to increase 
production capacity more than 3 fold 
for 1960. We know it will pay you —in 
profits and satisfied customers.. 
insist on Rubbermaid — exclusively! 
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Triumph 
Volkswagen—’58 2-dr., 
"56 2-dr., $805. 


BORDENTOWN, N. J. 
Jaguar—’53 4-dr., $485*. 
Lloyd—’'58 (600) station wagon 2-dr., 
Renault—’58 Dauphine, $750. 


CALDWELL, N. J. 
Volkswagen—’58 Karmann-Ghia, $1,705. 
’57 2-dr., $755. 


CHICAGO 
Volkswagen—’58 2-dr., $1,375, $1,250; 
roof, $1,200. 


DETROIT 
(English)—’59 Prefect 4-dr., $1,140. 
$1,615. 


—'57 TR-3 conv., $1,400. 
$1,150. 


$575, 


sun- 


Ford 
Toyopet—’60 Custom Crown 4-dr., 
Vauxhall—’58 2-dr., $1,000. 
Volkswagen—’58 2-dr., $1,315. 

°56 2-dr., $715. 


EBENSBURG, PA, 
Metropolitan—'56, $450. 
FLIN 


$815. 
$1,875. 


Hiliman—’59 Husky 2-dr., 
dJaguar—’58 4-dr., $2,490*. 
Taunus—'59 station wagon, 
Volkswagen—’58 4-dr., $1,260 


KANSAS CITY, MO. 
MG—’57 conv., $1,330. 
Morris—’56 Minor — wagon, 
Vauxhall—’59 4-dr., $1,3 
Volkswagen—’'56 2- dr., 


LOS ANGELES 

Fiat—’58 (600) 2-dr., $750. 
Hiliman—’'57 Minx 4-dr., 
MG—’'57 MGA roadster, 

$1,480, 
Metropolitan—’57 2-dr., $900. 
Renault—’58 Dauphine 4-dr., 

095, $1,070, $1,025. 
Simea—'59 Versailles 4-dr., 
Volkswagen—’ 56 2-dr., $1,020. 
Volvo—’56 2-dr., $835. 


MANHEIM, PA. 

Austin Healey—'54, $700. 
DKW—'58, $990. 
Fiat—’59 conv., $865. 

"58 4-dr., $895. 
Ford (English)—’58, $1,225. 

’57 station wagon, $720. 
Goliath—’59, $1,200. 
Hillman—'57 conv., $860. 
Jaguar—’59 XK150 conv., $2,625. 

"57 (24), $1,825; XK140, $1,450. 
Lloyd—’59 station wagon 2-dr., $595. 
MG—’56 MGA, $810. 
Mercedes—’'58 4-dr., $2,875. 
Metropolitan—’57, $725. 
Porsche—’58 2-dr., $1,575. 

"57 conv., $2,000. 
Triumph—’59 4-dr., $1,090. 

"58 roadster conv., $1, ie 
Volkswagen—’59 2-dr., $1,5) 

’58 Karmann-Ghia, $1, 790, $1,750; 

luxe 2-dr., $1,270. 

"57 2-dr., $1,155, $1,120. 

"55, $6 00. 
Volvo—’58 2-dr., $1,025. 
Wartburg—’59, $790. 

’58 Custom 4-dr., $800. 


PORTLAND, ORE. 
setmepetiinn—“0 2-dr. hardtop, $1,270. 

59 hi 4-dr., $1,100. 
$920. 


$687. 
$025. 


815. 
$1,595, $1,575, 


$1,125, $1,- 
$1,275. 


De- 





Simca—'58 4- = 
’57 4-dr., $585. 


SACRAMENTO 
Ford (English)—’57 Escort station wagon, 
6. 


Hillman—’'58 Minx conv., $1,080. 

’57 Minx conv., $950; 2-dr., $745. 
MG—’57 roadster, $1,470, $1,250. 
Mercedes-Benz—’57 4-dr., $2,300 
Metropolitan—’56 sport coupe, 
Volkswagen—’57 2-dr., $1,025 

*56 conv., $1,100, $900. 
Volvo—’58 station wagon, 

$1,350. 


$1,440; 2-dr., 


SEATTLE 
Hillmaa—’55 hardtop, $520. 
Metropolitan—’ 54 hardtop, $295. 
Simca—’57 4-dr., $630. 
Volkswagen—’58 sunroof, $1,405; 2-dr., 
$1,325. 
’55 Microbus, $1,395. 


VALDOSTA, GA, 
vee, Me wis 4-dr., $870; Anglia 2- 
, $760. 


+58 on ‘dr., $700. 
MG—’59 conv., $2,000 
Renault—’58 4-dr., $700. 
Volvo—’58 2-dr., $1, 450. 


WEST PALM BEACH, FLA. 
Borgward—’60 Isabella 2-dr., $1,775. 
Hiliman—’58 conv., $960. 

MG—’58 Magnette 4-dr., $1, 625. 
Mercedes-Benz—’ 57 4-dr., $1,675. 
Simea—’58 2-dr. hardtop, $1,170. 
= roadster, $1,985; 4-dr., $1,- 


en ea 57 2-dr., $1,385. 





Jenkins Franchise 
Cancelled by Dodge 


COLUMBUS, O.—The Dodge 
franchise held by Jenkins Auto 
Sales, Inc., Dayton, has been can- 
celled by mutual agreement, ac- 
cording to the Columbus Better 
Business Bureau, The firm will 
continue as a used-car outlet 
and distributor of Chrysler Corp. 
parts, the bureau said. 

Jenkins sales methods, under 
which Dodge buyers were made 
“salesmen” whese car balances 
were paid by commissions they 
received on referrals, were ruled 
illegal by Attorney General Mark 
McElroy, The bureau said about 
25 Columbus. residents were be- 
lieved to have bought under the 
plan. 
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The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 

variable items passed on to 


taxes, 
tional equipment. 
(Copyright, 1959, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
Q-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
g-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invieta—4-dr, sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, $3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat. wag., $3,948. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818, Electra 225 
_4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
prakes standard on Electra and Electra 
225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(fat roof or sloping roof), $5, 080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 


roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 


Sixty Special—4-dr. hardtop, $6, 233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
Ss 230. Biseayne—4-dr. sed., $2,316; 2-dr. 
$2,262; utility sed., $2,175. Bel Air— 
oe. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-ar. hardtop, $2,489. Im- 
-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-S standard), $3.872. 
CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr. 3-seat stat, wag., 
$3,814. Saratoga—4-dr. sed., 
$4,067; 2-dr, 


hardtop, 
conv., $4,874.50; 4-dr. 2-seat stat. wag., 
$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 





Government Sues 
Old Burger Deal 
For Back Taxes 


ST. LOUIS.—The U. §S. Internal 
Revenue Service has filed a claim 
against the now-defunct Capital 
City Motors, Inc., Springfield, IIl., 
which was headed by A. C, Burger 
of St, Louis, now serving a four- 
year sentence for income tax eva- 
sion, 

Records on file in the U. S, Tax 
Court in Washington show that the 
Government is seeking payment of 
$47,544 for the years 1951 and 1952. 
An indictment against Burger 
charging tax evasion in the Capital 
City Motors case is pending. 

Capital City, which went out of 
business several years ago, filed a 
petition asking for a redetermina- 
tion of its tax liability, contending 
the Government’s claim is based on 
erroneous determinations concern- 
ing the firm’s average base period 
net income, credit and tax. The 
petition said that Capita] City’s 
teturns correctly reflected the 
firm’s average base period income 
and asks for dismissal of the claim. 

The IRS disallowed several 
claims for depreciation and other 
expenses and said that the com- 
pany’s income was derived from 
sale of demonstrator cars and from 
lubrication agreements held by the 


The company had computed its 
tax liability at $101,493 for the first 
year and $80,979 for the second 
while the Government claims the 
firm’s tax deficiency is $30,450 for 
the year ended Jan. 31, 1951 and 
$17,094 for the year ended Jan. 31, 
1952. 

The Government is seeking $800,- 
000 in additional taxes from Burger 
On personal income and taxes al- 
legedly due on the Springfield 
company and St, Louis dealerships. 


Dealership Sued 
In Boy’s Death 


DOVER, N. H—A $15,000 suit 
has been filed in Superior Court 
here against Rowe Chevrolet Co., 
Dover; General Motors Corp.; the 
City of Dover, and the Dover Lions 
Club as a result of the death of a 
Soap Box Derby contestant here 
July 20, 1958. 

The action was brought by Leslie 
G, Ordway, Pittsfield, father of 
Harry Ordway, who was 12 years 
old when he drowned at Bellamy 
Pool during a derby picnic. 

The suit charges negligence on 
the part of City employes at the 
Pool and the other defendants 
named in the action. 





‘|try Squire, 








Current Prices on U. S. Cars 


383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat, wag., $2,677; 4-dr, 3-seat stat, “=. 

Rebel Super V-8—4-dr. sed., “” 
. 2-seat stat. mt ‘ed 4-dr. 


wag., $2,806. 
4-dr. hardtop, 
$2,577; 4- dr, 2-seat stat, wag., 





sed., $2, 502; 
$2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 





841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

COR VAIR—500 Serles—4-dr. sed., $2,- 
038; cpe., $1,984. 700 Serles—4-dr. sed., 
$2,103; cpe., 
DeSOTO— 


$2,049. 
Fireflite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 

DODGE—Dart— (Dart prices are for six- 
cylinder models. For V-8s, add $119.) Dart 
Seneca—4-dr. sed., $2,335; 2-dr. sed., $2,- 
283; 4-dr. 2-seat stat. wag., $2,700. Dart 
Pioneer—4-dr. sed., $2,464: 2-dr. sed., 
$2,415; 2-dr. hardtop, $2,493; 4-dr. 2-seat 
stat. wag., $2,792; 4-dr. 3-seat stat. ea 
$2,897. Dart Phoenix—4- dr. sed., $2,600 
4-dr, hardtop, $2,682; 2-dr. hardtop, $2,- - 
623; conv., $2,873. Dodge V-8— 
4-dr. sed., $2,935; ia hardtop, $3,080; 
2-dr. hardtop, $3,001; 4-dr, 2-seat stat. 
wag., $3,244; 4-dr. 
$3,359. Dodge Polara 
146; 4-dr. hardtop, $3,280; 2-dr. hardtop, 
$3,201; conv., $3,421; 4-dr, 2-seat stat. 
wag., $3,511; 4-dr. 3-seat stat. wag., $3,626. 

EDSEL—(Prices are for V-8s. For six- 
cylinder models, deduct $83.70. Convertible 
is not offered with six-cylinder.) Ranger— 
4-dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. 
hardtop, $2,770; 2-dr, hardtop, $2,704.50; 
conv., $3,000. Station Wagon—4-dr. 2-seat 
Villager, $2,988.50. 

FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) -dr. 
$2,257; business 


sed., $2,311; 2-dr. sed., 
2-dr., $2,170. riane 500 -— 4-dr. sed., 
$2,388; 2-dr. sed., $2,334. Galaxie—4-dr. 


sed., $2,603; 2-dr. sed., $2,549; 4-dr. hard- 
top, $2,675. Starliimer—2-dr. hardtop, ma 
610. Sunliner—conv., $2,860. Station Wag- 
ons—2-dr. 2-seat Ranch Wagon, $2,586; 
4-dr, 2-seat Ranch Wagon, $2,656; 4-dr. 
2-seat Country Sedan, $2,752; 4-dr, 3-seat 
Country Sedan, $2,837; 4-dr. 3-seat Coun- 
$2,967. Thunderb’ (V-8 
standard) — 2-dr. hardtop, $3,755; conv., 
$4,222. 
IMPERIAL—Custom—4-dr. sed., 
4-dr. hardtop, $5,029; 2-dr,. hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlte, 
power steering, power brakes standard on 
all models.) 
LINCOLN—Lincoin—4-dr. sed., 
4-dr. hardtop, $5,441; 2-dr, hardtop, 
253. Pre -dr. sed., 
hardtop, $5,945; 2-dr. 
Continental—4-dr. _sed., 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 
MERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr. hardtop, $2,781, conv., $3,- 
077. Montclair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Merc-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-O-Matic, power 
steering, power brakes standard on Park 


Lane.) 

OLDSMOBILE—Series 88 -—4-<dr. sed. 
$2,900; 2-dr. sed., $2,835; 4-dr. hardtop, 
$3,034; 2-dr. hardtop, $2,956; conv., $3,- 
284; 4-dr. 2-seat stat. wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 


$5,029; 


$5,441; 
$5.- 





stat, wag., $3,665; 4-dr. 3-seat stat. wag., 


$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 
hardtop, 
(Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 


hardtop, 
conv., 


$4,159; 
$4,362. 


2-dr. 


$4, 


083; 


2-dr, sed., 
2-dr, hardtop, $2,766; conv., 
2-seat stat. wag., 


Suburban, $3,134. 
PONTIAC—Catalina—4-dr. sed., 
$2,631; 4-dr, hardtop, 
$3,078; 4-dr. 
$3,099; 4-dr, 3-seat stat. 
Ventura—4-dr. hardtop, $3,- 

$2,971. Star Chief 
2-dr. sed., $2,932; 4-dr. 

vi 


$2,702; 
$2,842; 


Me—4-dr. hardtop, 


$3,255; conv., 
476; 4-dr, 2-seat stat. wag., $3,530. 


$3,- 


RAMBLER — American Deluxe — 4-dr. 


add $119 for a V-8 engine.) Savoy Six—| W28-» $3,207. 

4-dr. sed., $2,310; 2-dr. sed., $2,260, Bel-| 047: 2-dr. caren, 
vedere Six—4-dr. sed., $2,439; 2-dr. sed.,| \" "io "33,136 
$2,389; 2-dr. hardtop, $2,461. Fury Six—| eto i?'o%. hardto 
4-dr, sed., $2,575; 4-dr, hardtop, $2,656; | 29.°°7' r. P, 
2-dr. hardtop, $2,599. Station Wagon Six 

—2-dr, 2-seat Deluxe Suburban, $2,602; 

4-dr. 2-seat Deluxe Suburban, $2,668; 4- 


dr. 2-seat Custom Suburban, $2,761. Plym- 
outh V-8 (On the following models, a V-8 
engine is standard and a six-cylinder en- 
gine is not available).—Fury V 


$2,967. Station 


Custom Suburban, 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 


-8—conv., 
Wagon V-8—4-dr. 3-seat 
$2,990; 4-dr. 2-seat 





sed., 


sed., 


$2,098; 
427. Super Six—4-dr. 
2-seat stat. wag., $2,562; 4-dr, 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 


stat. wag., $2,020. 
$1,929; 
2-seat stat. wag., $2,105. Deluxe Six—4-dr. 
4-dr. ae ee 
sed., 


2-dr. 


sed., 


sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
American Super—4-dr. 
$1,880; 


2-dr. 
wag., $2,- 


$2,268; 4-dr. 


dor Super V-8—4-dr. sed., $2,587; 4-dr. 
sed., $2,587; 4-dr. 2-seat stat. wag., §2,- 
881; 4-dr. 3-seat stat. wag., $3,006. Am- 
bassador Custom V 8—4-dr. 
4-dr, hardtop, $2,822; 4-dr. 
wag., $3,026; 4-dr. 2-seat hardtop stat. 
wag., $3,116; 4-dr. 3-seat stat. wag., $3,- 
151. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed,, $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr, 2-seat stat, wag.. $2.- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2, 621; 4-dr. 
2-seat stat. wag., $2, ‘591. Lark Regal v-8 
—4-dr, sed., $2, 331; 2-dr, hardtop, $2,431; 
conv., = 756; 4- dr. 2-seat wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 
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Car registrations by | AMC | Chrys. | Impe-| D Plym- |CHRYS Mer- | FORD Cadil-| Chev-| Olds-| Pon- | G.M.|_S-P_ |Miscel 
states as compiled Ram- gg _ © | Dodge y LER | Ford | Edsel |Lincoln Buick 4 ol TA | Stude-| lan- |TOTA 
by R. L. Polk & Co. ioe ler rial | Soto outh TOTAL cury !TOTAL lac rolet |mobile| tiac tees Saher | Gaus 
11 States Previously  '59| 2999 557 71 326| 1146] 3287 5387| 10241 279 122 tate 11858 1429| 698| 10740! 2619| 2640! 18126 785| 4853) 44008 
Reported for Sept. —_‘58/ 1293 457 87 348 985| 3079] 4956] 6852 201 152 965} 8170) 1545 612} 8876] 1508} 1373} 13914 288} 3591] 32212 
Arkansas 59) 133! 18 2 24 74 170; 288) ~=—«874 14 iT 89; «988 102 33) 1015 151 164, (1465 53) 239 3166 
'58| 65 17 2 8 43 143 213} 498 12 2 52! 564 69 30 600 60 65 824 2! 151) 1838 
Eolorado "59| 328 60 4 27 137| 268496! ~=«146 35 28 153) 1362 134 77| «1327; =—«229|~=S««279| +2046 92| +526) 4850 
58 | 130 42 10 26 107 259| 444 723 26 16 120} 885 120 81} 1045 162 137; 1545 30} 508) 3542 
Connecticut 59 557 84 13 4% 161 597, 901| ~=—«1417 23 24 151| 1615 129 136, 1184) «341 366) 2156 105 1171) «6505 
'58 216 69 8 43 142 472 734 818 15 37 112) 982 151 112 921 246 188} 1618 4\ 959} 4550 
Delaware "59 53 15 2 8 33 94 152) 204 3 2 33; 242 27 28, «239 65 57| 416 12 166| 1041 
'58 27 17 8 17 20 5 157 146 6 25 177 2I 23 263 64 43 414 7 126 908 
Florida "59 730 155 a3 92 242} «-840| ««:1372| += 3228 77 86 358| 3749; 520; 461| 3684| 776| 864) 6305 214| 3661} 16031 
‘58 364 131 47 115 273| 1080) 1646] 2593 44 108 355} 3100} 507} 437] 2909} 599] 446) 4898 79| 2932] 13019 
Idaho "59 140 21 4 5 49 90 169| 328 19 5 56| 408 75 21 410 72 9) —*717 39 121) 1594 
'58 79 15 | 9 29 92 146 257 7 3 54 321 44 28 347 74 44 537 24 149} 1256 
Minois "59 1866) 293 67 185 569| 1582| 2696| 6806, 235 120 798| 7959| 1104; 723) 7808; 1870) 2446| 1395! 548 1717| 28737 
58 768 299 60 159] 437] +1636] =. 2591| 4565 130 142 694| 5531} «1125 641} 6121] «1273 955| 10115 186} 1354] 20545 
lowa "59| 331 75 iT 55 169] 399 709; 1810 55 T 242; 2118| +200 97| 1852; S412 350) (2911 76|  -360| 6505 
58 | 189 79 13 29 153|___474 748\__ 1402 44 24 207| 1677 252 95| 1791 291 328| 2757 64 232| 5667 
Kansas 59) 290 55 7 33 139 323 557| 1501 % 15 142) 1694 189 69| 1884) —«342 303) 2787 110} 393) ~—«S83t 
58 | 186 43 6 50 172| 464] 735| ‘4171 38 16 169} 1394 303 82| 1604 266 237| 2492 45 373| 5225 
Louisiana "59 368 29 16 37 131 303 516] 1941 40 20 167| 2168 222 105} 2529} ««429)~«= «442! +~=«23727 Til} 1040) 7930 
'58 65 18 2 32 100; 281 433| 1180 31 26 125} 1362 225| 80} 1534 211 203| 2313 38} 432] 4643 
Maine 59) 246 36 2 3 62 217; «330,16 2% 10 70! «722 73 34 720 94 143; 1064 67; 502/293! 
‘58 | 105 27 5 17 64 204 317 506 Tn 5 64 586 90 30 600 70 116 906 35 301| 2250 
Montana "59 | 31 5 10 68 155 269) 520 19 7 87| 633 9 4 685) 196 119) 1050 67 149| 2295 
‘58 85 27 5 18 47 139! 236 329 23 i 55 418| 62 34)" 420) 57 654 28 143) 1564 
Nebraska "59 216 #| 9 29 86/23! 404; ‘1202 29 8 124; 1363) —«W 62) 1036, 2 ms 183) 1627 68 365) 4043 
'58 91 34 5 23 79 271 412 713 13 15 94) oa Wt 45 841; 119} = s132] = 1248 28 179| 2793 
North Carolina "59 308 | 9 71 206 586] 965| 2658 75 12 235 2980; 371 117| 2424) ~—~«#571 563; 4046 173|* 1221) 9693 
'58| 139} 90 7 68 160 543 868} 1576 23 18 159} ; 776| 354 110} 1565 269 240; 2538 42 598; 596! 
Ohio 59 1629) 282 ey 226 798; 2035| 3397) 6862 245 90 976| 8173| 1126) 482) 6361] 1954) 2135) 12058 560| 2715) 20532 
‘58 | 575|__-234 55 239 713| _1781| 3022) 3688 10! 97 784; 4670} 1062 357| _ 4737| 1053 880} 8089 139} 1391] 17886 
Rhode Island 59) 183; «14 3 13 3% 162 228 531 8 2 34) ——«#575| 57 28 348 77 10a; 14 36, «241! —=«s877 
‘58 | 87} 17 3 7 20 137 184) 403 10 3 26} —442/ 43 4l 288 69 46| 487 8 254| 1462 
South Dakota 59) 77 18 12 42 117 189| 399 21 3 45; 468] 31 19] 424 62 79/15 20 82; 1451 
‘58| 5 18 5 8 46 132 209; 423 17 | 34| 475) 4l 14 50! 70 73| 699 14 51} 1523 
Tennessee 59 299 51 10 59 148 399 667! «1786 49 23 170| 2028 251 88; 1803 402 468; 3012 7 608; «6711 
‘58 130 34 - 54 136 351 583| 1089 37 15 132| 1273 245 78} 1402) 256 216| 2197 5! 340) 4574 
Wyoming 59) 68/ 17 3 14 29 56 119) 214 15 1 35| 265 54 12 273 4 50; 453 25 7 «1 
58 | 28 6 3 10 2% 52 97 125 10 3 25 163 57 18 203 44 38 360 4 69 iH 
30 States Reported ‘59 10948; 1953 337| 1285) 4325| 1i9ii| 19eil| 44284) 1303) 600) =518i| 51368; 6294) 3331| 46746) 10901) 11874) 79146) 3258) 20207) lea7ae 
To Date for Sept. 58 4697| 1674 340} 1280| 3752} _-11685| _18731| 29057 799| 694)  4251| 34801! tan 2948| 36568/ sors 5817| 33408 | 1172] 14133) 132139 
Year *59| 257451| 45073} 11987| 32354) 103477| 278939| 471830 loevie 31992| 19376] 108354|1202632| 179282| 101419|1079723| 266949| 283861| 1911234) 94526) 425210/ 4362883 
To Date "58 | 116988} 44044} 10882| 35256! 94719| 283599| 468500 27714| 19589 99969 846140} 180467| : 91266} 920311| 221907] 162562|1576513| 28671| 247154| 3283966 
“The information in this report has been epmames from official state Gecorenh Ey Ever bi 


cogennd at the time the report is published. 
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Sales Conditions in Various Areas 





Auto Market Reports 


Cleveland 


A total of 5,140 new cars were 
sold in the Cleveland area in Sep- 
tember, compared with 6,270 in 
August and 3,411 in September a 
year ago. New-car volume was the 
smallest since January. 

Used-car transactions amounted 
to 22,456, compared with 25,032 a 
month earlier. 

By makes, new-car registra- 
tions were: Ford, 1,437; Chevro- 
let, 1,108; Oldsmobile, 336; Pon- 
tiac, 325; Rambler, 282; Plymouth, 
251; Buick, 185; Mercury, 178; 
Dodge, 163; Cadillac, 106; Stude- 
baker, 104; Renault, 90; Simca, 
16; Volkswagen, 49; Opel, 46; 

45; Edsel, 44, and Eng- 

lish Ford, 43. 

DeSoto, 35; Fiat, 33; Metropolitan, 
25; Triumph, 16; Austin, 15; Morris, 
15; Peugeot, 14; Lincoln, 12; MG, 
12; Imperial, 11; Vauxhall, 11; Saab, 
10; Continental, 8; Hillman, 8; 


Lloyd, 8; Mercedes-Benz, 8; Volvo, 
8; Jaguar, 4; Singer, 4; Taunus, 4; 
Borgward, 3; Datsun, 3; Citroen, 2; 
DKW, 2, and miscellaneous, 6. 
New-truck sales totalled 453 in 
September, compared with 417 in 
August and 269 in September, 1958. 
Used-truck sales numbered 741, 








A Shortage of Parts 
For Those Big Imports 


COPENHAGEN. — Danish mo- 
torists are being warned of parts 
shortages if they buy American 
autos, 

“American automobiles are ex- 
cellent,” said a spokesman for 
United Danish Motor Owners, 
the nation’s largest auto club. 
“But if our members ask us for 
advice, we warn them against 
the big American cars. The re- 
pair situation is hopeless.” 








compared with 902 in the year-ago 
month. 

By makes, registrations were: 
GMC, 113; Ford, 92; Chevrolet, 56; 
Dodge, 53; International, 46; Willys, 
44; White, 24; Volkswagen, 15; 
Mack, 4; Divco, 2; -Brockway, 1; 
Land-Rover, 1; Morris, 1, and Reo, 
1.—(Sanford Markey.) 


a * * 


Indianapolis 


A total of 2,611 new cars were 
registered in Indianapolis and Mar- 
ion County in September, compared 
with 3,272 in August and 1,368 in 
September, 1958. 

New-truck registrations num- 
bered 357 in September, compared 
with 219 a month earlier and 128 
@ year earlier. 

New-car registrations were: 
Ford, 700; Chevrolet, 578; Oldsmo- 
bile, 256; Pontiac, 211; Plymouth, 
141; Rambler, 136; Buick, 92; 
Dodge, 91; Mercury, 65; Cadillac, 











the quality leader in Truck-Cranes 


carry... 


cut materials handling costs with 
an Anthony Truck-Crane! 


Here’s the crane that travels with your truck! 100% hydraulically 
operated. Unequalled simplicity, ease of operation, precision 
control and safety. Truck-crane is self-loading, or it can load other 
units. Handles many jobs formerly done by larger, more expensive 
cranes, and does them all better, faster. Have your Anthony dis- 


tributor show you one in action . . 


Anthony Company, Streator, Illinois. 


THE CRANE THAT’S 
BUILT INTO YOUR TRUCK! 


Unmatched compactness — 
requires only 18” mounting 
space @ 100% hydraulic 
operation — for smooth, 
effortless power 
280° boom swing for flexi- 
bility @ Choice of booms. 


OUMP BODIES AND HOISTS 













e Full 


LiFT GATE - 


.you'll be convinced it’s for you! 


TRUCK-CRANE 


-| Mercury, 


57; Studebaker, 35; DeSoto, 28; 
Volkswagen, 24, and English Ford, 
21. 

Renault, 19; Chrysler, 18; Opel, 
15; Simca, 15; Lincoln, 10; Metro- 
politan, 10; Triumph, 9; Edsel, 8; 
Fiat, 6; MG, 6; Morris, 6; Hillman, 
5; Imperial, 5; Mercedes-Benz, 5; 
Austin, 3; Jaguar, 3; Rolls-Royce, 
3; BMW, 2; Goliath, 2; Peugeot, 
2; Vauxhall, 2; Willys, 2, and mis- 
cellaneous, 11. 

Truck registrations were: Ford, 
87; International, 72; Chevrolet, 64; 
White, 42; GMC, 25; English Ford, 
22; Dodge, 10; Volkswagen, - 9; 
Mack, 7; Willys, 7; Reo, 3; Dia- 
mond T, 2; Divco, 1; Studebaker, 1, 
and miscellaneous, 5.—(C. L, Kern.) 

oa * * 
Detroit 

A decline of nearly 14 percent 
marked new-car registrations in 
September in Detroit and Wayne 
County. The total was 10,858, com- 
pared with 12,604 a month earlier. 

The used-car market held up 
better, with transactions down to 
10,045 from 10,366 the previous 
month. 

By makes, September new-car 
sales were: Ford, 3,130; Chevrolet, 
2,486; Plymouth, 830; Pontiac, 758; 
672; Oldsmobile, 569; 
| Rambler, 493; Dodge, 262; Buick, 
| 255; Cadillac, 255; Lincoln, 233; 
* | Edsel, 131; Renault, 105; Volkswag- 
en, 90; Chrysler, 88; DeSoto, 85, and 
| Studebaker, 80. 

Fiat, 52; Simca, 40; Metropolitan, 
135; Opel, 33; Falcon, 29; Imperial, 
| 29; English Ford, 18; Triumph, 18; 
| Vauxhall, 11; Austin-Healey, 10; 
| Hillman, 8; Willys, 8; MG, 7; Peu- 
| geot, 7; Saab, 6; Volvo, 5; Mer- 
| cedes-Benz, 4; Morris, 4; Valiant, 
|3; Jaguar, 2, and miscellaneous, 8. 

New-truck registrations totalled 
|695 in September, compared with 
| 639 the previous month. By makes, 
they were: Ford, 315; Chevrolet, 
150; Dodge, 88; International, 44; 
GMC, 24; Diamond T, 13; Willys, 
12; Diveo, 8; Mack, 6; Autocar, 5; 
Studebaker, 2; White, 2, and mis- 
cellaneous, 26.—(Robert M. Lien- 
ert.) 





* * * 


New Orleans 

New-car registrations for New 
Orleans in September totalled 2,290, 
compared with 2,422 for the previ- 
ous month and 1,258 for the cor- 
responding period of last year. 
Truck sales amounted to 329 in 
September against 288 in August 
and 205 for the like period of last 
year. 

Registrations by makes were: 
Chevrolet, 735; Ford, 558; Plym- 
outh, 108; Pontiac, 101; Renault, 97; 
Oldsmobile, 85; Rambler, 78; Buick, 
72; Volkswagen, 50; Studebaker, 50; 
Fiat, 42; Mercury, 38; Vauxhall, 36; 
Dodge, 25; Metropolitan, 22; Edsel, 
20; Morris, 16; Simca, 14; Lloyd, 
11; DeSoto, 11; Mercedes-Benz, 10; 
English Ford, 10; Austin, 9; Opel, 
9; Cadillac, 9; Lincoln, 9; Chrysler, 
7; Imperial, 6; Triumph, 6; Hill- 
man, 5; Singer, 5; Goggomobil, 3; 
Jaguar, 3; Taunus, 3; Goliath, 2; 
NSU Prinz, 1; Porsche, 1, and Sun- 
beam, 1. 

Truck registrations by makes: 
Chevrolet, 117; Ford, 105; Interna- 
tional, 47; GMC, 23; Volkswagen, 
13; Mack, 6; White, 6; Diamond 
T, 4; Dodge, 3; Willys,-3; Reo, 2; 
Studebaker, 1, and English Ford, 1. 
—(Gordon Hebert.) 

a eee 


Akron, O. 


With deliveries of new cars far 
ahead of last year, Akron-area 
dealers are assured of one of their 
biggest years if they can get more 
1960 models. They realize, however, 
that such prospects are not bright 
as the steel strike continues. 

In many cases, the demand for 
new models not only exceeds sup- 
plies but is resulting in a surpris- 
ing backlog of orders. 

An indication of how much 
better the automobile business is 
this year than last is emphasized 
by September deliveries in Sum- 
mit County. They numbered 1,968, 


Calendar 


(Continued from Page 12) 
Jan, 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 
Feb. 7-9—Automotive Affiliated Represen- 
tatives meeting, Manhattan Hotel, New 
or 
Feb, 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York, 
March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers' Assn., Queen 
Elizabeth Hotel, Montreal. 
May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 





Production Engineering 


Sept. 6, 19 
ky Mes Pier, Chicago 


as against 1,104 in the same 
month in 1958 or an increase of 
nearly 80 percent. 

For the first three quarters of 
1959, registrations in the county 
rose to 19,005, which was 47 percent 
above the opening nine months of 
last year. 

Ford widened its lead over Chey- 
rolet in September and up to Oct. 1 
had delivered 5,021 cars to Chevy’s 
4,522. Plymouth retained third 
place with 1,358 sales to 1,194 for 
Pontiac and Oldsmobile’s 1,067.— 


(Joe Kuebler.) 
. * 


Toledo 
New-car sales in Lucas County 
(Toledo), O., numbered 1,576, a drop 
of 53 from the previous month but 











more than double the year-earlier 
period. 

By makes, registrations were: 
Ford, 427; Chevrolet, 358; Olds- 
mobile, 128; Pontiac, 101; Ram- 
bler, 75; Plymouth, 74; Dodge, 63; 
Mercury, 49; Buick, 48; Stude- 
baker, 34; Chrysler, 32; Edsel, 25; 
Cadillac, 22; Renault, 21; Volks- 
wagen, 18; DeSoto, 13; English 
Ford, 11; Simca,.11; Lincoln, 8; 
Imperial, 2, and miscellaneous, 50. 
A total of 115 new trucks were 

registered in September, compared 

with 127 in August and 69 in the 

year-ago month.—(Ernest C, Kish.) 
* * * 


Los Angeles 


A total of 20,393 new cars and 
2,732 new trucks were registered in 
Los Angeles County in August, ac- 
cording to Donnelley’s Motor Re- 
corder of California. 

Car registrations were: Chevro- 
let, 4,944; Ford, 4,476 (including 520 
Thunderbirds); Rambler, 1,335; 
Plymouth, 1,032; Pontiac, 1,027; 
Oldsmobile, 851; Renault, 724; Cad- 
illac, 617; Volkswagen, 564; Buick, 
438; Dodge, 401; Mercury, 370; Fiat, 
322; Studebaker, 314; Hillman, 312; 
MG, 244; Triumph, 227, and Austin- 
Healey, 191. 

Volvo, 175; Opel, 171; Chrysler, 
141; Simca, 139; DeSoto, 111; 
Morris, 104; Peugeot, 102; Eng- 
lish Ford, 88; Mercedes-Benz, 83; 
Metropolitan, 83; Imperial, 56; 
NSU, 54; Vauxhall, 53; Edsel, 50; 
Continental, 49; Borgward, 48; 
Jaguar, 45; Lincoln, 41; Taunus, 
39; Austin, 37; Wartburg, 34, and 
Singer, 30, 

Citroen, 27; BMW, 25; Porsche, 
23; Alfa Romeo, 22; Sunbeam, 20; 
Lloyd, 19; Lancia, 12; Datsun, 11; 
DKW, 9; Rolls-Royce, 9; Skoda, 9; 
Toyopet, 9; Goggomobil, 6; Goliath, 
6; Willys, 5; Berkeley, 4; Aston 
Martin, 2; Humber, 2; Panhard, 2, 
and miscellaneous, 49. 

Truck registrations were: Chev- 
rolet, 1,049; Ford, 1,033; Interna- 
tional, 177; GMC, 137; Dodge, 119; 
Volkswagen, 78; Willys; 30; Eng- 
lish Ford, 26; White, 23; Autocar, 
9; Studebaker, 9; Reo, 7; Divco, 4; 
Peterbilt, 4; Morris, 3; Datsun, 2; 
FWD, 2; Toyota, 2, and miscellan- 
eous, 18.—(William Carroll.) 











MR. BUSINESS MAN! 


For good customer entertaining, 
resultful conferences or real re- 
laxation, there’s no place like 
ST. CLAIR INN, just 50 miles up- 
river from Detroit! Re our complete 
facilities, contact Creighton Holden 
or Mrs. Margaret Nelson. 


St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ‘¢ dial FA 9-2222 
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Identified and satisfied cus- 
tomers assures better serv- 
ice relations . . . builds 
repeat . business in- 
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Division of C. A. Norgren Co. 


5434 So. Delaware, Littleton. Colo. 
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Sept. 6-16, 1960—Machine Fool Exposition, 
International Amphitheatre, Chicago, 
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500,000 Cars Retailed . . 





October Sales Volume 


Automotive N&Ews correspondents 
follow: --) oe 


Denver 


HE new compact cars are being 

received well in the Denver 
market. Dealers handling Falcon 
and Corvair said the supply of 
these cars is not adequate to meet 
the demand. 

“We are sold out,” one Ford 
dealer said. “We sold 14 Falcons 
and have orders for several more. 
I wish we had 50 of them in stock 

t now.” 

A Chevrolet dealership reported 
45 Corvairs sold with another 25 
on order. Dealers report the boom 
began as soon as the new cars hit 
the showroom, 

O'Meara Ford had 10,000 people 
visit its showroom when the new 
Falcon was unveiled and sold 13 
cars—all they had in stock. The 
current shortage of cars, which is 
expected to last some time, is all 
that is holding back sales, an 
O'Meara spokesman said. 

- + . 





Ho, will the compacts affect 
sales of standard-sized cars 
and used cars? Dealers’ answer to 
this question is that the moderate- 
priced compacts may hurt the sale 
of some high-priced used cars, but 
aside from that “it’s too early to 
tell.” 

The compacts will have their 
place in the market, but probably 
won’t cut too deeply into sales of 
standard models, dealers say. 

Salesmen see no pattern among 
the purchasers of Falcons and 
Corvairs. They come from every 
age group and economic class, 

Denver dealers are of the opinion 
that the import cars will lose sales 
to the new compact cars built in 
the U. S. 

Are the compacts a fad or are 
they here to stay? The Denver 
dealers’ answer to this one is that 
they are here to stay—definitely. 

—Ira ALEXANDER 
J * * 


Ozark Area 


A FAST swing through Arkansas 
and back to the edge of the 
St. Louis market disclosed the most 
cheerful bunch of dealers since be- 
fore 1955, even in the face of the 
steel strike. 

Business conditions in this area 
are in top form. Industry is 

. Small factories, which 
have been increasing in this part 
of the country since the end of 

World War II, are mostly in nor- 
mal operation and crop condi- 
tions are good, 

At Branson, Mo., Charles Sim- 
mons, owner of Branson Motors, 
Inc. (Ford), said he had the best 
three-day showing* ever, with Fal- 
ton taking the center of the stage. 
_ He sold his only Falcon before 
the showing so he asked the owner 
to let him display it for the three 
7 in exchange for an undercoat 


* * * 


HE demand to see the car was 
So great that Simmons had to 
make arrangements to have it on 
the floor several hours each day. 
The owner works in town and now 
Parks his car in the showroom 
8 to 5. Simmons is looking 

| to a year that will rival 


At Conway, Ark., United Motor 
Co, (Dodge) had bigger crowds 
than ever before. Leo Crafton jr. 
said the new line created more 
interest than any new-model 
showing at their place in many 
years, 


One of the problems of this year’s 
Market is that no dealer knows 
what he can do with the ’60 line 

use he can’t get enough units 
to satisfy the demand. 

George H. Benjamin, executive 
Vice-president of the Arkansas Au- 

obile Dealers Assn., said a 
Blytheville Ford dealer told him he 


the first few days and could 
Ve 


been 


sold many more if they had 
available. 
* 


Is Below Demand 


(Continued from Page 1) 


able to get more than a token 
stock, and most are finding cus- 
tomers clamoring at their doors 
for cars. 

Some car buyers are scouting this 
territory offering dealers a price 
on inventory lots of cars, but most 
dealers want to keep their stocks 
for their salesmen to sell, hoping 
that within a few weeks the steel 
strike will be settled. 


Unusual in this present market 
is the demand for trucks, It is a 
demand which seems to have 
built up fast, and it is filled with 
paradoxes. 


In one place, for instance, a deal- 
er was wringing his hands and 
waiting for delivery of a new Ford 
F-250 with four-wheel drive which 
had been ordered 15 days earlier 
and was badly needed by the cus- 
tomer. 

In another place, a dealer had a 
lot full of Ford trucks and express- 
ed the wish that he could sell the 
four-wheel drives quickly. He'll 
probably get his wish in the next 
few days if the market keeps build- 
ing up. 

a + * 
HE truck business is a funny 
one, as all dealers know, with 
demand being heavy in one locality 
for a certain type of truck and non- 
existent in another section. 


A four-speed transmission and a 
three-quarter-ton pickup will sell 
like hot cakes in one locality and 
be a dead item in another, where 
a standard three-speed, half-ton job 
is the popular vehicle. 

Most of the ’59 models are dis- 
appearing fast. They would have 
been cleaned up long ago except 
that many alert dealers loaded 
up on them. Now they’re about 
gone and all ’60s are on shortage 
reports. 

Whether supplies are greater or 
demand has slackened, almost the 
reverse is true of most imported- 
car dealers, with most of them ad- 
vertising full Stocks of ’60 models. 

oe 
A NEW twist in compact-car 
thinking has been developed by 
other industries, notably the hous- 
ing and subdivision people. A prom- 
inent operator in this field hailed 
the new compact cars as a means 

of selling more houses. 

“Prospective home buyers will be 
able to make larger downpayments 
since they will be able to buy a 
car such as one of the compacts for 
something like $1,000 less than they 
have been paying,” this man said. 

Generally speaking, most deal- 





ers seem to think along with 
some of the top brass in the au- 
tomotive industry that the intro- 
duction of the new compact cars 
has created more widespread in- 
terest in all types of automobiles. 

“The man who is not interested 
in any aspect of a new car keeps on 
driving his old one,” a dealer said. 
“Now almost everyone is talking 
about the compacts and other fea- 
tures of the '60 models, and this 
talk has awakened interest and en- 
thusiasm in automobiles. 


“Add to this the fact that they 
may be hard to get because of the 
steel strike and the public becomes 
really interested.” 

—L. H. Hover 

* 


* - 
Santa Fe 


[oan was optimism up and 
down Santa Fe’s auto row last 
week. Sales are well above last 
year’s level, and predictions are 
that the upturn will extend well 
into 1960. 

Ned Wood, Santa Fe Motor Co. 
(Chevrolet), who experienced dras- 
tic shortages at this time last year, 
spoke of a 200 percent increase for 
October. He said his ’59 sales. are 
almost 40 percent ahead of 1958. 

“Shortages caused by the steel 
strike will not affect us in Santa 
Fe until late November and De- 
cember,” Wood predicted. 

Nash Hancock, a Chrysler Corp. 
dealer, said lagging deliveries of 
some models had hurt sales a little, 
but in spite of this he pointed to 
a gain of more than 10 percent over 
last year. 

“The American small car has 
generated a lot more interest in 
the ’60 models here,” Hancock said. 
“A good 70 percent of the increase 
in our showroom traffic can be 
traced to the new Dart.” 


—Lew THOMPSON 
a * * 


Huntington, W. Va. 


Avr dealers here agree that the 
’60 models have been favorably 
received, but the steel strike has 
cut into sales. ' 

Cc. K. Black, owner of Corky 
Black Ford Sales, said the ’60 intro- 
duction sparked sales more than 
the arrival of the '59s, “The steel 
strike hasn’t touched us yet, but 
it might if it continues much 
longer,” he declared. 

Dutch Miller, of Roger Dean 
Chevrolet, was pessimistic. “Deal- 
ers say the ’60s are going well, 
but the strike is hurting us,” he 
said. “We have 10 or 15 more new 
cars allotted to us, and when 
they’re gone, we can take a vaca- 
tion.” 

Miller said the strike has virtual- 
ly halted Dean’s truck sales. 

H. E. Winnell, new-car manager 
for R. F. Steiner Co. (Chrysler- 
Plymouth), said the strike is really 
pinching sales. “We can’t get cars,” 
he said. “We’ve been promised 
seven or eight, but there’s no way 
of telling when we'll get them.” 

He said the strike is making 





DETROIT.—Plymouth sales are 
three times as high as during the 
period immediately following intro- 
duction last year, according to 
Plymouth-DeSoto-Valiant division. 

The division asserted that deal- 
ers and field men are comparing 
the fast start to that of the °57 
model, second highest selling year 
in Plymouth history. 

Plymouth said dealers’ explana- 
tions of the early success ranged 
from “we've got a hot car’ to 
“everyone’s interested in cars this 
year.” 
Edward P. Letscher, divisional 
general sales Manager, summed it 
up this way: “We have several fac- 
tors going for us, First and most 
important is the car. It is distinct- 
ive and it has enthused our dealers. 
This enthusiasm is helping to ring 
up sales.” 
Plymouth attributed part of the 
sales surge to its preannouncement 
direct-mail campaign which invited 
about a million owners of ’56 and 
57 Plymouths to special previews 
during the two days before the 
public showing. 

The mailing offered imported 
premiums to owners attending 
the previews, and Plymouth said 





ALMost all Chevrolet dealers in 
the area covered have been un- 





Plymouth Says Early Sales 
Are Triple Year-Ago Pace 


Falls, N. J.: “The best announce- 
with Chrysler Corp.” 


motion helped them get off to a 
running start. 

Here are some dealer reactions 
reported by Plymouth: 

Ed Muller, Muller Motors, Little 


ment I have experienced in 13 years 


Ted Brodlieb, Idlewild Motors, 
Inc., Springfield Gardens, N. Y.: 
“Response at opening overwhelm- 
ing. We've got a hot car this year.” 

Dalton Feldstein, Dalton Motors, 
Inec., Sacramento, Calif.: “Just 

drove 1960 Plymouth for the first 
time. Had the surprise of my life. 
Congratulations.” 

Main Auto Sales, Madison, N. J.: 
“Public acceptance greatest we 
have ever seen.” 

Glickman Motors, Bethlehem, 
Pa.: “Had close to 500 people in 
showroom, Very happy with pub- 
lic attitude toward new cars.” 

Bill Showalter, O, R. Mitchell Co., 
San Antonio: “My men are real 
high on this Solid ’60 Plymouth 
and we are rarin’ to go.” 

Pioneer Plymouth, St. Louis: 
“Best crowds and best public ac- 
ceptance in many a moon. Every- 
body loves new Plymouth, Practic- 
ally sold out.” 

Baker Motor Co., Inc., Greenville, 
S. C.: “Very much impressed. All 


my salesman to steer our customers 
away from the little car and into 
the bigger one. Frankly, 
them side by side on the floor, with 
the price tags just as close as I 
can get them. 


I won’t be able to get many small 
cars anyhow, and what good will 
60 orders for little cars I can’t de- 
liver do me,” he said, “Only thing 
itll get me is headaches with un- 
happy customers, 


keep the pressure off the little one. 
And we aren’t gettin’ much resist- 








many of its dealers feel the pro- 


sales personnel enthused.” 


people a little bit reluctant to buy. 
The Chesapeake & Ohio Railroad, 
@ major employer in the area, re- 
cently laid off more than 100 work- 
ers here because of the strike. 
—WrauuaM E, Francois 
a + * 


New York 


all the ’60s in dealer show- 
rooms, it would be difficult to 
pick the happiest group of dealers 
at this time. Almost without ex- 
ception, dealers are reporting that 
the 1960 introductions have been 
received with more enthusiasm 
than anyone has had the pleasure 
to witness in many years. 

The compacts, with so much 
stress placed on them in the 
early part of the merchandising 
and advertising campaigns, have 
been a solid hit. However, it is 
impossible to overlook the solid 
basis upon which dealers are pre- 
dicting a good 1960 model year. 
With some minor exceptions, 
dealers are reporting good grosses 

on their early 1960 sales, Some 
dealers went into explicit detail on 
their full-gross deals with a fond- 
ness and fervor usually reserved 
for detailing the latest cute trick 
of the smallest grandchild. 

One Ford dealer reported selling 
every 1960 on his floor at full gross 
preview night. He couldn’t remem- 

ber anything to compare with it 
since 1949, 

A tabulation of daily car sales 
begins to sound like the early 1950s, 

something people haven’t heard 
around these parts for too long. 
Broadway dealers are reporting as 
high as 14 and 15 sales on a Satur- 
day. In a week, one dealer had 
taken well over 60 orders, which he 
felt certain were bona fide and not 
likely to evaporate. 
oe + * 

ATURALLY, the steel strike is 

having a dampening effect on 

dealer spirits, but that might be 
good, because the atmosphere 
might be absolutely wild otherwise. 

A Cadillac-Oldsmobile dealer 
was bemoaning the fact that if 
the strike continued much longer 
he would be going into the first 
of the year with at least 121 un- 
filled orders, and he knew his 
customers would be angry with 
him for not being able to de- 
liver. When asked if his grosses 
were improving because of the 
developing shortage, he just 
smiled craftily, as if that was a 
situation we both knew the an- 
swer to, but weren’t tactless 
enough to discuss. 

Chrysler dealers express the feel- 
ing that they have another hot year 
on their hands, Public reaction, 
even in these days of the small car, 
was beyond their expectation and 
they report steady sales. 

Dodge dealers, who had many 
reservations about the Dart, have 
suddenly blossomed forth as one 
of the happiest groups of the new- 
model year. The reception they re- 
ceived was better than their most 
optimistic hopes would have al- 
lowed, 
Chevrolet and Ford dealers re- 
port that Falcon and Corvair are 
responsible for 15 to 46 percent of 
their total sale to date. But some 
second guessing and second think- 
ing are beginning to set in among 
these dealers. 
* or _ 
Tans ae going fine now, but 
they'll eventually take their 
rightful spot in the compact car 
market, They’ll never run our 
standard-size cars off the road,” 
said one dealer. 

“Why the first week of our in- 
troduction we thought we’d never 
get enough of these little cars to 
satisfy the demand, but then 
came our Saturday business and 
all we sold were the standard 
size cars. It'll have a place, but 
it won’t be the overwhelming 
model in our line.” 

Said another: “Listen, I’m telling 


I have 


“With the steel situation ag it is, 


“No, we're doin’ everything to 


ance, when we really start selling 
the standard-size car,” he said. 

Most dealers don’t seem to be 
having any difficulty selling stand- 
ard-size and small cars in the same 
showroom, They have adopted the 
attitude that each size is built to 
do a certain job, and they will sell 
their customer the car that will do 
his particular job best. 

oe * + 

aed DATE, dealers report that 

gross profits on the small cars 
are at full list, One Ford dealer 
pessimistically announced that he 
knew where discounting on the lit- 
tle car was already taking place, 
but he was a loner. 

An analysis of gross profits on 
the 1960 standards is harder to 
make, because of cross impres- 
sions. One dealer tells of his very 
high grosses, while another com- 
plains that his neighboring com- 
petitor is giving them away, Yet, 
it appears that the average gross 
at this early stage of the game 
would be around $400, 

Naturally, the closer the deal gets 
to the center of the metropolitan 
area, the thinner the gross seems 
to be, which appears to be the 


Cost figures being what they are 
in the midtown districts, the situa- 
tion should be reversed. 

Couple of dealers have remarked 
that the strong 1960 introduction 
has done wonders toward stabiliz- 
ing prices on the ’59s in stock. One 
dealer stated that his average gross 
on the leftovers had risen as high 
as $325, and he expected it to go 
higher. 

There are a few side effects to 
the good 1960 send off, One is the 
slowdown in used cars caused by 
people waiting to see what impact 
the small car will have on the 
market. 

+ * oF 
NOTHER side effect is the re- 
luctance of many dealers to 
trade late-model cars for anything 
near their value, Again, the impact 
of the small car is yet to be known 
in the used-car market, and no one 

wants to take a chance. 

Many import-car dealers have 
noted a definite slowing down 
here within the past three weeks. 
They attribute the slowdown to 
the introduction of new cars and 
the fact that people want to see 
what all the cars look like before 
stepping out again and buying. 

At the same time, the introduc- 
tion of the Corvair and Falcon had 
a temporary stimulating effect on 
the import market in some areas. 

One thing is noticeable about the 
Corvair and Falcon customer. Most 
dealers have pointed out that the 
person who ends up in one, almost 
invariably has looked at an import, 
but preferred an American product. 

A few dealers have taken imports 
in trade, but the majority of trades 
to date have been early 1950 Amer- 
ican automobiles, with a few late 
models. 

—Ep Brown 
+ + * 


Most Prospects Patient 
For ’60s, Survey Finds 


LOS ANGELES.—Although the 
stee] strike has resulted in a short- 
age of new cars, most potential 
auto buyers are willing to wait for 
delivery of the car they want. 
This attitude was revealed in a 
survey of 432 potential customers, 
interviewed as they left dealer 
showrooms in New York, Chicago 
and Los Angeles. The survey was 
conducted by Petersen Publishing 
Co., publisher of Hod Rod, Motor 
Life and Motor Trend magazines. 
A total of 83 percent of those 
polled said they were either placing 
advance orders for delivery when 
available or waiting to buy when 
full production resumes. 

Dealers were optimistic about 
future sales and felt their cus- 
tomers were exhibiting good 
sportsmanship about the delivery 
delays. 

However, they admitted that 
business “is rough right now” and 
will be for some weeks. Many felt 
that once full production is resum- 
ed, after the steel strike is settled, 
lost sales will be made up quickly. 
The Petersen survey showed that 
almost all dealers are in short sup- 
ply of new cars now. Some models 
were on hand for immediate de- 
livery, but a customer may be dis- 
appointed if he wants a particular 





model and color, it was found. 


cockeyed way this market operates... 
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West Coast Dealers Get Valiant Pitch: 





‘Price It Low, Push Plymouth’ 


LOS ANGELES.—Push ’59 and|sales manager, laid it on the line 
’60 Plymouths while the shortage| when he told the group, “Produc- 
of new Valiants continues, 300) tion will not be what we wanted it 
dealers and salesmen meeting at/|to be, nor what you want it to be. 
the Anaheim Chrysler Training| We have enough steel to build Val- 
Center were told by West Coast|iants until Nov. 23 at the Ham- 
sales officials. tramck plant. 

Bob Fisher, Valiant Western-area | “All your first cars will be 
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Satisfied customers 


“*° tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important extra 
steps for extra life ... extra toughness . . . scienti- 
fically fortified for complete, all round protection. 
Wo .r’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 
customer loyalty. 


ryt cuees 





WOLF’S HEAD OIL REFINING CO., INC. 
Olt CITY, PA. 














FOREIGN CAR PARTS 











A Full Line of ..| HIGH DISCOUNTS! 
d Ignition Parts 
Zinger Pave Albert Wepper Corporation 
d coat ney Paecagyl Factory Representatives 
available. 53 Park Place New York 7, N. Y. 
Tel. WO 4-0966 

















stickshifts, with whitewall tires 
and an occasional heater. So let’s 
start out with factual pricing and 
not have any mish-mash or high 
prices scaring prospects out of 
the economy car field.” 

While salesmen viewed compari- 
son displays of Valiant, Falcon and 
Corvair, dealers were told that Val- 
iant is in no position to match mas- 
sive advertising budgets of Corvair 
and Falcon. 

In Los Angeles, a Valiant dealer 
advertising association has been 
incorporated, to which all dealers 
are expected to belong. Advertising 
will be handled by Batten, Barton, 
Durstine & Osborn, with factory 
collection on a per unit shipment 
basis. Monies collected will be paid 
directly to the association. 

When cars were shown the group, 
initial comments were limited to 
“Man O Man.” “It’s a beauty.” 
“This will shock them.” 

As the audience quieted, sober 
profit-minded dealers began to 
ask, “But when do we get them?” 

Factory men told the group of 
expansion plans, which include pre- 
paring the St. Louis plant for Jan- 
uary production. Together, Ham- 
tramck and St. Louis are scheduled 
to be tooled by January for 1,210 
units a day, which total to 4 per- 
cent of the six million U. S. cars 
expected to be sold by the industry 
in 1960. 

While Valiants are in short sup- 
ply, it was suggested dealers move 
their present 35-day supply of ’59 
Plymouths while keeping at least 
one Valiant on the showroom floor. 
Followup suggestions included hit- 
ting every Valiant prospect within 
a few days with a '60 Plymouth 
ready for delivery. 

“Prepare to sell up and keep 
the big cars moving,” Fisher told 
the group. “Plymouth is our 
bread and butter.” 

A Chrysler spokesman was not 
able to guess a total number of 
Chrysler line dealers in Southern 
California, or number of Valiant 
franchises being allowed. 

However, only 60 of some 300 
dealers are expected to be selling 
Valiants in the Southland in the 
next few months. 

A list of 41 dealerships represent- 
ed at the Valiant showing here fol- 
lows: 

George Kleimpel, Inc., Fullerton, 
Simca-Plymouth-Dodge; John 
Schleifer, Inc., Huntington Park, 
Chrysler-Plymouth; Max Barish, 
Inc., Los Angeles, Chrysler-Plym- 
outh-Simca; Tom Dalbey, Inc., 
Huntington Park, Simca-DeSoto- 
Plymouth; Guy Moothart, Comp- 
ton, Chrysler - Plymouth - Imperial; 
Jack Powell Motors, Escondido, De- 
Soto-P ly mouth-Toyopet; North 
Star Motors, Inc., Los Angeles, 
Plymouth-Imperial-Chrysler; H. E. 
Baher, Inc., Alhambra, DeSoto- 
Plymouth; Steve Love, Santa 
Paula, DeSoto-Plymouth; S. M, S. 
Motors, El Monte, Dodge-Plymouth. 

W. R. Shadoff, Inc.. Pomona, 
Chrysler-Plymouth-Imperial-F iat; 
Hall Motors, Arlington (Riverside), 
DeSoto-Plymouth; Valley Plym- 
outh, Reseda, Plymouth-Hillman- 
Sunbeam; Northside Motors, Inc., 
San Fernando, DeSoto-Plymouth- 
International; Padre Motors, Bak- 
ersfield, Willys-foreign; Village Mo- 
tors, Los Angeles, Imperial-Chrys- 
ler-Plymouth-Simca; Art Frost of 
Glendale, Glendale, DeSoto-Plym- 
outh-Toyopet; Atwater & Fish, 
Hollywood, DeSoto-Plymouth; 





2 Lots in Miami 


Opened by Rowell 


MIAMI.—Stacy Rowell, former 
president of the National Independ- 
ent Automobile Dealers Assn., has 
opened two new used-car lots here. 
One is at 1200 N. W. Thirty-Sixth 
St. and the other is at 3011 N. W. 
Thirty-Sixth. 

Rowell, who formerly was a Ford 
dealer, also operates a new-car 
leasing service in connection with 
the used-car business. His head- 
quarters are at 1200 N. W. Thirty- 
Sixth. 

Rowell was president of the 
Miami Independent Automobile 
Dealers Assn, four times and head- 
ed the state association twice. 





Danny McGroo, Culver City, Chrys- 
ler-Plymouth; Tharp Autos, Inc., 
Fontana, Plymouth-Borgward-Aus- 
tin, 

Tom Davies, Inc., Santa Mon- 
ica, Chrysler-Plymouth-Imperial ; 
O. R. Haan, Inc., Santa Ana, 
Plymouth-Simca; Bank Motors, 
Los Angeles, Simca-Plymouth; 
Bob McClure DeSoto & Plym- 
outh, Long Beach, Dodge-Plym- 
outh; MacKaig & Sons, Los 
Angeles, DeSoto-Plymouth; Var- 
dugo Motors, Tujunga, Plymouth- 
DeSoto-International-H ill m an- 
Sunbeam; Bob Keefer Plymouth, 
Inc., Hawthorne, Plymouth-Fiat- 
Alfa Romeo; Ray Vane, Inc., In- 
glewood, Plymouth-Chrysler-Im- 
perial-S imca; Martin Plymouth, 
San Diego, Plymouth; Hacienda 
Plymouth Co., La Habra, Plym- 
outh; Harlow DeSoto & Plym- 
outh, Inc., Corona, DeSoto-Plym- 
outh-Fiat. 

Lee’s Plymouth, Inc., Temple 
City, Edsel-Plymouth; Al Roberts 
Plymouth, Garden Grove, Plym- 
outh; Tower Motors, Inc., San 

Diego, Chrysler-Plymouth-Imper- 
ial; Don Leroux Motors, LaJolla, 
DeSoto-P ly mouth-Simca; Harry 
Apple, Inc., Los Angeles, Chrysler- 
Plymouth-Imperial-Simca; Yeakel 
Plymouth, Compton, Plymouth- 
Dodge-Renault-Peugeot; Pomona 
Valley Motors, Pomona, DeSoto- 
Plymouth; Benter Brothers, Inc., 
El Cajon, Plymouth-Dodge-Simca- 
Skoda; Bob Wickett, Inc., San 
Bernardino, Chrys|er-Plymouth- 
Imperial, and Bailey Motors, Ox- 
nard, DeSoto-Plymouth. 
+ + + 
Three Valiant Dealers 
Named in Indianapolis 

INDIANAPOLIS. — The Valiant 
line will be handled in Indianapolis 
by three Chrysler Corp. dealers. 
They are Gates Motors, Inc., Plym- 
outh only; Tom O’Brien Co. (De- 
Soto-Plymouth), and Rodocker Mo- 
tors Inc., Plymouth only. 

These three dealers were selected 
from a list of eight corporation 
dealers, including four Dodge deal- 
ers, one Chrysler-Imperia] seller, 
two DeSoto dealers and three 
Plymouth only firms. 

Other new Valiant dealerships 
are as follows: 

San Pedro Plymouth-DeSoto-Val- 
iant Co., San Antonio, Tex.; S. L. 
Savidge, Inc. (Plymouth-DeSoto), 
Seattle, and Wearley Motor Sales 
(Chrysler-Imperial-Plymouth), To- 
ledo, 

In Milwaukee, it was confirmed 
that the only Valiant dealers would 
be Rank & Son and Hub Auto 
Sales. 

Buffalo’s Vaughn & Braun 
(Chrysler-Plymouth) announced it 
will discontinue new-car sales and 
expand its servicing facilities, 





L. A. Fans Flame! 


For Smog Device 


Supervisors, AMA 
Swap New Blasts 


LOS ANGELES.—Impatient Log 
Angeles County supervisors have 
renewed demands for action on de 
velopment of effective devices to 
solve the area’s smog problems, 

One supervisor wants the Govy- 
ernor to call a special session of 
the Legislature to enact laws to 
prevent the sale in California of 
1961 autos which are not equipped 
with smog-control devices. 

Another member of the board 
suggested that a delegation go to 
Detroit to learn whether a work. 
able and reasonably priced device | 
exists. 

The supervisors’ action followed 
a report by Smith Griswold, air 
pollution control officer, that three 
devices are nearly ready for pro 
duction, He had just returned from 
a visit to Detroit. 

“On the basis of what I have seen 
and the talks I had with technical 
men working on the project, it is 
my sincere opinion that a smog- 
contro] device can be on every 1961 
car manufactured—if they get the 
word from top-level management,” 
Griswold said. 

However, a spokesman for the 
Automobile Manufacturers Assn, 
said later in Detroit that no 
smog-control device is ready yet 
for installation. He added that he 
could not say when a device 
would be ready for production. 

This prompted another supervisor 
to accuse the auto industry of 
“double talk.” 

“They seem to be waiting for 
some great disaster to hit us before 
they’ll get off the dime,” he said. 

‘Executives of auto and oil com- 
panies should be invited to live for 
a year in the area’s worst-hit smog 
district so they can see how bad 
things are, he added. 

Charging that oil firms also arfe 
to blame for the smog conditions, 
he said “everyone said they were 
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going to come in with a clean fuel 
Only one has done it. They can 
move faster.” 

Charles M, Heinen, head of 
AMA’s exhaust-control program, 
said the auto industry could pro- 
duce any device Los Angeles offi- 
cials want “within a year of the 
time they tell us which one they 
want.” 

He made the statement in reply 
to the supervisors’ charge that the 
industry was dragging its feet in 
development of a device. 

Even with immediate approval of 
a particular device, he said he 
doubted that it could be ready for 
the start of ’61 model production. 








Draw-Tite 


LINE OF EASY PROFITS! 





R HEAVY-DUTY 
BUILT HITCHES 


Draw-Tite sli 


REGULAR 
CUSTOM 






hitch for every car make, model and year! 
TWO SIZES — 2000 G.W. Ibs. for boat and 
Ibs. for large 


utility trailers; 5000 G.W. 


boats, horse and traveling house trailers. 
One-piece construction . . . 
. 15-minute installation. 


TITE 


LET THIS 
This 


you. 
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NEW! FULL-LINE FOLDER! 


Trailer Products Division 
DRAW-TITE MANUFACTURING CO. 


Belleville 6, Mich » 


Factory 


no assembling 


Additional profit-makers in the DRAW- 
Couplers (can’t release accidentally!) and 


NEW Field-Proven WINCHES (up to 3500- 
pound guaranteed pull!) 


hundreds of thousands in national adver- 
tising, is steering prospects straight to 


profit-line . . 


keep your inventory costs down. 
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ONLY THE BALL SHOWS 


LINE . . . Cam Tension Trailer 


“SALESMAN” WORK FOR YOU! 
name on the ball, being seen by 


Make the DRAW-TITE line your extra 
. using your present facilities 
personnel. 24-hr. factory shipments | 


Write for copy 
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ya London Show... 





British Makers Bare 


claimed. A new thruway from 
London to the Midlands will be 
opened in November, Also, new 
underpasses and bridges for 
motor traffic will be constructed 
in London. 

The British industry is also wor- 
ried about the Common Market of 
Europe, in which it does not par- 
ticipate, and at the same time it is 
within the “outer 7 countries” form- 
ing another bloc. The export mar- 
kets are hotly contested and especi- 
ally the U. S. market is under close 
watch by the British. 

The British feel that the market 
for low-priced cars in sizes well 
below the present crop of the new 
compact cars will still remain in 
the U. S. They also feel that the 
sports-car field will be good and 
the prestige-car field should not 
come into conflict with the new 
ears from the Big Three. However, 
it was indicated that cars compet- 


Skillman Sees 
Compacts Bringing 


Greater Values 


NEW YORK.—Greater competi- 
tion in the compact or convenience- 
size car market will explode into 
yalue-wise consumer demand in 
the next few 
years, according 
to S. A. Skillman, 
sales vic e-presi- 
dent of Stude- 
baker. 

Skillman, guest 
speaker Thursday 
at a New York 
regional confer- 
ence of members 
of the American 

se Bank Credit Plan, 
8. A. Skillman said that concen- 
tration and unity in selling is one 
of the principal reasons for his 
company’s success with the Lark. 

“Selling is a matter of having one 
idea or product that you believe in, 
that you can demonstrate with en- 
thusiasm,” he explained. 


“Larger manufacturers,” he con- 
tinued, “are creating their own 
competition against their other 
small and medium-size lines while 
increasing the overall demand for 
the market in which the Lark has 
already proven itself a capable 

mpetitor with sales and road ex- 

rience. 

“The selling strategy of our new 
petitors is divided. Our forces 
committed to the Lark.” 

The S-P vice-president said the 
lienging opportunity of today is 
greatest he has known during 
career of over three decades in 

e automotive industry. 

“The soaring demand for smaller, 
more economical cars is the result 
of a fundamental change taking 
place in the living habits and psy- 
chology of the American public,” 








Output Hike Plans 


(Continued from Page 6) 


ing directly in the price ranges of 
the compact jobs may suffer. 

Most European cars in the com- 
pact range still use four-cylinders, 
while the U. S. makers offer six, 
and most European cars in this 
range do not offer automatic trans- 
missions, 

In this connection Borg-Warner 
has been mentioned where the 
miniaturized job for European cars 
is said to be still some time away. 

+. * * 


Notes and Jottings 


HE trend to fewer lubrication 

fittings on chassis parts contin- 
ues. 

Solex of Britain, an affiliate of 
the Solex family of makers in Ger- 
many, France (main house) and 
Italy, offered an “econostat” car- 
buretor which is used on the all 
new Ford Anglia. 

It operates within 80 percent of 
the range on a set of jets which 
permit maximum economy, while 
@ power jet setup comes into ac- 
tion above a certain speed range. 
Rather than tuning the carbure- 
tor for good performance over 
the entire range, this unit is 
tuned for the average work load 
and offers the power setup for 
the extreme cases without harm- 
ing the overall economy of opera- 
tion. 

Problems of service have been 
solved through new fixtures on 
which the entire unitized body can 
be bolted after all mechanical units 
have been removed. 

The British then drill out the 
weld spots of a damaged section 
and fit a new section into the body. 
The followers of the Standard-Tri- 
umph “Herald,” which has a sep- 
arate chassis frame and a_ body 
from which sections can easily be 
removed, are of a different opinion 
in regard to body unitizing, but 
perhaps both are right and certain 
advantages of both have to be lived 
with just like with the disadvan- 
tages. 

The fixtures for unitized suspen- 
sions are labor saving. Such fix- 
tures are used for doing work on 
unitized front ends. The entire unit 
is removed from the car and placed 


into the fixture. Here work is per- 
formed on the parts of this unit 
and all aligning can be done in the 
fixture before installing the unit 


back in the car. 
* a * 


Birt Sees 75,000 Sales 


Of BMC Cars in U. S. 


LONDON.—Over 75,000 British 
Motor Corp. cars are expected to 
be sold in the U. S. in 1960 ac- 
cording to A, E. Birt, president of 
Hambro Automotive Corp., BMC’s 
U.S. representative. 

This is 20,000 more cars than 
BMC expects to sell in the U. S. in 
1959. BMC makes Austin, Austin- 
Healey, Morris, MG and Riley. 

Birt said his company had placed 
orders for 40,000 cars worth $61.5 
million, to be delivered in the next 
five months. 

Birt predicted that within the 
next two years half of the different 
makes of cars now imported into 
the U. S. would no longer be in the 
market. The remainder will share 
about 500,000 annual sales of cars, 
he said, 

A $20 million order for Rovers 
was announced here by H. Gordon 
Munro, president of Rover Co. of 
North America. 





Sunbeam Alpine 
Priced at $2,595; 
3 Hillmans Hiked 


NEW YORK.—Rootes Motors, 
Inc., last week announced an East 
Coast port-of-entry price of $2,595 
for its new Sunbeam Alpine road- 
ster. The Alpine and other ’60 Sun- 
beam, Hillman, Singer and Humber 
models were displayed at dealer 
previews here and in Los Angeles. 

Rootes announced price increases 
on three Hillman Minx models. The 
Special four-door sedan is $1,735 
(up $36); the Deluxe four-door 
sedan is $1,875 (up $26), and the 
convertible is $2,149 (up $50). 

Prices of other Hillman, Sun- 
beam, Singer and Humber models 
are unchanged. 

The sporty Alpine has a four- 
cylinder engine that develops 78 
horsepower and displaces 91.2 cubic 
inches. Compression ratio is 9.2 to 
1, and top speed reportedly is about 
100 m.p.h. 

This is the first time since 1955 
that Sunbeam has used the Alpine 
label. The car was designed by 
Kenneth Howes and is built for 
Rootes by Bristol-Siddeley Engines, 
Ltd., Coventry, England. 








Develop Tight 
Labor Prober 


growth in its history during the 
next decade. The speakers were 
Guy Gundaker jr., replacement 
sales, and John T. Callahan, equip- 
ment sales. 

Gundaker predicted that replace- 
ment tire sales will reach 78 million 
by 1965, compared with an estimat- 
ed 66 million this year. He sees 
sales of all types of pneumatic tires 
soaring to 145 million per year by 
the mid-’60s, compared with 121 
million today. 

He expects that there will be 





Skillman pointed out. 


@ 


about 70 million passenger cars 
* * - 


















"American Trucking Assn.'s 25th annual 
on, second from right, star of Ford's 


F D. F. Ball, Ford heavy truck sales manager, left, George Kolowich, president, Denver- 
cago Trucking, and F. J. McGinnis, right, Ford truck advertising manager. 





‘lime Out at ATA Convention— 


convention in Los Angeles finds Robert 
Wagon Train TY program, chatting with 


(Continued from Page 6) 





Ethics Code, 
Urges ATA 


in operation by 1965, compared with 
the present 60 million. 

Callahan asserted that business 
in general will expand at a record- 
breaking pace during the '60s and 
that business based on highway 
transportation will grow even 
faster. 

He believes the trucking indus- 
try will overtake the railroads in 
ton-miles hauled by 1968. “By 
1975,” Callahan said, “trucks are 
expected to be hauling more than 
three times their present volume 
of intercity freight.” 

During the convention, Clark 
Equipment Co.’s Brown Trailer di- 
vision announced that it is stand- 
ardizing models “to give trailer 
users better equipment at lower 
cost with faster delivery.” 

R. Gordon Thorpe, Brown gen- 
eral sales manager, said a way has 
been found to provide options on 
its new standard models that other 
manufacturers have to offer as 
“custom-designed” items. 

“We start with a standard 
model,” he said, “and add the nec- 
essary Options on a _ pre-planned 
assembly-line schedule in much the 
same manner as the auto industry 
does. 

“Our concept differs from com- 
petitive ‘interchangeability’ and 
‘cust designed’ marketing and 
production methods which invite 
the customer to design his own 
trailer,” Thorpe said. 

“Manufacturers using this tech- 
nique encounter difficulties by of- 
fering customers so many options 
that each trailer becomes a special 
order.” 
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for 
Superior Profit 


2 


Volume Dealerships in the Mid-West 








CAR DEALERS-— 


You can make much more profit! 


Spend $20.00 Receive within 10 days this 
practical How-to-do-it ruggedly bound 
loose-leaf manual entitled 


‘‘Management for Superior Profit’ 
which tells you—step by step 


HOW TO: 


1. Make more money 


$20.00 POSTPAID IN U. S. 


Please mail check with order. No C.O.D.'s please 


* 
HAROLD D. DRAPER Sr. 
BOX 530, SAGINAW, MICHIGAN 
*Volume Chevrolet Dealer for 32 Years, Presently Interested in Four Successful 
Draper is also the author of the manual “LONG TERM LEASING—CARS AND 


TRUCKS" which is now selling widely at $20 in all 50 states, 
every Canadian province, and many foreign countries. 


in each depart- 
ment. 


. Cut expenses 
sharply, 


3. Stop credit 
losses. 


You should 
increase your 
profits at least 
$10.00 per car. 




















YOU HAVE ANY 


CAR DEALERS selling our craft! 


Then Sell Zecxa - 





5 Models, Retail $1,695-$3,695 F.O.B. 


2214 Washington Ave: Houston 10, Texas 





WATER 


WITHIN 150 MILES! 


IF you want to SUPPLEMENT your car sales! 
IF you want to become one of the many 


IF you want to realize your FULL PROFIT! 


AMERICA’S MOST COMPLETE LINE 


UE CRUISERS 





Complete Facilities, Fiberglas Insulated 


BUILT-IN TRAILER FOR EASY DISPLAY 





Factory 


Dealer Franchises Available—Write or Phone 


Towcee © Mihov ~tovce MiG. CO., INC. 


CA 2-6535 








< ee ence 
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Ford Acquires Space 
For N. Y. Showroom 

NEW YORK.—G ro un d-floor, 
mezzanine and basement space 
in a new 15-story apartment 
house at 475 Park Ave, has been 
leased by Ford Motor Co, 

A Ford spokesman said the fa- 





°61 Convertible Seen... 


Made-in-Europe Ramblers? 


MILWAUKEE, — American Mo- 





Analysts’ Society of Chicago. 
He said that “so far our study 


tors Corp. is considering production 





cilities “will be used by a pros- |0f Ramblers in Europe, Richard T. 
pective Ford dealer.” Purdy, AMC treasurer, told the 
| Milwaukee group of the Investment 














A timely and Important Invitation to 


If you handle Pontiac, Olds, Buick, DeSoto, Dodge, 
Mercury, Chrysler or other lines in this class, Detroit’s 
compact cars are going to intensify the problems al- E: 
ready posed by imported and American economy cars... 5 
YOU'LL NEED A GOOD, LOW-PRICED 3 i 
CAR TO STAY COMPETITIVE! 
We invite your consideration of the SKODA. This fine car, 1 i 
priced from $1575, has many, many features usually found _ 
only in higher priced cars. hi | 
e 54 1H.P. All-Aluminum Engine = © 94% inch wheelbase | 
¢ Dual Carburetors ¢ 40 Miles per Gallon ; 





eg 


© Asolid 2,050 Ibs. e Vinyleather interiors 
We have an exceptionally interesting proposition for aggres- Ba 
sive, foresighted, ethical dealers. Phone or write in complete a3 ' 


confidence for full details. (\ f 


AMSKO DISTRIBUTORS 


IMPORTERS & DISTRIBUTORS OF THE SKODA AUTOMOBILE 
30-15 35th Ave., Long Island City, N. Y. EMpire 1-8860 








THIS MATTRESS WILL HELP YOU 
CLOSE STATION WAGON SALES 




















It's true. You can close more station wagon sales by selling 
a Travel-Ease mattress as an accessory. They are custom 
made to cover every inch of floor in any model wagon you 
sell. Your prospects will notice the superior, comfort-giving 
construction and functional qualities of a Travel-Ease mat- 
tress . . . a must for today's large families. In the hands 
of your salesmen it's a potent EXTRA sales weapon that'll 
induce buying . . . close more station wagon sales! 


SOLD ONLY THROUGH NEW CAR DEALERS. Write 
Trave/.Ease Corp. 2185 East 14th St., Cleveland, Ohio 


Sal A few exclusive territories are available. 











has been only a preliminary ex- 
ploration and no serious discus- 
sions have been held with any 
foreign car maker.” 

If such a program is adopted, he 
continued, Ramblers would be built 
for sale in the six countries making 
up the European Common Market 
and other foreign lands as well. 

Purdy pointed out that AMC’s 
Kelvinator division already has 
production facilities abroad. 

He said that in» line “with our 
present thinking,” any future ex- 
pansion of car facilities in the U. S. 
will be at the plants in Kenosha 
and Milwaukee. There are no plans 
for building plants in other cities, 
he added. 

A $17.5 million expansion pro- 
ject is under way now at the two 
Wisconsin plants, he added, and 
will increase capacity to between 
575,000 and 600,000 cars a year. 

Purdy also indicated that AMC 
might add a convertible to its 1961 
model line, 

Discussing the company’s fi- 
nances, he said AMC is in its 
strongest position ever and “has 
not owed the banks a penny for 
well over a year.” 

He added that AMC profits for 
the first half of 1959, in relation to 
net book value of property, plant 
and equipment, “was almost three 
times that of General Motors, and 
General Motors was well ahead of 
Ford and Chrysler.” 

The company now has 2,946 
dealers and all “show equal fi- 
nancial strength,” Purdy said. 
The dealers’ combined net worth 
has increased from $50 million 
four years ago to $169 million, 
he added. 


AMC has no plans to use a rear 





Bootlegging Rears 
Its Battered Head 
As Lots Get ’60s 


JEFFERSON CITY, Mo.—For 
the first time in more than six 
months dealers are complaining 
about new-car bootlegging, which 
had apparently dwindled in the 
Midwest since the advent of the 
Federal price stickers a year ago. 

In Arkansas, in the middle east- 
ern section, one dealer reported 
that a used-car dealer displayed 
two Corvairs across the street from 
a Chevrolet dealer on the same 
day of the official announcement 
and display. The franchised dealer 
had two Corvairs, the unfranchised 
dealer had two. An investigation by 
Arkansas dealers disclosed that the 
two Corvairs came from Chicago. 

Several other instances of new 
’60 models of various makes being 
displayed on used-car lots have 
been reported in a short swing 
through Arkansas and southern 
Missouri. 

In Little Rock a new firm, Whid- 
don Motor Co., headed by R. F. 
“Reg” Whiddon, announces both 
new and used cars at 9th and Cen- 
ter Sts., Little Rock. 


Court Affirms 
One-Year Term 


For Caruso 


LOS ANGELES.—The District 
Court of Appeal last week affirmed 
the one-year sentence handed H. J. 
Caruso, former auto dealer, for al- 
tering car sales contracts. 

The court also refused to allow 
Caruso to change his initial plea of 
guilty to one of innocent. 

Caruso and five codefendants 
who were sentenced to jail sought 
to change their plea after a sep- 
arate group of defendants escaped 
conviction. 

Caruso’s attorney said Caruso 
pleaded guilty “only upon advice 
of counsel” and without intending 
to admit actual guilt. He said he 
would take the case to the State 
Supreme Court. 

Caruso is currently free on 
$25,000 appeal bond. 








]| engine, he said during a question- 


and-answer period. 

“Our research and experience 
with smaller cars has proved to us 
conclusively that the rear engine is 
a liability under certain driving 
conditions with cars having more 
than a 100-inch wheelbase,” he said. 


— 


Aeromotive Metal Products 
Opens Plant in Indiana 
SEATTLE. — Aeromotive Meta) 
Products, Inc., manufacturers of 
“Sports Liner” pickup covers and 
“Load Eze” pickup bumpers. hay 
opened a plant in Evansville, Ind, 












































































Corvair has a 108-inch wheelbase.| to cover the Eastern market. 
“Below a 100-inch wheelbase, the B. Gordon Mills, manager of the 
rear engine has its place,” Purdy) Seattle plant, has been named to 
added. manage the Evansville operation, AY 
es R 
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~ Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
Oct. 31, Week, Oct. 24, Output, Nov.1, Oct. 31, 
1959 1958* 1959* October 1958** 1959 
AMERICAN MOTORS " 
7 NE ae 9,450; 7,493 9,175 38,246 159,944 | 326,040 
CHRYSLER CORP. ...... 19,790” 19,034 16,549 64,260 479,966 612,124 
ee ae ae 2,000 1,401 498 5,683 40,865 58,777 
pe a eee 900 , 1,504 181 2,255 29,287 36,915 
pe EET 7,500“ 4480 6,540 24,338 93,142 147,540 
TINE sctiinerieeiccrnrevese 590 258 588 2,673 10,084 .) 17,638 
Plymouth Total .......... 8,800) 11,391 8,742 29,311 306,588 (5 851,254 
Plymouth. .................. 7,000 11,391 17,315. 24,948 306,588 “346,883 
Was anionic ee le 4,371 
FORD MOTOR. .............. 38,810 35 36,200 166,145 891,217 1,446,367 
OS Se ee 100 =s-:11,878 250 1,783 13,597 29,503 
Ford Division. .............. 33,935 31,293 31,332 144,883 768,855 1,264,727 
ER OIE) 000.0000 AS SER. eacdk »,) 30,333 
Ford (Standard) .... 26,500 1/ 30,175 25,494 116,828 726,622. 4,172,500 
Thunderbird. ............. 1,760’ 1,118 1,719 6,530 42,233 61,894 
eS eae 900 557 874 3,270 19,458 23,069 
ee 3,875 2,385 3,744 16,209 89,307 129,068 
GENERAL MOTORS .. 29,988 32,969 47,411 222,577 1,579,720 2,328,807 
Ra SS 5,969 7,176 6,783 27,952 175,024 206,724 
Ee 2,600 1,050 3,372 13,874  93,630/\126,593 
Chevrolet Division 7,700 /15,503 19,642 110,224 931,700 A ner 
. "ae SIV wiz... or! ee 49,986 
Chevrolet (Stand.).. 2,600 15,503 14,672 88,565 931,700 1,249,918 
Oldsmobile .................... 7,519 5,181 8,685 36,455 227,864 (336,967 
OS eee 6,200 4,109 8929 34,072 151,502 358,619 
8-P CORP. 
Studebaker .................. 3,320 2,700 3,153 14,379 31,300 129,007 
Total Cars, U. S.** ....101,358 97,804 112,488 505,607 3,143,892 4,842,345 





—_— 


*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 

















Week Jan.1 Jan. 1 
Ended Total To To 
Week, Oct. 24, Output, Nov. 1, Oct. 31, 
1958* 1959* October 1958* 1959 
5,637 5,583 21,982 206,921 298,021 
158 83 384 4,737 4,863 
87 126 413 2,324 2,829 
1,439 1,775 7,066 45,301 66,291 
7,361 6,506 33,104 184,916 288,467 
1,113 1,028 4,874 46,720 69,703 
209 2,855 12,694 76,040 123,221 
279 342 1,411 11,876 14,734 
244 101 385 7,891 10,527 
426 402 1,691 14,227 16,742 
oes cins ak sidesnbucees 1,955 2,172 1,912 8,949 73,762 97,617 
MISCELLANEOUS ...... 80 72 90 345 8,815 3,790 
Total Trucks, U. S. .... 15,993 19,197 20,803 93,298 678,530 996,805 
Total Cars, Truck: 
Didb sis eiadbsanevetdente 117,351 117,001 133,291 598,905 3,822,422 5,839,150 
Total Cars, Trucks, 
Se 6,504 5,576 6,694 26,866 282,319 322,536 
Grand Total, 
Cars and Trucks, 
U. S. and Canada 123,855 122,577 139,985 625,771 4,104,741 6,161,686 





Revised 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
**Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals, 


N.B. All U. S. totals include cars and trucks for military orders. 





onroney Plan Backed 


t Oklahoma 


(Continued from Page 3) 


dealers the reasons for the NADA 
stand in favor of permissive legis- 
lation, stressing the fact that it 
Was taken after polling the opin- 
ions of NADA directors, the dealers 
themselves at their state conven- 
tions and lastly through the re- 
sources of an independent survey 
8Toup. The speaker said the overall 
impression found 69 percent of the 
nation’s dealers in favor of the 
idea and therefore NADA could no 
longer be evasive, but had to take 
a@ stand. 

The NADA president stressed the 
importance of bringing young men 
into the field, improving customer 
relations through good service and 
working to improve factory-dealer 
Telationships. 

The 400 delegates to the con- 
vention also heard an address 
by James C. Moore, executive 
vice-president of NADA. 

Moore reviewed legislation fore- 
Casts and warned the dealers of a 
Coming concerted move by labor 
Unions to organize their employes. 
Oore also told dealers of a: drive 
take the present exemption for 
ail merchants from the Federal 
age and hour law. He stated that 
sibility was a real threat to the 
dealer’s economic well-being 





Parley 


and might put some out of busi- 
ness. 

The NADA representative also 
praised Senator Monroney’s “Okla- 
homa Plan” and said the new law, 
if passed, would encourage dealers 
to concentrate on good service to 
their customers which he termed 
“the lifeblood of the dealership.” 

Zone vice-presidents and co-vice- 
presidents elected were: Northeast 
—Harold Cashon (Pontiac), Tulsa, 
and Jim Fleming (Chevrolet-Olds- 
mobile), Pryor; Northwest—Joe 
Edwards (Chevrolet), Alva, and H. 
L. Sparks (Chrysler-Plymouth), 
Cushing; Central—W. G. Horton 
(Ford), Oklahoma City, and Wil- 
lard Watson (Chevrolet-Oldsmo- 
bile), Hennessey; Southeast—John 
Haddock (Buick-Pontiac-Rambler) 
McAlester, and Sam Norton III 
(Chevrolet-Cadillac), Shawnee; 
Southwest—V. C. Davis (Oldsmo- 
bile-GMC), Walters, and Harold 
Skinner (Chrysler-Plymouth), Altus. 

Harold Cashon, who was general 
chairman for the convention, was 
also elected a new director for the 
Northeast zone, Other Tulsa deal- 
ers elected to directorships were 
Joe Bradley (Oldsmobile); Ray Cox 
(DeSoto-Plymouth-Valiant), and 





Compact Output Rate Up Again... 





an estimated 1,760 last week, while 
Lincoln output climbed from 874 to 
900 units. 

* * + 

LSEWHERE in the Ford Motor 

setup, Ford division “big car” 
output climbed from 25,494 to 26,500 
units; Mercury was up from 3,744 
to 3,875 units, and Edsel was off 
from 250 to 100 assemblies. 

Chrysler Corp. showed the larg- 
est percentage gain as its Chrys- 
ler division plant returned to 
operation in Detroit after having 
been down most of the previous 
week due to a wildcat strike. 

A breakdown of Chrysler Corp. 
output showed Plymouth off from 
7,315 to 7,000 assemblies; Chrysler 
division up from 498 to 2,000; Dodge 


up from 181 to 900; Imperial, up 
from 588 to 590, and Valiant, up 
from 1,427 to 1,800. 
* * * 
TRuce output skidded from 
20,803 units the previous week 
to an estimated 15,993 assemblies 
last week as Chevrolet, Divco, 
GMC, Mack and White showed de- 
clines. 
Studebaker closed for change- 
overs and announced that it will 
not begin output of ’60 model 
trucks until the steel crisis sub- 
sides. 
Despite the general decline, 
commercial-car output climbed to 


High Court Kills 
Extra 1 Pct. Tax 
On Michigan Sales 


LANSING. — Some 75,000 Michi- 
gan new-car buyers are eligible for 
sales-tax refunds of about $30 
apiece, according to Gilbert L. 
Haley, executive vice-president, 
Michigan Automobile Dealers Assn. 


The refunds are the result of a 
State Supreme Court decision 
which held that Michigan’s new 
one percent use tax is unconstitu- 
tional. The tax took effect Sept. 1, 
and the Court killed it Oct. 22. 
Haley estimates 75,000 new cars 
were sold during that period. 

The tax was in addition to Michi- 
gan’s 3 percent sales tax. Michi- 
gan’s constitution limits the sales 
tax to 3 percent. In the case of the 
overturned use tax, the Court de- 
cided that the effect of a tax is 
more important than its name. 

Persons seeking tax refunds on 
new Cars and other purchases will 
have to furnish “plenty of good 
proof,” according to Louis N. Nims, 
State revenue commissioner. 

Secretary of State James M. 
Hare ordered his branch managers 
to continue to collect the 4 percent 
use tax on private car sales until 
the matter can be cleared up by the 
attorney general. 

The illegal tax cost Michigan 
consumers about $14 million. A 
University of Michigan economist 
estimated that the overturn of the 
tax is costing the financially trou- 
bled State $300,000 per day. 


Ford Gives Lee 
New Truck Job 


DEARBORN. — Appointment of 
David W. Lee to the newly created 
position of truck field services 
manager for 
Ford division is 
announced by 
Walter J. Cooper, 
divisional general 
sales manager. 
Lee joined the 
Ford truck de- 
partment in 1946. 
He has served in 
various capaci- 
ties, including 
truck sales and 
service engineer, 








David W. Lee 
assistant manager of truck and 
fleet sales and manager of the trac- 
tor and industrial engine division. 
He became truck planning manager 
in 1954. 





R. W:. White (Chevrolet). 


up from 6,540 to 7,500 cars; DeSoto|; 


Steel Tieup Closes 
Most GM Plants 


(Continued from Page 1) 


an estimated 996,805 units for the 
first 10 months of the year, mean- 
ing the millionth truck of 1959 
should roll from the assembly 
lines tomorrow (Nov. 3). 


put also compared with the 19,197 
units turned out during the week 
ended Nov. 1 a year ago. 
* - > 
ANADIAN manufacturers turn- 
ed out an estimated 6,504 cars 
and trucks last week, compared 
with 6,694 vehicles produced a week 
earlier, and 5,576 assemblies during 
the comparable week a year ago. 
A breakdown of Canadian opera- 
tions showed the makers turning 
out 5,454 cars and 1,050 trucks last 


Last week’s commercial-car out- | 


week, compared with 5.752 cars and 
942 trucks a week cartier. 





50-year-old New Process Gear man- 











First NLRB Elections . . . 





junction ordering 500,000 striking 
steelworkers back to the mills for 
an 80-day cooling-off period. 

However, the judges continued 
a stay of the injunction to give 
the United Steelworkers Union 
time to carry its appeal to the 
U. S. Supreme Court. They gave 
the union until today (Nov, 2) to 
file its appeal. 

A Government request that the 
union be required to file its appeal 
by noon Thursday (Oct. 29) was 
rejected by the Supreme Court, 

Union Counsel Arthur Goldberg 
said a writ of certiorari and a re- 
quest for a further stay beyond 
today’s deadline would be filed with 
the Supreme Court. 

The decision of the special panel 
of the Court of Appeals came upon 
the union’s petition to declare the 
Taft-Hartley injunction unconstitu- 
tional. 

The injunction was issued in a 
U. S. District Court in Pittsburgh, 
which held that the state of the 
nation justified sending the striking | 
steelworkers back to work for 80 
days. 

All three judges upheld the con- 
stitutionality of the Taft-Hartley 
injunction. 

But Judge William H. Hastie, in 
a dissent, asserted that issuance of 
the injunction was not necessary 
to the health and safety of the 
country as pictured by the Govern- 
ment, 

The other two judges were John 
Biggs jr., the chief, and Herbert 
Goodrich. 


* * 


Firms Setile 
HE court decision came a few 
hours after Kaiser Steel Corp. 
and Detroit Steel Corp. settled their 
disputes with the Steelworkers 


3 Dayton Shops Unionized 


(Continued from Page 6) 


ufacturing buildings located om 
|Plum St. in downtown Syracuse 

Construction of the new plant 
will not affect operations at the 
Wolf St. plant in Syracuse, where 
approximately 300 persons are «m@- 
ployed, or the Auburn foundry and 
machine shop, where #59 are e=@- 
| ployed, Hanson said. 

The division currently is produc- 
|ing manual transmissions and rear 
axle assemblies for the Valiant; all 
manual! transmissions for the com- 
pany’s other lines of cars and 
transmissions used on Dodge and 
| other trucks. 


prices rise. 

The possible increase under the 
cost-of-living adjustment would be 
three cents an hour, bringing the 
total cost of the package to 22% 
cents over the mye period. 


provided for improvements in in- 
surance, pensions and wages spread 
over the duration of the 
that will expire June 30, 

The dispute over changes 
rules that has been «a 
stacle to a settlemen 
union and other 


| 


ie 


and Detroit Steel agreements by 
setting up a study committee to 
make rec dati before the 





fits. 

The other companies insisted that 
the terms of the Kaiser settlement 
would be too inflationary to be ac- 
cepted by the whole steel industry. 





Courteous Drivers 
To Be Honored 
By Sealed Power 


MUSKEGON, Mich. — Thousands 
of drivers are going to be stopped 
by police beginning this week and. 





Union separately from the rest of 








Driver Honored— 


Mrs. Shirley Ward is one of the first to 
be honored for courteous driving. She 
receives her award from Officer Richard 
Lodesky of the Waukegan (ill.) police 
force, The program, sponsored by Sealed 
Power Corp., seeks to promote courteous 





behavior behind the wheel. 





‘linstead of getting traffic tickets, 
“they will receive courteous driver 


awards as part of a public safety 
program by Sealed Power Corp. 

The program will officially begin 
in Waukegan, IIL, where traffic po- 
lice have .been instructed to step 
drivers who perform unusual acts 
of driver courtesy. Bright red stick- 
ers will be placed on the wind- 
shields of their cars. 

“Courteous Driver Award” ap- 
pears in bold print on the face of 
the stickers and “Presented by the 
Police Department” in smatier 
print. The stickers measure 3% by 


. 2 inches. 


Stickers and all promotional ma- 
terial for this traffic safety cam- 


/ paign are being provided free of 


charge to police departments by 
Sealed Power. 

The only identification the com- 
pany will receive from the cam- 
paign appears on the reverse side 
of the stickers, where Sealed Power 
is shown as the supplier. 


will from this project, we 
undertaking it because we feel 
obligation to contribute to good 
public relations for the entire 
motive industry,” Paul 
president of Sealed Power, said. 





er tear oP tae meal SETS PELL LSE Me E OR TR REE EE 
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. s M ’ 
Michigan Hospital, Ann Arbor, fol-| Parte Assn. He was a long-time member | ‘- ms 
lowing brain sur- of the Auto Engine Rebuilders Assen. and So 


gery. 

A native of 
Fullerton, Calif.. 
Mr. Sutherlen 
had headed Olds- 


mobile sales since 


division in 19396 
Qs an assistant 
car distributor in 
the Los Angeles 
sone office, and 
in Indianapolis, Port- 
Ore., Renton, Wash. and Los 


. Butherlen was named Los 
Angeles sone manager in Decem- 
ber, 148 and was promoted to 





general sales man- 
ager in 196, succeeding G. R. 
who retired. 


Jack F. Wolfram, Oldsmobile | 
general manager, called Mr. Suth- 
erien’s death “a tragic loss to Olds- 
mobile and General Motors.” He 


9f 


es 2°. 8 
W. A, Meadors Sr. 
LUBP CK. Tex.—W. A. Meadors sr.. 
@eed-car manager for Fenner Tubbs Co. 
Reve Ser 12 years, died Oct. 16, 








the Meteor and Equipment Manufacturers 
Assn, 


E. EK. Winn 
PLAINVIEW, Tex.—EK. KE. Winn. 96, 
Pioneer dealer here. died Oct. 20 He es- 
tablished a Ford dealership in Piainview 
in 1910. It was taken over tn 1928 by his 
two sons, Eigar and Virgil, who also op- 
erate a Ford aeaterentp a) Hale Center. 


Lloyd G. Hooker 
PHOKNIX, Ariz. — Lioyd Garrison 
Hooker. 71. president of Detroit Aluminum 
and Brass Corp. from 1932 to 1967, died 
Oct. 24 here. 
© * ° 
Hugh D. Fenton 
LITCHFIELD, Minn.—Hugh D, Fenton, 
65. president of Fenton Chevrolet Co. here. 
died Oct. 22 at his lake home in Park 
Rapids, Minna, 


. ee 
Troy E, Fairchild Sr. 
ASHLAND, Ky.—Troy E. Fairchild sr.. 


62, pioneer auto dealer here and operator 
of Fairchild Buick-Cadillac Garage in Ash- 
land, died of a heart attack at his home 
Oct. 23. He was a director of the Kentucky 
Auto Dealers Assn. 


Classified Want Ads 


; HELP WANTED 
SSE _= 
Used Car Managers 
Service Dept. Managers 
Service Salesmen 
Parts Dept. Managers 


We operate eight ovto deolerships, six 
Ford, two Mercury-Edsel-Lincoin in six 
New York stote cities (Amsterdam, Bing- 
homton, Central Bridge, Giens Falls, Gio- 
versville and Kingston). 


Openings presently exist in the above 
positions (more in the future) due to busi- 
Ress expansion ond promotions. 
Experience necessary and high school ed- 
veation or equivalent. Prefer mature, mar- 
tied people. Permanent position. Solery, 
bonus, fringes, vocations, holidays. 


For interview, please mail resume of ex- 
perience, education, efc. to: 

Harry 8. Bullard 
Premetion Director 


PARSONS 


Management Associates 


4 Ana Street 
Amsterdam, New York 


Eara $15,000 or More! 
Key Territories Open 


" ere @ top salesman now earni 
s10 fee, you can earn $15,000 of more the 


yeer es exclusive agent selling Childers 
end direct mail support. No investment. 300 























te car dealers. National edvertising 


car dealers siready using. Agents will be 

one in these key territories immedi- 
y: 
California Cleveland New York 
Roride Philadelphia New Engisad 
Indians Nebraske Georgia 
Tennessee Lowisions Alabeme 
Colorado Kentucky 

Airmail your sales background with refer- 

ences to Bob Childers, iiders Mfg. Co., 

?. ©. Boz 74467, Houston 8, Texas. We will 


are already go whet can earned by 
men who can qualify. Our references: First 
City Nationsl, H " adstreet 
rating B+! 





GENERAL MANAGER to invest §5.000 to 
$10,000 in a buy-out from profits pian 
of 150-200 car Ford dealership. Have 
complete charge of operation, owner 
wishes to semi-retire. A live town of 
5.009 located 75 miles north of Detroit. 
Michigan in prosperous farm area, only 
25 miles from two large cities. Here is 
your opportunity to become a Ford deal- 
er within a few years. Write Box 873. 
e/o Automotive News, Detroit 7. 





Mea Yeo Sell 
MARKET TESTED SERVICE 
Ve Deowtes 
Ne competition. Renewals, exclusive territor- 
ies. Neo iavestment, not followup or war- 
ranty. Es-deaslers and factory men just right. 





PROFIT, INC., 128 N. Washington, 
Ottumwa, lows 








RELP WANTED 


POSITION WANTED 


DEALERSHIPS AVAILABLE 








USED CAR MANAGER 
FOR CHEVROLET 
DEALERSHIP 


Must have broad experience ond 
be able to handle all ph of 





wsed car operation in dealership 
selling opproximately 3,000 used 


wnits annvolly. Full management 
responsibilities and profit oppor- 
tunities will be provided. We will 
move appointed manager and fam- 
ity to Colorado. This is an excel- 
lent opportunity with an estoblish- 
ed dealership. 


Write giving detoils: Box 862, c/o 
Automotive News, Detroit 7. 


BUSINESS MANAGER for General Motors 
dealer, 30 to 45, experienced in all 
phases of operation: Office management, 
dally operating control, heavy bookkeep- 
ing, expense control and credits. Good 
salary and percentage of profits, Replies 
confidential, Write Box 874, c/o Auto- 
motive News, Detroit 7, 


VOLKSWAGEN SERVICE MANAGER for 
franchised Northeast Ohio dealer em- 
phasizing service department above all. 
Salary, percentage and benefits; oppor- 
tunity unequalled elsewhere. All inquiries 
strict!y confidential. Send resume and 
recent photo to VW, 925 National City 
Bank Building, Cleveland 14, Ohio. 








Position Wanted 


To encourage this classification fer the 
bonett ef these seeking empleyment, 
Poslttion Wanted Ads ere accepted of 
hell reguler retes, namely: lic per 
word for each insertion. $1.00 per in- 
sertion for vse ef @ bex number. Cash 
in edvonce. (Half-rete dees not apply 
te displey eds in this section.) 











MAN WITH EXTENSIVE AUTOMOTIVE 
BACKGROUND, including dealership and 
je ting operations, experienced in sales 
and business management, as well as 
automotive purchasing, would be inter- 
ested in locating in the metropolitan 
Chicago area. Prefer to head-up automo- 
tive purchasing and car disposal 
department for a growing leasing frm, 
or head-up automotive purchasing de- 
partment for national organization. 
Would consider establishing a leasing 
firm for an automotive agency handling 
Chevrolet, Ford or Pontiac, Also, would 
consider a general sales manager posi- 
tion with an automobile agency, Box 
871, c/o Automotive News, Detroit 7. 


EXECUTIVE CALIBER MANAGER or 
representative, 29 years old, well edu- 
cated, ten years’ American and foreign 
experience, Owned and managed large, 
successful midwestern imported car 
agency three years. Intimately familiar 
with all facets merchandising, both re- 
tail and wholesale. Seeks position as 
manufacturers’, distributors’ representa- 
tive or management position in American 
or imported dealership. Will relocate 
anywhere. Box 875, ¢/o Automotive 
News, Detroit 7. an 

BUSINESS MANAGER with diversified 
large dealer experience. Thoroughly qual- 
ified in factory accounting systems, prep- 
aration of budgets and statement an- 
alysis. Can be asset to your organization. 
Box 877, c/o Automotive News, Detroit 














GENERAL MANAGER: Are you weary 
from responsibility? Would you like to 
unioad or share this with a responsible, 
aggressive man with many experienced 
years in all phases of the automobile 
field? Depend upon me to increase effici- 
ency in all departments. I have the 
ability and enthusiasm to do so. Family 
man, late thirties, Gnancially responsible. 
Willing to relocate for lasting opportun- 
ity. Remuneration to be commensurate 
with results. Can furnirh excellent char- 
acter and ability references in both 
domestic and imported fields. Box 878, 
¢/o Automotive News, Detroit 7. 





MR. AUTOMOBILE DEALER, Would you 
like to take it a little easier? Are you 
tired? Am interested in manager or aales 
manager job that may lead to a buy into 
the business; in the south or southwest 
Have had ten years’ experience with Hull 
Dobbs and am now employed by Chrys- 
ler Corp. dealer as sales manager. Know 
how to make dealership tick—can em- 
ploy, train and supervise salesmen. Am 
42 years of age, married, five chilkiren. 
and like to work, Can make us both 
money. Box 879, ¢/o Automotive News. 
Detroit 7. 


GENERAL MANAGER—Desires to connect 
with large volume dealer in metropolitan 
area New Jersey, or elsewhere for right 
Proposition, 34, married, 13 years’ ex- 
perience. Capable of handling complete 
operation. Hard to match sales record. 
Agreeable to 90 day trial period, Excel- 
lent references. Box 876, ¢/o Automotive 
News, Detroit 7. 


TEN YEARS’ EXPERIENCE in automo 
tive dealerships — Accounting manage- 
ment. Control and analysis of all de- 
partments. GM and Chrysler experience. 
Willing to relocate. Further information 
and references upon request. Box 865, 
c/o Automotive News, Detroit 7. 


BUSINESS MANAGER - ACCOUNTANT. 
Florida resident desires Florida connec- 
tion. Twenty years’ experience with large 
GM dealers. Forecasts, operating con- 
trols, expense controlling, overall man- 
agement experience and capabilities, Can 
furnish best of recommendations, Box 
861, ¢/o Automotive News, Detroit 7, 


GENERAL MANAGER desires to relocate. 
Prefer Central or Southern California, 
but consider opportunity elsewhere. Ace 
34, college. With same dealer eight years. 
Experienced all phases of dealership in- 
cluding leasing, finance and insurance 
with large GM dealer, Must be perma- 
ment with salary and percentage ar- 
rangement. Top references. Write Box 
888, ¢/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP, NOW HANDLING FORD. 
available in small upstate New York 
community to qualified person. Parts, 
bins, tools and office equipment, etc. 
Can be sold separately at substantial 
savings in view of steel shortage. Prop- 
erty available for purchase or rent. Quick 
sale required. Box 887, c/o Automotive 
News, Detroit 7. 


FOR SALE: DEALERSHIP, BUILDING 
AND LOT in fast growing Minn, town. 
Currently have Rambler contract, 160 
car potential, Write Box 886, c/o Auto- 
motive News, Detroit 7. 


Profitable 
Truck-Trailer Dealerships 
Available 


The world’s largest truck-trailer 
manufacturer, with the most com- 
plete, fastest selling line of havi- 
ing equipment, is expanding 
again. Protected dealer territories 
cre available in many areas. Cus- 
tomer paper financed without re- 
course. Trade-ins accepted. Dis- 
play trailers furnished. Write, 
wire, or phone: 


C. C. Kempster, Manager of Distri- 
butor end Dealer Seles, FRUEHAUF 
TRAILER COMPANY, P. O. Box 238, 
Detroit 32, Mich. 




















in midwest, has earned over $500, 

profit before taxes past five years on 
5,000 new units. City has 180,000 popu- 
lation, thriving, diversified industrial and 
one of the best agricultural sections. One 
of only two Ford dealers in city. Retir- 
ing. Please give your net worth and bank 
references to Box &8, ¢/o Automotive 





News, Detroit 7. 





HELP WANTED 








EXCEPTIONAL 


Major eutomobile manufacturer neods 
several men for expanding progressive 
retail sales training program. 
Applicants should have recent retail 
automotive selling experience. prefer- 
ably on the sales management ieve!. 
Ssenes age bracket—3 to G years 





~ouu* 


OPPORTUNITY 


FOR AUTOMOTIVE 
RETAIL SALES TRAINING MEN 


Excellent compensation and fine oppor- 
tunities for advancement in this expead- 
ing program. 
When replying, give resume of employ- 
ment recerd and enciose a recent 
photograph. 


) 

> 

) 

All repiles held ia strictest coafidenco— 

Write te Bex 890, Astometive News, Detroit 7, Michiges 
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LARGE DEALERSHIP HANDLING FORD DEALERSHIPS AVAILABLEe 


| 
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SKODA J = 


Europe's 
Beauty Winner 
Now Here 
To Win Profits 
For You 


Featuring 
Werld's Finest 
Coavertible 


Chesea qs World's Most 
Beastife! Cer, Wiesbaden, 
Germeany—Sept., 1959 


* 4-Cylinder Engine 
*% 40.36 Miles Per Galles 
* Twia Cerbereteors 
%& 4-Speed Geer-Box 
*% Cruises at 80 Miles Per Hos 
% Swing Reer Axle 
% Coll Spriag Suspension 
% Extre Accessories 
et No Extre Cost 


GOING LIKE *60 


Franchises Available 


Ilinois, Wisconsin, Ohio, | 
lowa, Michigan, Indianaw — 
Minnesota, Missouri 


MARTIN J. KELLY, INC. 
DIRECT IMPORTERS 
441 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
MOHAWK 4-1200 
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TEXAS — HANDLING GM AND gr 
Small, well located dealership, ann! 


sales around $1.000.000, One-half Corpo- } 
Tation stock available — approximate)yv 
$35,000 to active, factory approg yg” 
owner-orperator. Present 100% owner has 
Other time consuming interests. Send full | 
Particulars to Box 869, c/o Automotip 
News, Detroit 7. C- 


FOR SALE: You can buy franchise han- | 
dling small foreign car, plus well estadb« 
lished used car operation, which incluty 
lot 165 ft. frontage by 130 ft. deep, and 


. 1 Federal Highway, Fi 
Lauderdale, Florida. All for $5,000 p 
$460 per month rent. Lease as long as ' 
desired. Must be sold at once—This is a 
real buy. Call owner, Mr. 8. Paren@=~ 
Fort Lauderdale, JAckson 4-4991. 


DEALERSHIP HANDLING CHEVROLET 
for sale. Liust have factory approvg®-. 
Doing $375.000 per year Reply Box 8 
c/o Automotive News, Detroit 7. 


VERY 8MALL DEAi HANDLING CH s 
ROLET near big city—Kentucky, 
proval required. Box 867, ¢/o Automotive 
News, Detroit 7. 
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Here's your opportunity to tate a profitable | 
part in one of the country’s fastest growi 
businesses—the “go-cart business. Deaifiy ~~ 
ships sow available for GEM WAGONS —> 
precision engineered carts. en / ' 
priced. Write teday for iatormatica. rie 
GEM ENGINEERING 


Box 1365 Tulsa, 




















SMALL DEALERSHIP sow handling Ford,’ 
Mississippi. aD arts, fxtu 





<b VOLKSWAGENS | 2. ct eateereees 

: ght in A-U-C-T-1-0-N . And Fiat $44.05 wxteane 
IMMEDIATE DELIVERY—1960's - 1959's - 1958's indaing string. ronan ond ||] mesiene Deeg From | | “bere! Quastity Discouat 
L REVOLUTION ARY PLAN Refevesece: Ash (bees Cer Special shipment enroute to |) To Distribators 





AUTOMOTIVE NEWS, NOVEMBER 


2, 1959 





DEALERSHIP WA NTED 


DEALERSHIP WANTED 


DEALERSHIP WANTED 





HAVE EXPERIENCE, REPUTATION 





» Reply: ©. M. Beeler, Box 863 


AND CASH. Desire established, reput- 
able, quality deal. Prefer GM or Ford 
in New York, New Jersey, Connecticut 
area. Utmost confidence assured. Box 
__ 84S, c/o Automotive News, Detroit 7. 
ANXIOUS TO RETIRE? Young business- 
man desires buy-in of buy-out, proaitabie, 
established dealership wherein owner will 
remain reasonable time until have auto 
experience. Have cash up to six Ggures. 
ag 813, ¢/e Automotive News, Detroit 





WANTED—Buy-in of buy-out, Chevrolet 
or GM dual, 300 car or better, Former 
OM dealer, experienced in ali phases of 
operation. Prefer midwest or weet coast. 
— 857, ¢/o Automotive News, Detroit 


WANTED—Wedium or Targe franchiee. 
Le gag GM or Ford—anywhere, Pay 
Box 826, e/o Automotive News, 

Dereon A 


CARS FOR SALE 





che Astomotive Mews 
Detroit 7, Michiges 











FLORIDA TRADE 200-300 car (GM-Ford) 


News, Detroit 7. 


CARS FOR SALE 


MISCELLANEOUS 








WANTED: General Motors. Ford or Chrys- 
ler prouct agency in mkiwest or state 
of Fiorita, Will lease of buy facilities. 
Pay your price plus some bive sky for 
desirable agency. All cash. Factory ap- 
proval assured Box 872, e/e Automotive 
News, Detroit 7. 





deal wanted in Great Lakes area. Have 
Ft. Lauderdale prime $35,000.00 com- 
mercial property to trade Factory ap- 
proval assured. Replies strictly corfiden- 
tial. Write Box 891, ¢/e Automotive 





DEALER SERVICES 
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CAR DEALERS 


Can't Be Wrong 


These Were liqvideted by Us 
ta 1958 With Ovr Qvick 


whem we've sold. 


VOLKSWAGENS 
1960 - 1959 

- Suaroofs - Ghies 
Immediate Delivery 


MERCEDES 


YORK IMPORTS, INC. 
29-11 35th Ave., Long Islond City 6, MY. 
EMpire 1-1690 


$s. 








1960 Volkswagen 





Chicago araa for convenience || 


——_ ee, 


BLUE @© CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Fecic=; Mat) 


$52.35 ted tax *:cteded 


THE FAMOUS 
.-_MOTO-MATIC 


TOW - GUIDE 


With Universe! Swivel 
Actioa 

















Write fer iliestreted Ceteleg 


; 4 I 1960 SEDANS AND SUNROOFS 
oS 31959 SEDANS AND SUNROOFS $1,239 
| 1958 SEDANS AND SUNROOFS $1,139 


$1,459 





of our Midwestern dealers. 
Write, wire or phone: 


Factory Sales Division 


TONY THORNTON PILOT DISTRIBUTING CO. 


AUCTION SALES 
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DELIVERED TO ANY EAST COAST OR GULF COAST PORT, 


§ | BREIGHT, INSURANCE, ETC. PAID—PRICES SLIGHTER HIGHER 


WEST COAST—SANK AND TRADE REFERENCES EXCHANGED 








ALSO AVAILABLE 
MERCEDES @ PORSCHE @ OPELS 





WRITE, PHONE OR WIRE 


CIRCLE DISCOUNT CORP. 
4805 WISCONSIN AVE. N. W.. WASHINGTON, D. C—EM 2-7000 
U.S.A. AGENTS FOR 
RUDI ARONS INTERNATIONAL AGENCIES GmbH 
HAMBURG, GERMANY—CABLE ADDRESS, RARONS, HAMBURG 








FOR SALE 


150—1959 FORD SEDANS 
(Ex-Taxicabs) 


_ Equipped with five brand new 14-inch tires, spare wheel and 


jack. Standard transmission. From the best maintained fleet on 


the East Coast. Shop data available. These cars can be driven 
» anywhere. 


Buy one or more, as you wish. 
Reasonable transportation arranged. 


@ Also 1958 and 1959 EX-TAXICABS, OTHER MAKES, WITH 
‘and WITHOUT AUTOMATIC TRANSMISSION. From $275 


SID LAVENE 


Taxicab Specialist 


ny ee Hetel, 353 West 57th St.. New York 19, N. Y. 
: Tiveli 2-9921 er Columbes 5-6100, ext. 2135 





SERVICE 


OFFICES 
Springfield, Missouri 
Opposite Foirgrounds 

UN-61311 (Night UN-29980) 
Richmoad, Indiona 
12 North Ninth 
2-46310 (Nigh? 2-3686) 
(AUCTIONEERS) 
Tony Thornton, Jock Davis, 
Herold Reisert 





i\Let Military Acceptance 





WUEALERSHIPS AVAILABLE 





NOW! ONLY A LIMITED NUMBER OF VALUABLE 


) RENAULT FRANcHises ARE AVAILABLE. 


Join a profitable import car organization which now features 
four complete models, 4CV, Dauphine, Caravelle convertible, 


F and beginning 1960 commercial units. 


Applications are being accepted for Renault, the number one 
4-dr. import in the United States, for the states of Alabama, 
Georgia, Tennessee, Mississippi, Kentucky, and Northwest Flor- 
ida. 


Fill oat the form below fer further deteils. 





JARRARD MOTORS, INC. 
118 Eest? Gerdes Street 
Peasecola, Florida 
Telephone HEmiech 3-5474 
Gentlemen: | om very interested in a 
Renevit Franchise. 

















Help You SELL 
MORE MILITARY PERSONNEL 


Military Acc.ptence Corporation will help 
ke more auto sales to Military per- 


ag. 
3. We make auto finance. 
finance, anywhere ia world, a tn 
——— tates, for officers “and non- 
officers o! pay i i=] 
and above . . . om @ simpli 
recourre basis. 
at ACCEPTANCE CORP. 
pt oe Sees 
Sen Antonio, Texas—Telephone CApito! 6-268! 
"Worldwide Financing for Milit a 
(USAA Insurance availe 
+o qualified officers) 








H. K. Williams, Monager 
HOME DETECTIVE CO.. INC. 


ting 
YTOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, lew enforce- 
ment sources, Write for loss forms and 
rates on financed, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Point, Bragg. 

Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 8462 on ape 
BR 2-2034, BR $3757, Greeasbero, N. C. 














1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, “AUTO COSTS,” gives 
you the fectory iavoice prices of all 190 
American cars, 2% foreign cars, 4 American 


‘6 edition today for only $10—three yeer 
subscription $18 (inciudieg all supplements). 


AUTO COSTS, Bex ZH, Dept. 6, New York 1.11 
N.Y. 








INVENTORY SERVICE 


Parts, eccesseries amd sismiler goods. 


APPRAISAL SERVICE 


Sorat e-—£ quigunes  .tthechiass yt eels 
Her Buy (Seti Age wonnemts Mmena!l §) scm! 
Reperty, Vex, Gant omg amet base meie 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 77, Michiges 





ete 





MAILING LISTS 





national 
addressed labels. 
884. ¢/o Automotive News. Detroit 7. 














SEE PAGE 41 
for the aation's 
TOP AUTO AUCTIONS 





35M. $14 per M. Box 


BATTLE CREEK 9, MICH, 
Pheae WO. 2-5257 All Dept's 
“Leeders ia the Industry 
Since 1939" 


Cmevetiam EM etrt harte 5 
Barstern Western: 
Rive Wheels ted. 


U. N. Trading Corp. 
277 Clinton Ave., Nework, New Jersey 
ESsex 1-2880 











VOLKSWAGENS |j @Se Grae 


Sedeas, Convertibles, Ghies, 
Karmann Ghia Coavertibles 
"59 — "60 
Buses—Deluxe Buses 
Wholesale—To Dealers 
Write or call 
CULBERTSON USED CARS 
542! Clinton Dr., Houston, Texas 
Phone: WAinet 1-4939 
(Will ship te all ports.) 








DECAL TRANSFERS 


TRUCK ene Durable, brilliant col- 

ors. Designed to your specifications low 
oa. easy to apply. Write for samples. 
Allied Decals, Inc., 8356-7 Hough, Cleve- 
land 3, Ohio. 











AUCTION SCHOOL 

LEARN AUCTIONEERING, Nationally 
yd catalog! Mis 

sourt Auction School, Box $252P3, Kan- 

gas City, Missouri. 

ANTIQUE, CLASSIC CARS FOR SALE 


ATTENTION MERCURY DEALERS! 1940 
Mercury in almost perfect condition. 
Original Diack paint—like new. Interior 
tires excellent, 











ATTENTION WHOLESALERS! Chevrolet 
dealer between Baltimore and Washing- 
ton, doing large yolume business, needs 
outlet for clean, ‘‘one-owner used cars.’’ 

On your way north or south stop and 
shop in Annapolis, COlonial 3-2311, 
— Chevrolet, Inc., Annapolis, Mary- 

nd, 








pass f 
1939 was the first year for Mercury. Beli 
for $675. James S;ringer. a Chevro- 
tet Sales, Hilisdalk, 


—S SALE — NINETEEN SIXTEEN 
VROLET. touring. has been through 
> Motor, tranemiston, ge 4 


1960 MODELS 


VWs @ By @ MERCEDES @ RENAULTS 
FIATS @ OPELS Simcas @ PORSCHES 





We are establishing coast-to-coast contact 
with indapendent dealers interested in @ con- 
tinuous and steady supply. 

frame are all 


Wire, Phone, Write: now<ethbe 
t- Eomuancs & TRAbIe soar. | ote . — s, 201 1 Ww. ist St, Oraliaia, 











N. 
80 20102 ” > 
PARTS FOR SALE ATTENTION, 
YD PARTS: Large stock available. 
Immediate shipment. J, C. Lewis Motor|} MANUFACTURERS REPS. 
Co., Savannah, Georgia. 





DO YOU NEED 
NEW LINES? 


Autor.ctive News can help you 
by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nem- 
inal cost. 


AUTOMOTIVE NEWS 
Clessified Weat Ad Depertmx 7 


LLOYD PARTS—complete stock, Prompt 
shipment. Importers and distributors for 
Lioyd cars and trucks. Greene County 
Motors, Catskill. New York. Phone: 2000. 


CHEVROLET PARTS, antique or —— 





Louls Chevrolet, Box 51, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


GOLIATH PARTS—up to 60% 
Fisher, Portland 9, Oregon. 

PARTS WANTED 

WILL BUY—Buick and Pontiac obsolete 
parts, (Not returnable on canceliation.> 
Also bins. Send list immediately, Box 
882, ¢/o Automotive News, Detroit 7. 








off, Joe 


























‘New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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